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Conservative Traditions in Modern Banking 


In the Illinois Merchants Trust 
Company, the traditions of a half 
century of conservative banking 
stand back of each transaction. 
With its large financial re- 
sources, its highly developed and 
specialized facilities and organi- 
zation, its intimate business and 
governmental contacts at home 


and abroad, this institution is 
today one of this country’s lead- 
ing banks—a logical choice for 
banks or commercial concerns 
establishing a Chicago banking 
connection. Personal attention to 
inquiries concerning our special- 
ized services will gladly be given 
by our officers. 


Iuunots MERCHANTS TRUST COMPANY 


Capital & Surplus 45 Million Dollars 


JACKSON, 


Readers will 


CLARK AND QUINCY STREETS : 


confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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The most acceptable Personal Service a Bank can render 
to its Depositors, is that which assists, 
protects and guides them on their travels. 


Is this one of your Depositors? 


—If so, she will thank your Bank for an unexpected 
Personal Service on her travels abroad. 


Depositors’ good-will is the first interest of all progressive banks. In securing 
it, in developing it, American banks today practice the fine art of Personal 
Service. 


A notable branch of this Service, one widely accepted and fully appreciated, is 
the personal care and protection banks now extend to their Depositors, on 
their travels abroad, through the Hand of a Great Service. 


At the important ports of the world, at the railway stations of foreign cities, 
wherever and whenever assistance is needed — your Depositors will always find 
this ‘“ Helpful Hand” of the American Express Company. 


Their travel money is made safe against loss or theft—and the Hand of a 
Great Service is assured them, to the full extent, when you sell them 


AMERICAN Express TRAVELERS CHEQUES 
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“It can be done—it has been done!’ 





“Practically every approved method of 
increasing the bank’s business in all de- 
partments receives in this book a clear 
presentation by one whose many years of 
personal experience enables him to speak 
with authority.” 


—H. BROOKS HERING, Assistant 
Vice President, Baltimore Trust Co., 


Baltimore, Md. 


be doe HAVE IDEAS—and everyone in 
your bank has. But IDEAS attain 
their fullest value only when backed 
up with FACTS. 


How much would it mean to you to have at 
your finger-tips accurate information about 
business-development methods a _ thousand 
successful bankers have tried and proven? 


“How Banks Increase Their Business” an- 
alyzes the plans which aggressive financial 
institutions, large and small, throughout the 
country, have found to be the most successful 
in developing bank business economically. 


It is the only book of its kind. It explains 
why certain plans produced best results, and 
how any bank, regardless of size or peculiar- 
ities, can organize itself for similar results. 


It can make money—and save money—for 
your bank, and for YOU. It will be sent on 


5 Days’ Free Approval 
ORDER YOUR COPY TODAY 






RAND McNALLY & COMPANY, 
536 S. Clark St., Chicago 













Send me on approval...... copies of G. Prather Knapp’s 
new book, ‘‘How Banks Increase Their Business.”’ Within 5 
days after receipt I'll send you $............(at the rate of $5.00 
a copy), or return the books. 


De AAwedicdavivcecheanes ... Position 


Bank 





(Canada $5.25 per copy, duty prepaid, same terms; U. S. Territories and 
Colonies and all other countries, 35.25, cash with order.) F.M. 


Readers wil confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 








Are Your Directors Patrons ? 


Trust Company planning a cam- 
paign for new business decided to 
check up on its old officers and em- 
ployes and discovered that there was 
a veritable “diamond mine” right in the 
bank. 
Very few of the officers had made 
wills at all. When it 
directors, it was 


came to the 
discovered that one 
prominent man who always at- 
tended the directors’ meetings 
did not have even a checking 
account in the bank. 

When the vice president 
who was urging the campaign 
informed the director of this 
point, he said rather shame- 
facedly that he had _ not 
realized that he was not doing 
business with his own bank. 

After wills and 
other business from all of its 
directors, and most of its em- 
ploves, the campaign was on 
and was an unusual 
because every worker was able 
to say that all 
directors 


securing 


success 


officers and 
eustomers of 
the trust department. 


were 


* * * * 


NE of the really prom- 

inent bankers in A. B. A. 
work serves a town of less 
than 3,000. It isn’t the size 
of your town, it’s you. 


* ~ * > 


Free Safe Keeping 
A CERTAIN bank was hav- 


ing a new vault built and 
in the course of construction 
the workmen were left alone 
for a time while the bank’s 
watchman left for lunch. 

A little later, a customer claimed that 
his box had been robbed of certain 
valuables and in the trial the bank’s 
watchman stated that he had left the 
workmen in the vault alone on this one 
occasion. This was enough evidence 
for the court and the bank was held 
liable for the loss. 

With losses like this  oceurring 
frequently, it seems rather strange that 
more banks with no organized safe de- 
posit department have not instituted a 
safe-keeping service to take the place of 
the safe deposit vault. This has been 
urged by some bankers who have tried 
it as a means of preventing unnecessary 
losses to the institution. 





THE BANKERS MONTHLY 
ROUND TABLE 


The safe deposit business is usually 
ot no profit to the bank anyway, so far 
as cash income is concerned, and bankers 
are learning that charges can be made 
for safe-keeping just as well as for the 
rental of a box. When one Chicago 
bank announced a charge of 50 cents 
a thousand for safe keeping, it had 
favorable comment from customers. 
Perhaps the time will come when smaller 
banks will have no public vaults. 


SANE ANALYSIS— 
SANE THINKING 


ee TWENTY-SEVEN 
starts with a foundation on 
which may be built 
continuing good busi- 
ness. In this building. 
the bankers of the 
United States have dis- 
tinct responsibilities. 

Sane thinking has 
always been impor- 
tant but never more 
important than today. Knowledge 


and observance of past experiences 
should not 
permit them to blind us to new 
factors in our economic life. 
“Sane Analysis,” “Sane Think- 
ing” are good slogans for 1927. 


is essential, but we 


—JOHN W. O’LEARY 
President, Chamber of Commerce 
of the United States 
Vice Pres., Chicago Trust Co. 





Customers 


A BANK, like an individual, is known 

by the company it keeps.—W. W. 
Woodson, president, First National 
Bank, Waco, Texas. 


* ~ + * 


Competition for Correspondents 


CERTAIN city banker told one of 
our editors recently, the following 
experience : 

“T received a request from a country 
correspondent to accept a certain note 
made by one of his customers, as col- 
lateral for a loan to the bank. The 
bank refused to endorse the note and 


said that it could not supply a financial 
statement from the customer. Further- 
more, we were asked to make this loan 
at a reduced rate of interest. When 
we hesitated, we were told that another 
bank in our city, had offered to make 
the loan at the lower rate and to accept 
the note without endorsement.” 

When competition for country corres- 
pondents goes this far, it is certainly 
outside the bounds of banking. 
This is perhaps an extreme 
case, but it is apparently 
typical of special and un- 
warranted favors that are ex- 
tended to country correspond- 
ents and which are not safe 
either to the city bank or the 
country bank. 


safe 


* 7 * * 


NE wide-awake banker ealls 
destructive competition 
“bank cannibalism.” That’s a 


definition worth ruminating. 


7 * . 7 


Prosperity’s Dividends 


BANKS and industries re- 

flect America’s prosperity 
in larger dividends paid by so 
many that there is not room in 
this magazine to list them all. 
The United States Steel 
Corporation with its 40 per 
cent stock dividend led the list. 
Some banks have done better 
than that. Announcement is 
made in this issue of at least 
two that paid a 100 per cent 
stock dividend. The Pennsyl- 
vania Railroad inereased its 
rate to 7 per cent. Many banks 
paid extra dividends, for ex- 
ample, The Citizens Bank of 
Los Angeles paid $2 in addition to the 
regular dividend of 16 per cent. In- 
surance companies, paper companies, 
and manufacturers generally were able 
tc show splendid increased earnings for 
stockholders in 1926. With the govern- 
ment’s big surplus and advertising con- 
tracts for 1927 larger than ever, there 
seems plenty of evidence that no de- 
pression is in sight for the immediate 
future. 


Our Readers Say— 


N inspiring example of how THE 

BANKERS Montuuiy has been of help 

to one of its subscribers was given in a 
(Continued on page 86) 
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NONALTERABLE 
BOND 
Re SAFETY PAPER 


You’ve Been Looking For 


A Rag-Content Paper—therefore 
your lithographer or printer will 
be glad to use it because he can 
print it with ease and speed. 


It does not cut up under your 
check writer —because of its 
strength and firmness; it perfor- 
ates cleanly and positively; it 
takes writing ink perfectly; it has 
long life in handling. 


Safety Features 


Ink Eradicator leaves a very 
strong tell-tale stain. 


The ink spreads when freshly 
applied where the surface has been 
removed by attempted alteration. 


On Our Surface Tints, erasure 
reveals the white stock beneath. 


The Wire Watermark appears 
in every check or note. 


Personality—Beauty 


Your trade mark or design can 
be brought out more clearly on the 
solid color of Wroe Nonalterable 
Bond than on a two-tone safety 
paper. 

The tints in Wroe Nonalterable Bond 
are solid colors. They afford a definite, 
uniform background and may be had in 
Buff, Blue, Canary,Gray,PinkandGreen. 
Our tint colors are fast—fugitive, it is 
true to the chemical used by crooks, 
but impervious to time, air and water. 
If ink goes, surface color goes too. 



































Pantagraph Tints 


You can overlay the whole check 
with your own individual design, 
with your trade mark in the cen- 
ter—which is seldom attempted on 
other safety papers. 


Let us Send you Samples 


WROE 
NONALTERABLE 


OND . 
ae 
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The Modern Laboratory 
Attacks the Problem 

Of Making Bank Checks 

Safe from Alteration 


MODERN comfort and safety were born in the 

laboratory. From breakfast foods to locomotives 
—modern comfort and safety are based on modern lab- 
oratory findings. Nor has the banking field been immune 
from innovation. Into your bank has come, in a short 
time, new systems, new equipment for handling your 
transactions and protecting the money of your depositors 
—the product of the inventor and the modern laboratory. 


Are you aware of what the modern laboratory has done 
for safety paper— how it has produced a safety paper which is 
as nearly perfect for its purpose as paper can be made— whose 
chemicals are sensitive to the crook’s slightest attempted 
alteration, yet fast to the ravages of time, or light or moisture 
—which do not gradually deteriorate the paper to which they are 
applied, and, not least—a safety paper at a price which 
permits general use? The solution the modern laboratory 
offers is 


WROE NONALTERABLE BOND 


(The Safety Paper You've Been Looking For) 





Send for samples—try it for your- 
self, and prove to yourself what 
chemistry has done for safety paper. 


W. E. WROE snp COMPANY 


22 West Monroe Street ~ - Chicago, Illinois 
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Resources 
(December 31, 1926) 
$236,738,126.69 





Deposits 
(December 31, 1926) 
$201,171,872.84 
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SELECT YOUR CUSTOMERS 


This doesn’t sound so easy, perhaps, but it 1s 
practical and profitable, too 


BANK has individuality—has per- 
sonality—has character. Its char- 
acter is determined largely by the 
character of its clients, 
just as a lawyer or physi- 
cian is judged by his 


eustomers. Me 
a, 




















In other words, the | 
bank, like the individual, yi 
is known by the com- | 
pany it keeps. 

I believe the banking 
business should be re- | 
garded as a profession | 
and conducted on such a 
high moral basis, with 
the reputation of such 
good, clean assets that 
the undesirable customer 
will seek some other in- 
stitution with which to 
do business. 


Through your loan 
facilities you have an 
opportunity to choose 
your clients. You may 
be offered a profitable 


loan, well secured. That a 


is not the question. De- 
termine first whether the 
eustomer will make a desirable client. 

To make a desirable client, the ecus- 
tomer must be a person of good charac- 
ter, good ability and successful. It 
makes no difference whether the client 
is young or old, rich or poor, he is a 
desirable customer if he meets these 
requirements. 

The time of some bankers is entirely 
taken up in dealing with second rate, 
unsuccessful clients who have little or 
no financial or moral standing in the 





By W. W. WOODSON 


President, First National Bank, Waco, Texas 


community. Such bankers have all 
kinds of second rate collateral from life 
insurance to installment notes on second 
hand furniture and auto- 
mobiles. When such 
paper fills the banker’s 
note case, it gives the 
bank a ragged appear- 
ance to the examiner and 
it gives a nightmare to 
the note teller. 

It is a diseredit to 
your bank for some men 
in your community to do 
business with you, al- 
though they can furnish 
you government bonds 
as security. 

Surround yourself 
with men of character, 
suecessful men, and these 


will draw others to 
you who will 
give character 
and prestige 


to your bank. 





LESSED is the banker 
who renders service to 
his clients in such a man- 
ner as to convert them into 


friends.—_W. W. Woodson. 


The desirable clients are those who 
maintain good balances without interest, 


render excellent statements showing 
proper ratios, make satisfactory earn- 
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ings, part of which they retain in the 
business, whose demands on the bank 
are reasonable and legitimate. They 
retire loans periodically and are regard- 
ed as honest and capable. 

Any bank appreciates such a client 
and any bank should do all in its power 
to maintain a satisfactory relationship 
with such a client. It is not so much 
the facilities you have to. offer, for 
every bank ean offer the same facilities. 
t is the manner in which the services 
are rendered that ties him to the bank. 
There must be a warm, friendly feeling 
of confidence in each other before the 
best relationship exists. 


We have urged people for the past 
25 years to use checks in paying bills 
instead of money. Now every man, 
woman and child who owes $5 brings 
the $5 to the bank and deposits it, and 
then goes out and gives a check to pay 
his bill. We have suddenly awakened 
to the fact that banking service costs 
money and we are learning why we are 
not earning greater profits. 


In analyzing our own accounts we 
have found that 50 per cent carry an 
average of $50 per account. This per- 
centage holds good with all the banks 
in our city and I am sure it holds good 
throughout the country. 


I talked to the president of a bank in 
a city of 60,000 population a few weeks 
ago and asked him what he was doing 
with his unprofitable accounts. He 
pulled out of his desk a statement just 
taken from his books and gave me the 
following figures: 


Total number of commercial deposits 
on the books, $5,000,000. 
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Total commercial accounts, 8,100. 

Total accounts under $75, averaging 
$50, 5,037. 

Out of 8,100 accounts, 5,037 repre- 
sented deposits of $250,000 and 3,000 
represented deposits of $4,750,000. 
These unprofitable accounts, he figured 
cost him $5 each, 
or $25,000 per 


vear. I think he 
figured the cost 
low. He could 


lose 60 per cent 
of his 
and it 
mean a loss of 
only $250,000 in 
deposits. 


accounts, 
would 





No good de- 
positor expects 
his bank to 
money on his ac- 
count. He 
not expect 
service at 


lose 


does 
free 
an ex- 
pense to the bank. 
His account 
should be placed 
on a satisfactory 


farm, his family worked, he lived 
economically and borrowed from $2 to 
$4 per acre from the bank on his crop 
mortgage. If the crop was short, the 
banker did not have much to carry over. 

Today, the cost of everything has 
about doubled and the farmer owns an 
auto and spends 
much of his time 
in town, and he 
requires $8 to $12 
per acre. When 
the crop is short, 
he is hopelessly 
in debt and goes 
in deeper trying 
to get out. The 
crop mortgage is 
no longer ad- 
equate or desir- 
able security. The 
large number of 
bank failures in 
the agricultural! 
section is attribu- 





ted to losses by 
banks on agricul- 
tural loans. 

The banker 





basis just as you 
would require the 
client who keeps $25,000 on deposit to 
increase his deposit if the balanee was 
not sufficient to cover the cost of your 
service to him. 

We imposed the service 
charge in our city, although that appears 
te be the popular solution at the present 
time, and the results obtained thus far 
seem to be satisfactory. More than 60 
clearing house cities have adopted the 
service charge. 

In view of the fact that we have 
advertised extensively the use of the 
check in paying bills, thus encouraging 
small deposits, would it not be a wise 
plan to carry on a campaign, present- 
ing in a dignified, courteous, vet force- 
ful manner the cost 
bank renders its 
minimum balance 
actual cost? 


have not 


of the service the 
and the 
necessary to 


customers 
meet 


It is much better to use every effort 
to encourage depositors to increase 
their deposits to meet the bank’s re- 
quirement than it is to drive them away 
as undesirable. 

There is another class of undesirable 
depositors who do not want the bank 
to make any money out of their 
accounts. They want all the service 
they can get from the bank for the least 
money. They are continually kicking 
at your interest rates, objecting to ex- 
change charges, want box rent free, 
and ask you to render various and 
sundry personal service without offering 
to pay. 

The most undesirable loans in the 
United States today are agricultural 
loans secured by crop. mortgages. 
Twenty-five years ago, when farming 
costs were low, the farmer lived on the 


W. W. WOODSON 


who persists in 
taking crop mort- 
gages as the only security will sooner or 
later get into trouble. It is the land- 
lord’s duty to see the farm worked and 
not the banker’s. Whenever the banker 
requires of the tenant farmer, prime 
endorsers or other good security, the 
tenant will borrow 50 per cent less and 
the bank will have fewer loans and a 
good deal better feeling when 
fail and collections are bad. 

When the Tandlord furnishes the 
money, he superintends the spending 
of it which is an advantage to the farmer 
and the banker. 


crops 


Audited Statements Now Essential 


Customers who are constant bor- 
rowers should present audited  state- 
ments. We had a customer who had 


been borrowing from us 25 years and 
oceasionally paying up. His statement 
showed receivables out of proportion to 
his inventory and eapital. I asked for 
an audited statement. He demurred, 
stating that he had one of the best book- 
keepers in the country who was a good 
auditor. I had such a high regard for 
the character and integrity of the owner 
and manager, that I did not insist. <A 
short time afterwards, he died and his 
business went into the hands of trustees 
for the benefit of creditors. His state- 
ment showed that he had padded the 
inventory over 100 per cent, and 80 per 
cent of his uncolleet- 
able, consisting principally of his own 
notes! 


receivables were 
It is becoming more and more 
necessary to have audited statements 
by auditors of known responsibility. 
Statements are usually made by ua 
customer at a time when he can make 
the best showing. Sometimes he has done 
a great deal of window dressing to make 
a creditable statement. 
who was in the 
wholesale business who used to come to 
the bank a few days before the annual 
audit and borrow a large sum of money 
en his own name and purchase from 
the business a like amount of their bills 
receivable, probably their most 


I remember a client 


unde- 
sirable notes, thereby strengthening the 
statement. 

After the audit, he would sell the 
receivables back to the company for 
eash and pay his personal note. The 
auditors, a strong, reliable firm, never 
did show their re- 
ports although they were bound to have 
noticed such a large change in assets 
just previous to their audit. 


this transaction in 


There is and should be an increasing 
demand on the part of bankers for 
additional information from the au- 
ditors. Bankers should be interested in 
the statement when the client has 
reached his peak in inventory, borrow- 

(Continued on page 42) 


WHAT AN AUDITED STATEMENT 
SHOULD SHOW 


Amount of inventory at lowest and highest point. 
Amount of accounts and bills receivable at lowest 


and highest point. 


Amount of notes and accounts past due 30-60-90 
days, six months and over 12 months. 


Liability of officers and stockholders to company. 


Amount of borrowings at lowest and highest point. 
Total sales turnover for the year. 


Per? 


Total net earnings and disposition. 
Total notes sold without recourse. 
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DIRECTOR ACTIVITY IN SOUND 
BANK DEVELOPMENT 


- 


“Directors who direct” are aggressive nowadays as 
well as protective—Business they attract is doubly 
valuable due to large units and permanent quality 


y OUNG Bob Brown was rounding 
out his first year as vice president 
in charge of business extension for the 
Exemplary Bank and Trust Company. 

With the president, gray-haired and 
kindly old Nelson Abbott, and the 
eashier, “Aleck” Briggs, who had been 
in college with his father, he was check- 
ing up on the bank’s progress in com- 
mercial, savings, trust and safe deposit 
relationships. 

“Well, Bob,” said the chief, “When 
all’s said and done, I think the directors 
won't fire me and Mr. Briggs for jump- 
ing you from assistant cashier to vice 
president. You’ve waked us up to some 
possibilities—no doubt of it. You’ve 
spent a lot of money but I think we'll 
get it back in time—and with some 
pruning, this 1927 program of yours 
ought to go over with the board, but—” 

“But what they'll ask,’ put in the 
cashier, “is, ‘why haven't total deposits 
and undivided profits inereased to a 
greater extent’ ?”’ 

“Yes, that’s it,” 
“You see those fellows are 
accustomed to talking big 
figures and they don’t pav 
so much attention to 
people in the bank as they 
do to net profits in the 
annual report.” 

It was as 





assented the chief. 


near to a 
eriticism as anything Bob 
Brown had heard since he 
had gone into the bank as 
a pass book elerk 12 years 
before, and he flushed un- 
der it but didn’t lose bis 
poise. 

“Yes, I know what vou 
mean,” he replied. “The 
directors can remember 
years when the bank grew 
faster than it has grown 
this vear—and at less expense. 


They 
can remember years when the average 


new depositor. brought more money to 
the window. How would it do to analyze 
one of those years for them?” 

“You needn’t worry about that, Bob,” 
soothed the president. “It’s perfectly 
clear to the directors that money rates 
have changed and costs of operation 
aren’t what they used to be.” 

“Exeuse me, sir, for interrupting,” 


By R. E. PORTER 


broke in the younger man, “but that’s 
not what I mean at all. I mean that 
those big vears were years when the di- 
rectors themselves were younger and 
more enthusiastic—a little prouder of 
their jobs, if you know what I mean. 
They were bringing their own aecounts 
to the bank as each of them was elected. 
They were dropping into the bank with 
friends under their arms. I often saw 
them at your desk. They 

were thunder 
that vear the eapital was t 
inereased, getting stock in- 


active as 


to the hands of the right ii 


people.” 





“Yes, yes,” assented President Abbott. 
“Those were the good old days—but 
what have these post mortems got to 
do with the 1927 
gram ?” 

“If we could bring ’em back, they’d 
have a lot to do with it”, urged Bob 
warmly. “Why not ask Mr. Briggs to 
prepare a report that traces every big 
account and trust on our books to its 

original .souree—no matter 
how long we’ve had it, and 
compare pro- 
duced by directors in 1926 
with former years?” 


“How about it, Aleck?” 


new busitiess pro- 





business 


“You're right,” nodded ea The ‘question was as 
the cashier, “and in those sr. definite an instruction as 
davs aecounts were ac- e the president ever gave. 
counts.” it “Could be done all 

“Sure.” said Bob. “One ih right,” said the cashier. 
big one a week, or at least | me ty “But what then?” 
one a month would do : “Why then,’ argued 


wonders for the averages.” 


“What's more,” added 


Mr. Briggs, “They were a lot easier to 
handle on applications for loans. They 
knew the new commercial customers 
personally—brought ’em into the bank 
themselves, you see—and could tell 
more about their business than a dozen 
credit men. What was more, they'd go 
and see a borrower personally if his 
methods needed shaping up or his work- 
ing capital was slim, or his collections 
were too slow.” 





Bob, “it seems to me Mr. 
Abbott might say—” 

“No, Bob,” said the 
chief. “I’m going to put 
that job up to you. You 
say it—and don’t say it 
with flowers either. Mr. 
Briggs will get up those 
figures ‘for you and you 
can present We'll 
eall you into annual 
meeting.” 


em. 
the 


Figures are dull at best, 
and the figures on di- 
rector production at the 
Exemplary Bank and 
Trust Company would not 
be interesting unless the 
bank whose actual experi- 
ences are being used in this 
article would permit the 
use of real names and 
amounts—which, of course, is out of the 
question—but the conclusions drawn 
from them and presented to that board 
will doubtless apply with more or less 
foree to other boards, so here they are: 

Bank directors who regard themselves 
simply as overseers of administration 
and trustees of investments are over- 
looking their most interesting function. 
That funetion is the establishment and 
(Continued on page 42) 
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ADVERTISE YOUR COMMUNITY | 


IT PAYS THE BANK 


How to help increase the wealth of your customers and prospects 
and at the same time popularize your institution 


By DON E. MOWRY 


Secretary-Treasurer, American Community Advertising Association 


— share a_ very definite 
responsibility with the other 
community institutions for the develop- 
ment and preservation of basic activ- 
ities. Forward-looking banks seek to 
pick out these activities and by featur- 
ing their importance, impress upon the 
people the real significance of them.” 

That is what one bank executive, in 
charge of advertising, 
has to say on the 
subject of how banks 
are advertising their 
communities. 

This “featuring of 
important activities” 
plays a very definite 
role in initiating com- 
munity advertising but 
it may be said to be 
only the beginning of 
the potential possibil- 
ities in this newly 
recognized field for 
banks. 

When the program 
for community adver- 
tising is known and understood 
by bankers, they will be far 
better able to assist in actually 
pointing out assets which should 
be capitalized upon in not only 
the foreign advertising but also 
in the local mediums. 

Bankers are beginning to 
realize that advertising is a live, 
tangible asset, and another dec- 
ade will undoubtedly bring their 
present advertising expenditures 
of $40,000,000 up to about 
$75,000,000. 

The banker, whether in New York 
City or Dubuque, Iowa, should know a 
great deal about his community. Each 
institution, no matter where it is located, 
should take the pains to study and pre- 
pare community information that will 
serve both the institution and _ the 
community. 

Men and women are borrowing from 
the banks and investing their profits in 


securities, because they are making 
money. If the banks help to create 


more wealth for the community they 
thus indicate to customers, and to 
others, that they have knowledge of 
community affairs and are trying to do 


12 





their part to develop that community. 

Banks must individualize, localize, 
and make more effective for the com- 
munities the things that are being 
promoted and advertised by the com- 
munity builders. All advertisers of our 
communities in the future must talk 


and sell in a way that tends to help 
build up the wealth of the community 







HIS is the first of two arti- 
cles by Mr. Mowry on com- 
munity advertising that has 
profited banks. Other inter- 
esting examples will be pic- 
tured with the next article. 


where all—including bankers—hope to 
secure profit. 

Not all are fully aware that there is an 
advertising program to be initiated and 
conducted constantly to inspire con- 
fidence and attain greater -results. Many 
may be required to depend upon their 
banks for leadership in this respect. 
Others will be able to conduct surveys 
and ascertain just what objectives 
should be promoted. 

Some effective appeals are through 
business pride, civics, commercial ac- 
complishments, and community under- 
takings. A city that has secured, for 
the first time, an appropriation for 
municipal advertising from the common 


council of that city ought to see, in its 
daily newspapers, advertisements by its 
banks, congratulating the city fathers 
on this forward step. Should this step 
be taken, there is no question but that 
the following year a larger appropria- 
tion would be made. Community build- 
ers make patrons for banks if banks 
build with them. 
7 * * * 

HE American 

Bank of San Fran- 
cisco ran a series of 
advertisements deal- 
ing with important 
communities of cen- 
tral California which 
created a great deal 
of favorable comment 
and developed a 
friendly feeling. 

The Mereantile 
Trust Company, St. 
Louis, published a 
forty page booklet on 
St. Louis, the coming 
steel, iron and metal 
center, with reasons. Inasmuch 
as St. Louis has been making 
definite progress in the matter 
of using soft coal for steel pro- 


duction, developing processes 
for coke production, the co- 
operation which this financial 


institution rendered, in an indi- 
rect way, was of material aid 
to the municipal government 
and the business interests which, 


combined, financed an annual 
community advertising cam- 


paign. 

Another industrial booklet. “F. O. B. 
St. Louis means a shorter haul,’’ still 
further strengthened the appeal that 
St. Louis was an important industrial 
center, especially since this booklet of 
facts concerning the advantages of St. 
Louis as a center of distribution was 
compiled by and presented with the 
compliments of the Mercantile Trust 
Company. 

. * * 7 
ee HY Los Angeles will become the 
world’s greatest city,” is the title 
of a forty-two page booklet, excellently 
prepared, for H. J. Mallen & Company, 
advisors and representatives in finance. 
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These advertisements show how one bank advertises, not only its own city, but also the surrounding towns. Results have justified the plan. These 
advertisements are so artistically designed that they can hardly fail in developing good will for the bank 


After the story has been told, in bold 
face type, there appears on each page 
elaborate footnotes concerning the cold 
facts of today’s Los Angeles. 

There are very few financial institu- 
tions or investment bankers’ organiza- 
tions anywhere in America that have 
presented a story as appealing, in such 
an interesting way, as has been pub- 
lished in this brochure. This printed 
matter has a strong community appeal. 


It is good business for the banks to 
protect the public from many fly-by- 
night and doubtful securities. One of 
the problems which every community 
has thrust upon it is the constant drain 
of money going out for worthless and 
wildeat promotion projects. It has been 
said that a community of from 30,000 
to 50,000 people will have, on the 
average, approximately $100,000 going 
out in this way each year. 

Many bankers have been inclined to 
leave all of the advertising and pub- 
licity against the fly-by-nights, to the 
local chamber of commerce, which 
organization, from time to time, has 
cautioned members and the reading 
publie to “investigate before you invest.” 

Indirectly, the bank can perform a 
service by joining with the commercial 
bodies and similar organizations in help- 
ing to inform the public about doubtful 
securities. It is being considered good 
bank advertising policy to center 
certain advertisements with this object 
in view. 

If bankers who read this article are 
interested in knowing how one phase 
of the Florida wildeatter was handled, 
they need only to write to the Barnett 
National Bank of Jacksonville. Savings 
accounts held intact against the inroads 
of swindlers more than paid for the 


initial cost of the advertising campaign 
and follow-up. 

Our colleges and our universities are 
training men to take charge of the new 
business departments of our banks. 
These young men come to a bank or 
trust company with modern ideas in 
advertising. They are usually permitted 
to take an actiye part in the undertak- 
ings of the community, because that 
contact is a part of their business. They 
see a great many things that can be 
accomplished for the bank that they 
represent. These new business getters 
have been constantly impressing upon 
their superiors the advantages, as well 
as the advisability, of expanding the 
advertising policy so that it will tie-up 
more closely with the community. Not 
all banks—only a few of them—have 
recognized this view as sound and 
invaluable. 


Banks Should Join in Community 
Programs 


The bank, to keep abreast of adver- 
tising progress, should recognize its 
duty and obligation to participate in 
community programs that are under 
way or contemplated by actually em- 
ploying its copy to exploit the objec- 
tives. These objectives, the banks 
should assist in shaping. 

Back of all this interest in the com- 
munity and its undertakings is the self- 
ish interest—at least a selfish interest 
—to the extent that “what helps one 
helps all.” 

Not all advertising copy should deal 
with the community, but there should 
run through the bank advertising a 
strong thread of community feeling that 
tends to quicken interest in the town 
itself. 


It is not enough for the bank to 
contribute to various campaigns. The 
bank must get back of these campaigns 
in its copy. The banks of today are 
not placed in the position to sit in 
judgment and simply answer “yes” or 
“no.” That function of the bank has 
passed out and beyond present-day 
practice. Where banks are lending, not 
only their money, but also their active 


interest, communities are going ahead. 

A liberal advertising policy, more 
liberal than that which has been fol- 
lowed by many banks, because many of 
them have been content with “stock 
copy and stock cuts,” should result in 
getting and holding attention for the 
bank itself, thus serving a double pur- 
pose. Some one official could be desig- 
nated as the contact for the community 
side of the bank’s program. He would 
school himself in the larger undertak- 
ings that are contemplated. In this 
way he would be ready, at all times, to 
jump in with foreeful community ad- 
vertising copy that would serve both 
the bank and the community. 


A bank that is spending $7,000 
annually for advertising, without a paid 
supervisor of that advertising, is wast- 
ing a great deal of its money—and do- 
ing the community little good. Why 
dissipate money for program advertis- 
ing of all sorts? Why use copy that 
does not arrest attention and might have 
been all right five years ago when copy 
was just copy? 

Is not the average community en- 
titled to financial education through the 
medium of the banks? Such advertis- 
ing, beeause it helps individuals in the 
community, helps the banker. Why not 
tell the public more about the inside of 
finances? 






| Mpeg as 
banks today 
are aggressive, 
merchandising in- 
stitutions actively 
selling their serv- 
with 
sales methods and 


ices modern 
win- 
advertising 
is assuming its 
proper place as it 


advertising, 
dow 


already has in other 
business. 

The dry goods mer- 
chant would not for a 


moment try to sell his 
service and mer- 
without the 
assistance of attractive 
display windows. That 
same policy holds true 
in almost small 
grocery or general store. 
The which 
banks have to sell 
may be visualized in 
displays fully as easily 
and effectively as the 
merchandise in 
lines of business. 
Although there are numerous appeals 
upon which window displays may be 
based, thé most suecessful perhaps are: 
The appeal of the mechanical, and the 
appeal of current news value. 
Not everything that moves 
attention, but motion which 
curiosity or is mysterious because of the 
way it conceals the source of power, for 
example, is almost certain to attract the 
passers-by. People are greatly 
interested in current news, and a great 


chandise 


every 


services 


other 


draws 
arouses 


also 


many events having real news value can 
be worked into worthwhile displays. 

If a display has one or both of these 
two major appeals properly tied in with 
the bank’s message, it is quite sure of 
being successful. 


* * a * 


HILE the golf season was at its 

height, we prepared the golf window 
shown on this page. The most important 
part of the display was a series ot 
obtained from nationally 
known golfers from whom we had re- 
ceived statements on thrift. > The follow- 
ing are examples: 


messages 


14 


people 
bank. 





In addition to the details of this easily-assembled display to interest golfers, note at the top 
of the picture the battery of lights designed especially tor display windows 


NEWS AND MOTION IN : 
WINDOW DISPLAYS 


W hat it is that attracts the attention of 
who are real prospects for a 


How to plan the display 


One of the first requirements for 
success in golf is to «oncentrate and 
keep your eye on the ball. In life the 
rule is to concentrate and keep your 
eye on the goal you wish to attain. 

William MacFarland. 


N THIS, the second of 

Mr. Prochnow’s articles, 
he descibes some of the 
unusual attractions that 
have helped to build up a 
savings department with 
some 50.000 accounts. 


Tesnneeneiemmeestil 





The most successful 
**follow through.’’ 

The most successful individuals in 
life not only start savings accounts 
but ‘‘follow through’’ every pay day 
and add to their savings. 

Robert MeDonald. 


golf players 


In addition, we featured two loving 
cups given at golf tournaments and 
also clubs used by Robert MeDonald and 


Eldredge Robin- 
son. Pictures of 


all the well known 
stars were placed 
about the win- 
dow. A eutout of 
a golfer in action 
was in the center 


piece. 
When _ state- 
ments on thrift 


are requested 
from nationally known 
individuals, it is always 
good plan to include 
similar to 
what you would like to 
have This 
them of the 
necessity of 


a statement 
them say. 
relieves 
spending 
any time thinking out 
a reply; consequently, 
they are more likely to 
answer. Moreover, _ it 
that the 
will tie in with 
the window display. 


assures one 


copy 


By HERBERT V. PROCHNOW “ee 


Manager of Publicity, Union Trust Company, Chicago 


A DISPLAY which 
we noted recently 
in a Wisconsin bank is 
very timely after the vaeation season. 
It showed an actual pass book that had 
been kept by a citizen of that community 
who had saved to take a vacation and 
it indicated the deposits he made from 
time to time. There were also a number 
of beautiful photographs which that 
depositor and his wife had taken on 
their vacation. The told the 
complete story. 
. * * * 


window 


F your window is small and does not 

permit large displays, you ean ordi- 
narily find material in the bank. One 
institution in Wisconsin had a pair of 
shears which had clipped one million 
dollars’ worth of bond coupons. Those 
shears, together with a pile of clipped 
coupons and bonds, made the center of a 
good window on investments. 

If the real estate loan department has 
a mortgage cancelling machine, it can 
be used in a display showing how the 
real estate department helps one to 
build his own home. Then the savings 
department helps him to save regularly 
and pay his mortgage. In the end, the 

(Continued on page 30) 
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EXPORT TRADE INCREASED | 


How smaller banks can help manufacturer customers build foreign 
business by giving up-to-the-minute information and advice 


By DR. JULIUS KLEIN 


Director, Bureau of Foreign and Domestic Commerce, Washington, D. C 


OR the banker in the larger cities 

of the country, there is, generally 
speaking, no need to describe the mani- 
fold services offered by the Bureau of 
Foreign and Domestic Commerce of the 
Department of Commerce. He already 
knows them. The larger organizations 
have long been employing our facilities, 
on behalf of both themselves and their 
customers. 

These facilities incluae: The supply- 
ing of information as to the status of 
foreign banks, particularly in countries 
which may be passing through economic 
and finaneial crises; the furnishing of 
up-to-date and authoritative reports on 
the financial position of foreign coun- 
tries, their trade activities, their bus- 
iness methods and peculiarities; advices 
on foreign investment opportunities 
and foreign securities markets; reports 
containing commodity information and 
specific trade opportunities for the use 
of the manufacturer customer; notifi- 
eation of foreign legislation in relation 
to foreign trade—tariff changes, and 
the like; statistical material and _ its 
practical interpretation for the conduet 
of business. 


Many banks are on 


the regular mailing 
list of the bureau, 
receiving its large is- 
sue of confidential 
cireulars, bulletins, 
financial notes, ana 
soon. Many of them 


also subseribe to 
“Commerce Reports,” 
the weekly survey of 
foreign trade  pub- 
lished by the bureau; 
to the trade informa- 
tion bulletins; and to 
the series of publica- 
tions by experts on 
specific foreign sub- 
jects. 

The services which 
the bureau is render- 
ing to bankers in the 
smaller cities are less 
extensive, but they 
are still of major im- 
portanee. These serv- 
ices, however, and 
the aid which these 
bankers may by cooperation with the 
bureau, extend to their manufacturer 
customers who have under consideration 


the possibility of developing their 





buy coffee in Brazil and do his own importing. 
and Domestic Commerce will enable you to advise him and to 
put him in touch with the proper men in Brazil 


foreign trade, can be greatly expanded. 
This is especially true if the manufae- 
turer maintains his own export depart- 
ment or if there are exporting firms in 
the city. 


Even though the bank may be located 


HERE are so 
opportunities for inland 


many 


manufacturers to develop 
foreign sales, that every 
banker in America should 


prepare himself to be of 


aid to his customers in this 
This is not at all 
difficult if the services of 


line. 


Dr. Klein’s bureau are 
This 


special article was written 


used by the banker. 


to show you just what 


help you can get. 








Your bank may have a customer who wishes to know if it would be economy to 


in an interior town: whose exporting is 
conducted chiefly through exporting 
houses on the seaboard, it is still im- 
portant to the banker to know some- 


The Bureau of Foreign 


thing of foreign selling. He ean readily 
delegate one of his staff to make a study 
of foreign trade, to keep him -advised 
of current developments, to use the 
bureau in obtaining information for 
such of his customers as need foreign 
markets. 

The bankers in the farming states 
may read to great advantage “Com- 
merce Reports” and the periodic bulle- 
tins issued by the foodstuffs division of 
the bureau in order to keep-in touch 
with the trend of world trade in the 
products of their region, so that they 
may be able to disceminate to the loeal 
farmers, advice which will be useful to 
them in disposing oftheir erops. 

Information on Foreign Banks 

The finance and investment division 
of the bureau is continually receiving 
inquiries from banks as to the status 
of this or that foreign bank. This is 
especially true at times when abnormal 
conditions arise-in the country in which 
the bank is located. 

For example, many requests for in- 
formation concerning Norwegian and 
Danish banks have recently been coming 
to us from the middle west and north- 
west. Brazilian bank 
failures last spring 
and summer brought 
in many inquiries, as 
have similar develop- 
ments in Mexico this 
fall. 

Very often by the 
supplying of last 
minute information 
as to the position of 
banks which have 
been reported to be 
in a critical situation, 
the bureau is able to 
help bankers inform 
their customers in 
time for them to 
avoid losses on drafts 
and bank  eredits. 
Cases of this kind 
have arisen lately in 
Latin America. 
Foreign Investment 

Opportunities 

Firms considering 
the investment of 
capital in foreign en- 
terprises often approach their banking 
connections for general as well as 
information on the financial 
position of the country toward which 


specific 


15 






* 
t 
ft 

’ 


{ 
2 

















16 





BANKERS MONTHLY for FEBRUARY, 1927 


eee 


they are looking. One of the major 
services of the bureau is the supplying 
of the latest data which will give a clear 
picture of conditions in different coun- 
tries—the position of the national debt, 
the status of the curreney, the budget 
situation, credit conditions, banking 
facilities, and so on. Americans some- 


times subscribe to foreign bonds at 


= 





A customer of yours wants to ship certain goods to Colombia. 
know if the goods will be delivered by boat or rail. 


advice on these points and often to save 
the American firm from losses which it 
might incur through too great leniency. 

The bureau is requested for informa- 
tion, for further example, on rates of 
interest current for short-term com- 
mercial obligations in a country or a 
number of countries. We are kept 
promptly informed by our field repre- 





He wants to 
You can supply this in- 


formation and give sound advice on Colombian credits if you will simply 
use the facilities of the Bureau of Foreign and Domestic Commerce 


prices well above the quotations of 
junior issues on the stock exchange of 
the issuing country. 

The other day a concern contemplat- 
ing an~ investment of considerable 
proportions abroad approached the 
bureau for recent and authentic in- 
formation as to the standing of the 
individuals with whom it was negotiat- 
ing. We were able to obtain the desired 
confidential reports and to advise the 
inquirer why and how to go slowly. 
Such service is invaluable, and our 
facilities for giving it are nearly ideal. 

It is pertinent to mention that the 
revaluation of the German government 
bonds resulted in inquiries to the bureau 
of all kinds, from people all over the 
country. Holders of Russian and 
Hungarian bonds have frequently 
written asking what their chanees of 
recovery are. 


Sales Information Available on 
Foreign Firms 


Very often sales information reports 
on different foreign firms are desired. 
The bureau has extensive and smoothly 
running machinery for the obtaining 
and supplying, through its commercial 
intelligence division, of such data, 
which are of inestimable value in the 
selection of representatives, agents, or 
purchasers abroad. 

American bankers inquire as_ to 
whether they should recommend that 
their clients extend credit facilities to 
a foreign customer. Through its follow- 
ing of conditions in the country and 
the definite knowledge which it already 
has or ean speedily obtain of the foreign 
customer, the bureau is able to give 


sentatives of all developments of this 
character and can, accordingly, supply 
such material at short notice, to the 
advantage of interested parties. 


Information on the Foreign Demand 


Suppose an exporter of lawnmowers 
comes to you, telling you that he 
wants to sell in Greece. Would you be 
able to inform him that there is no 


market because there are no lawns, and 


thus save him trouble? Suppose, on the 
other hand, that he wants to sell oleo 
oil. Do you know that if you refer him 
to the bureau he can have an agent 
selected on the ground? 


What are credit conditions in that 
country? Can he ship, under any 
condition, on consignment? What is 
the character of the available port 
facilities? How should an exporter 
pack to meet the peculiar requirements 
of a given market? What banks are 
the best? Has the exporter’s agent 
good connections? 


Suppose you have no correspondent 
in a country to which your client is 
shipping; to whom will you send the 
documents? What competition will 
vour client face? Is price or quality 
the main consideration? All such 
problems and many others for any 
country or countries can be solved by 
you if you use the bureau. 


Suppose your client had an oppor- 
tunity to get a road paving contract in 
the municipality of “Uzhorod”. What 
is the financial position of the munic- 
ipality; what are general conditions in 
the district? 


One of your customers sells a large 
order to a foreign government against 





treasury notes. A large American 
corporation suddenly went bankrupt a 
few years ago, as the direct result of 
such a_ transaction. An _ inquiry 
addressed to the bureau would bring 
you information as to whether you 
should lengthen or shorten your foreign 
customer’s line of credit. 


Facts on Foreign Financing Customs 


Another customer wishes information 
as to the financing of purchases of wood 
oil in China. <A ease recently came to 
the attention of the bureau in which a 
Chinese firm requested an American 
customer to make the funds available 
to it before the shipping documents 
were ready. In other words, the 
Chinese merchant required funds with 
which to purchase and bring the oil to 
the port. 

The bureau was queried as to the 
dangers of this sort of business. We 
were able to advise the inquirer as to 
the usual procedure in handling such 
shipments in China and to recommend 
the safest method to follow in the eir- 
cumstaneces—by operating through 
Chinese bankers and dealers who 
assume the risk involved, rather than 
by attempting direct business with the 
inland merehants—as well as to explain 
why other methods would be hazardous. 


Protection of Trade Interests 


It will be observed that a number of 
the services described help American 
concerns to keep out of pitfalls in do- 
ing foreign business. In this connec- 
tion, special reference should be made 
to the work of the division of foreign 
tariffs whose duty it is to supply up-to- 
date information as to the current 
customs duties and regulations of all 
foreign countries; to forewarn ex- 
porters of impending tariff changes 
abroad; to assist informally in efforts 
to moderate unduly severe regulations 
on the admission of American goods; 
and to assist in resolving customs 
difficulties which American goods may 
encounter in foreign ports whether be- 
cause of misunderstandings of the 
proper regulations, or because of actual 
governmental restriction. 


How to Keep in Touch With Foreign 
Loans 


In a similar manner the division of 
commercial laws renders a_ practical 
service to our bankers and business men 
in matters relating to foreign legisla- 
tion. For example, this division can 
offer advice as to the procedure to be 
followed in protesting drafts in foreign 
countries or in establishing an agency 
abroad. 

Another important activity of the 
bureau has to do with the settlement of 
trade disputes. If a foreign firm fails 
to take up the drafts on a shipment of 
goods, refuses to take delivery or some 
(Continued on page 86) 
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HOW STOCKHOLDERS 


GET BUSINESS 


An advisory board encourages shareholders 


of Security National to go after the 


big and profitable accounts 


By BYRON W. MOSER 


President, Security National Bank, St. Louis, Mo. 


MEMBER. of our stockholders’ 

advisory board recently brought in 
a savings account which has a balance in 
excess of $12,000. This account would 
not have been in our bank had it not 
been for the personal work of this stock- 
holder. And this stockholder would not 
have gone after the account if he had 
not been a member of our advisory 
board. 

Another member is responsible for 
a checking account that averages over 
$50,000. He got this account because 
he went out and asked for it. 

Still another member recently put an 
account on our books which 
earries a balance in excess 
of $100,000. He secured 
it because he was interested 
sufficiently to go after it, 
and this interest was de- 
veloped by his membership 
mm the advisory board. 

What magic is it that 
secures such cooperation as 













this from directors and 
stockholders? 
Since establishing what 


we call our “stockholders’ 
advisory board,” we have 
reached the conclusion that 
we are doing nothing more 
than every bank should do. 
There is no magie about it. 
We are simply systematie- 
ally interesting our stock- 
holders in the seeuring of 
new business for the bank. 

In addition to our legal 
directors which governs 
have this additional board of selected 
stockholders. 

The advisory board is composed of 
young successful business men who 
represent large interests and industries 
in St. Louis. They are men selected 
not to honor them nor because of their 
conservatism, but rather because they 
have energy, personality, and an in- 
satiable desire to see business grow. 


board of 
policies, we 


In other words, we take the “go- 
getters” from our list of stockholders 
for this important new business project. 

We find that an important character- 
istie for such men is broad vision. <A 
man who sees no farther than the end 


bank. 


to 


of his nose and the one who cannot 
develop an interest in anything but his 
own business, is not a good salesman 
for the bank. But when he has broad 
interests and ean see into the future, 
he is just the representative we need as 
a business builder. 

Naturally, in building up this board, 
we do not attempt to select any definite 
number and we do not hold elections at 
definite stated times. We select men 
when they are discovered and place 
them on the board as soon as we think 
they can be of service to our institution. 

Our bank is known as ultra-conserva- 


aw 


OST BANKS make very little use of their 


directors and _ stockholders. 


tive and our board of directors is made 
up of conservative and seasoned bus- 
iness men. Yet at the same time, we 
have the opposite type of man in our 
second board. Such a man might be 
classed as ultra-progressive. This com- 
bination works well together in spite 
of the fact that some might expect the 
opposite, and our bank is well balanced 
both in safety and aggressiveness. 


As an example of our conservative 
policies, let me quote from a eard which 
is kept prominently before all customers 
and prospects. This card contains the 
following information regarding the 
conservative policies of our bank: 

‘*Capital and surplus, and all deposits, 
except cash and other reserves, are in- 


Many 
complaints have been made by officers 
against directors who show no interest in 
building up the deposits of the bank. This 
complaining does no good, of course. 
this special article, you will find an account 
of a plan that works better. 
stockholders interested in both the growth 
and the development of the policies of the 
But, best of all, it inspires them 
“go gunning” for new business. 


Ricenneneneerneeieie 


It gets 












vested only in high-grade securities suit- 
able for trust and savings bank funds. 

‘‘Our list of securities is published for 
the information of stockholders and de- 
positors. 

‘*No securities are purchased from any 
director, officer, employe or stockholder. 

*“No loans to officers or 
employes. 

‘*No unsecured loans. 

‘*Collateral loans only when secured by 
the same kind and grade of 
securities‘'as the bank would 
purchase for its own ac- 
count. ’’ 


directors, 


Our advisory board meets 
not oftener than once a 
month. At these meetings, 
plans are discussed for the 
development of old accounts 
and the securing’ of new 
business for the institution. 


In Besides this, matters per- 


taining to the operation of 
the bank, questions as to the 
distribution of dividends, 
extra savings interest, and 
other matters of policy, are 
always discussed with the 
stockholders of the advisory 
board before being presented 
to the regular board of di- 
rectors for action. This 
keeps the advisory board 
thoroughly familiar with the policies of 
the bank and has been a stimulant in 
itself. It is an important part of the 
training of bank salesmen to keep them 
informed on the policies and operations 
of the institution. 


When this board was first organized. 
we had 20 men. Most of them were 
connected with the largest industries in 
the city—such firms as the Graham 
Paper Company, Rice-Stix Dry Goods 
Company, National Biscuit Company, 
American Stove Company and other 
like concerns. 

If other banks consider following this 
plan, that they should select men 
from as wide a variety of interests 

(Continued on page 84) 
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Courtesy, The Lang Body Co. 


Railroads using motor buses have 
greatly increased the total number of 
passengers carried. Motor buses are 
pleasant to ride in and women passen- 
gers as well as men enjoy bus trips 


A dozen of the country’s principal 
railroads are replacing steam trains 
with 
trucks, 
Better service is given at less expense. 


on many short haul routes 


motor buses and motor 
Many new passengers have been 
secured both for the trains, which 
in many cases can operate on faster 
schedules, and for the new highway 
transportation units. The operation 
of motor vehicles appears to forecast 
a unification of transportation facili- 
ties which promises greater economy 
in moving produce and passengers. 


e 


MORE PASSENGERS FOR RAILROADS 


How the addition of buses to rolling stock has improved service 
and attracted many new customers for several roads 


HE Pennsylvania Railroad increased 

its annual dividend rate from six to 
seven per cent when it declared a quar- 
terly payment of 134 per cent on the $50 
par value stock. This is said to be the 
highest dividend since 1907, the last time 
seven per cent was paid. In 1926 for 
the first time in the road’s history, $100,- 
000,000 in net 
received in 11 months. 

The first 33 of Class I railroads to 
report earnings for September, 1926, 
had a total net operating income of 
$73,651,000 as compared with $69,494,- 
000 in September, 1925. This was an 
increase of six per cent. 

At the bottom of this pleasing in- 
crease in rail earnings are many econ- 
omies put into practice in recent months. 
And not the least of these is the replae- 
ing of steam trains on short hauls by 
using motor buses and motor trucks 
in their place. 

These new transportation units, of 
course, are used only where good roads 
prevail, but good roads are becoming 


operating income was 
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By JOHN Y. BEATY 


so common that most railroad officials 
are optimistic over the possibility of 
increasing traffic on lines of light 
revenue and at the same time rendering 
far better service to patrons. 

“The cost of highway operation we 
find to be about 30 cents a mile as com- 


pared to an average of $1.25 per 











passenger train mile,” says A. P. Russell, 
president of the New England Transpor- 
tation Company. This company is a 
subsidiary of the New York, New Haven 
& Hartford railroad, organized especially 
to operate motor bus and truck lines. 
The figures given by Mr. Russell are a 


splendid indication of the economies 


One of the motor 
buses of the New 
England Trans- 
portation Com- 
pany, asubsidiary 
of the Boston and 
Maine Railroad 
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possible by this new transportation unit. 

Revenue of $3,327,852 would have 
been received, had it not been for bus 
competition by independent companies, 
in 1925, according to a report to the In- 
terstate Commerce Commission, by F.C. 
Coley, passenger traffic manager of the 
New York, New Haven and Hartford. 

A further possible income of $27,889,- 
287 for 1925 was estimated by Mr. Coley 
if the use of private automobiles were 
curtailed. In other words, he believes 
that his road would have had that much 
more revenue, had it not been for these 
competing transportation units. 

It is probably not so much to remove 
private bus competition that the rail- 
roads are installing their own bus lines, 
however. It is more with the idea of 
economizing and at the same time bet- 
tering service on lines where trains must 
make frequent stations at 
which very few revenue passengers are 
taken on. 

That the railroads can do something to 
relieve the short haul situation is plain 
from the experience of the Boston and 
Maine. 
tation been added, but the running time 


stops at 


Not only has highway transpor- 


of 660 trains has been speeded up and 
the public has been informed of this 
improvement with the result that rev- 
enue passengers are increasing rapidly. 

The reduction of the running time of 
one train between Boston and Portland, 
brought an increase in passengers of 10 
per cent within a few months. 

Avoid the 
Travel quickly and 
Flying Yankee.” So 
advertisement and many 
motorists are following the suggestion. 

The motor bus is an important part 
of this program of reducing the heavy 
loss in traffic. And, in fact, it appears 
that the program could not have been 
effective without it. 

The largest user of buses among the 
railroads is the Great Northern. This 
road has approximately 3,000 miles of 
bus’ lines covered by 140 motor buses. 


“Leave your car at home. 
strain of driving. 
safely on the 
reads one 





The Northland 
Transportation 
Company,subsid- 
iary of the Great 
Northern Rail- 
road, parallels 
much of the rail- 
road mileage with 
buslinesas shown 
onthis map. The 
heavylinesarebus 
routes, the light 
lines are railroad 
routes. There are 
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of the steam trains. 

Like the New York, New Haven, & 
Hartford, the Great Northern organized 
a subsidiary company, “The Northland 
Transportation Company.” 

An important summing up of the rail- 
President 
Ralph Budd of the Great Northern who 
“For a given expenditure, we 
feel that we ean furnish more and better 
transportation to the publie (through 
operating buses ourselves) than if the 
same expenditure were made partly by 
the railway company on its right-of-way 
and partly by independent bus com- 
panies on parallel highways. 

“We feel that our action will be 
beneficial to our employes and the publie 
as well as being a proper and necessary 
step for the protection of the earnings 
of the company.” 

The map _ reproduced’ with _ this 
article shows the bus routes operated by 
The Northland Transportation Company 


road’s position is made by 


Says: 


lighter lines. 

As a matter of faet, Great Northern 
buses actually cover more mileage than 
Great Northern trains in Minnesota. 

The railroad has 2,100 miles of tracks, 
and buses operate over 3,000 miles of 
highways. 

In most eases,*steam trains and buses 
operate on parallel routes. This is 
probably due to the fact that the rail- 
road has many with light 
traffie. 

Motor Trucks Help In Handling 

L. C. L. Freight 

The Pennsylvania railroad has had a 
valuable experience in the transporta- 
tion of |. e. |. freight by motor truck 
and its experience is perhaps typical. 

The Pennsylania reports that not only 
have savings been effected in operating 
expenses but the service rendered the 
public has been improved by extensive 


sections 


(Continued on page 85) 
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The Pennsylvania Railroad has greatly reduced losses on short hauls of l.c.l. freight in congested areas by 


contracting with local trucking companies to make deliveries between zone stations 




















Mrs. Knight is busy most of the day advising 
and educating women customers 


REVIOUS to my work in the 
woman’s department in the Bank of 
Italy, I had known of efforts being made 
to provide facilities for women custom- 
ers. In many cases, nothing more than 
a rest room was provided and this was 
labeled “Women’s Department.” 

When I was asked to take this work, 
in 1924, I concluded that the situation 
should be studied carefully in order to 
find out just what service women want 
from a bank. 

Fortunately, I had many women ac- 
quaintances for I had been director ot 
Women’s Participation in War Savings, 
had served in social and community af- 
fairs of the state and had been president 
of the California Federation of Women’s 
Clubs. 

After talking with many of my 
friends, it seemed very clear to me that 
what women want from the bank 
is the same sort of service that men 
demand. So I concluded that to make 
the women’s department successful, it 
should contain all of the services to be 
found in any metropolitan bank. Ac- 
cordingly, my plans were laid to include 
all banking facilities. 

The wisdom of this policy is perhaps 
best indicated by the fact that in about 
two years we had built up a clientele of 
12,000 women and our deposits total 
nearly $5,000,000. 

The photographs reproduced with this 
article give an idea as to the general 
appearance of our banking room. While 
it has certain feminine touches, its con- 
veniences are about the same as to be 
found in any bank. 

We have no men employes. All of 
our tellers are women and each one is 
specially trained and properly inspired 
to serve the best interests of our women 
customers. 


In launching our new work, I realized 
that we would have to make a special 
effort to get deposits as quickly as pos- 
sible in order to show a profit. Ac- 
cordingly, we planned a campaign of 
advertising which was designed some- 
what along the lines of the regular ad- 
vertising of the bank. About the only 
difference was that it explained that all 
of the bank’s facilities were available 
to women in the Women’s Department 
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SERVICE 


—r, 


~~ for WOMEN 


That brings more customers 


By MRS. EDWARD DEXTER KNIGHT 


Director of The Women’s Department 
Bank of Italy, San Francisco, Cal. 


where they could be served by women 
with sympathy and understanding. 
The greatest influence over new de- 
positors, however, was exerted by our 
own customers. As one woman was 
well served, she passed the good word 








RS. KNIGHT has built 


partment that, in two years, 


a de- 


has‘ secured 12,000 customers with 
deposits of nearly $5,000,000. 








on to her friends and each new cus- 
tomer brought two or three more until 
our department became as busy as any 
other section of the bank. 

In serving our customers it seems to 
me that the most important word of 
instruction to our employes is the word 
“sympathy.” 

I keep in constant touch with all em- 
ployes to emphasize to them the im- 
portance of being in sympathy with all 
customers. By this I do not mean that 
they must discuss their family affairs, 
but that they must feel kindly toward 
every customer who is not entirely fa- 
miliar with any phase of banking. 

Every employe is trained to have pa- 





tience with all mistakes and to carefully 
explain any feature of banking that may 
be confused in the mind of the woman 
at the window. When any matter re- 
quires a longer explanation than can be 
made at the counter, the customer is 
asked to see me. 

My desk is in a prominent place in 
the lobby, yet apart from the tellers’ 
windows sufficiently to have a little 
privacy. When a customer comes to my 
desk, she can be comfortably seated and 
we can take as long as is necessary to 
get a full understanding of the matter 
that has come up. 

After all, our biggest task is one of 
education. To speak parenthetically, I 
think men customers would be more 
profitable to the bank if they were put 
through a course of education similar 
to that given to our women depositors, 
for there are many men who do not 
know much more about the services of 
the bank than their wives. 

It was freely prophesied at first that 
we would have a bumper crop of over- 
drafts, but our specially-devised first 
aid treatment has effected many cures 
and overdrawn accounts are continually 
being turned into assets. When an ac- 
eount is overdrawn, it provides an op- 
portunity for me to have a friendly talk 
and give a sympathetic explanation to 
our customer. 

Our greatest aid in educating our 
customers to the intricacies of banking 
is our budget book. We have one called 
the “Housewife’s Budget Guide” and an- 
other called “Business Woman’s Budget 
Guide.” The Housewife’s Guide is made 
with an 814x104% page, but the Busi- 
ness Woman’s Guide is of smaller size 
being only five inches wide and eight 
inches long. The principal reason for 
this smaller size is to provide the busi- 
ness woman with a convenient book that 
she can carry in her purse or keep in 
her desk at the office. 


These budget books were made on the 
theory that the biggest source of finan- 
cial difficulty arises from the fact that 
the individual does not keep a close 
check on the expenditures of each month. 

The budget book offers an opportunity 
to easily keep a record of all expendi- 
tures and receipts and at the same time, 
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All departments of banking are conducted in this women’s department which is really a bank in itself, for it 
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supplies every banking service, including the selling of bonds 


it provides a tangible means of making 
definite plans for the wise use of in- 
come. 

The part of our bank that is featured 
most in these budget books, is the sav- 
ings department. Every sample budget 
lists savings first. 

The Business Woman’s Budget Guide 
contains four suggested budgets as fol- 
lows: 

It is suggested that an income of $100 
per month be divided as follows: Savy- 
ings $10, board and room $45, carfare 
$3, lunches $12, clothing $20, advance- 
ment $10. 

A $120 per month income is divided: 
Savings $20, board and room $50, ear- 
fare $3, lunches $12, clothing $20, ad- 
vancement $15. 

An income of $150 per month is di- 
vided into: Savings $30, board and room 
$55, earfare $5, lunches $15, clothing 
$25, advancement $20. 

An income of $200 per month is di- 


© 





vided into: Savings $60, board and room 
$60, carfare $5, lunches $15, clothing 
$30, advancement $30. 

Most of the book is taken up with 
pages on which receipts and expendi- 
tures may be recorded for each day of 
the month. These pages are divided into 
columns corresponding to the budget 
items. However, some of these items 
are sub-divided. For example, savings 
is divided into savings account and in- 
vestment and life insurance. Advance- 
ment is divided into education, health, 
gifts, and recreation. 

The Housewife’s Budget is not par- 
ticularly different from other budget 
books except that it also suggests five 
ways to divide incomes of different sizes. 
This book is also provided with a blank 
budget schedule which may be filled out 
according to the owner’s own idea. 

Our experience with these budget 
guides is so outstanding that I would 
certainly recommend this means of edu- 
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This is one of the busiest windows in the bank. Each new woman customer seems to feel 
that she should bring a friend 


cation to any banker interested in de- 
veloping bank business for women. 

Our educational work also includes a 
class in English for foreign women. This 
class gives us opportunity both to help 
the customer and also.to give more com- 
plete education in the use of banking 
service. 

Quite naturally, our work does not 
end when we have handed the customer 
a budget book. Usually one return call 
and sometimes several are made with 
requests that we aid in straightening out 
balances and chécking up bills. 

While this does take a good deal of 
time, I want to assure other bankers 
that it is time well spent for, as I have 
said previously, when we win the good 
will of one woman customer, we are 
assured from past experience; that she 
will bring other customers to us. It 
seems to me that women are more prone 
to bring their friends to a bank than 
men. Possibly this is because so few 
banks give them special attention. 

Our budget books are used in practi- 
eally all schools in San Francisco, and 
also in schools in the northern part of 
the state. Samples are supplied to the 
universities for the use of students. This 
is good advertising in itself. 

I take advantage of every opportu- 
nity to speak to women’s organizations 
and I have many invitations from wom- 
en’s clubs, luncheons, college groups, 
and so on. I do not always talk about 
budgets, neither do I always talk about 
banking. Following are some of the 
subjects recently used: “The Educa- 
tional Value of Club Work for the Busi- 
ness Woman,” “Vocations for Women,” 
“Breaking Trails in Man’s_ Land,” 
“Thrift Talks,” “The Woman and Her 
Dollars,” “A Woman’s Dollars and Her 
Sense.” 

It seems to me that we have answered 
the question that has come up in so 
many banks, “Can a women’s depart- 
ment be made profitable?” 

The answer is, “Yes!” and the method. 
is, give women the same service that 
is given to men. 





BANK BUILDING MATERIALS 


2, STRUCTURAL STEEL 


HE characteristics of structural 

steel which adapt it to banking 
buildings are few, but comprehensive. 
Steel is ten times as heavy and ten times 
as strong as long leaf yellow pine, the 
leading American structural timber. 
Steel is 3.26 times as heavy and 22.5 
times as strong as concrete. 

There is an economical ratio between 
the weight of the structure (dead load) 
and the weight of its contents (live 
load). The amount of the live load is 
not influenced by the kind of structure 
in which it is housed. The amount of 
the dead load is governed by the mate- 
rials used in construction. 

Exeessive dead load requires larger 
foundations, with a consequent larger 
amount of excavation; a greater bulk 
and weight of mate- 
rial to transport and 
place in position, 
resulting in in- 
labor and 
equipment; a great- 
er bulk of structure, 


creased 


such as columns, 
beams and girders, 
which displaces 
rentable space. The 
minimum of dead 
weight and _ space 


displaced is secured 
by the use of steel. , 
The chemical and 
physieal character- 
isties and mechanical 
properties of steel 
are accurately de- 
termined before it 
is incorporated in a 
building. It is 
manufactured and 
fabricated by proc- 
that  guar- 
antee predetermined 


esses 


requirements. The 
engineering princi- 


ples employed in designing its use are 
well established and dependable. These 
things cannot be said of other materials 
sometimes used for the same purposes 
as structural steel. 

Money invested in a building opera- 
tion is a liability until the building is 
finished and tenants can move in. Speed 
of construction expedites the return on 
the investment. Steel is the only struc- 
tural material that can be erected con- 
tinuously in cold or freezing weather 
without injury and grave danger, and 
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Graham, Anderson, Probst and White are the architects. 
to four stories of ordinary height. 
construction of this room, for there are 17 floors above. 


By ARTHUR T. NORTH 


Member, American Institute of Architects 


it does not require special treatment 
during construction in hot weather. 

The main banking room is a spacious 
place. Its actual size is apparently in- 
creased by the elimination of free- 
standing columns and by having great 
height from floor to ceiling. To span 
these wide, unobstructed spaces and 
at the same time support the ceiling 
and roof or support an office or hotel 
building above, it is necessary to use 
structural In facet, every strue- 
tural requirement is satisfied by steel 
with economy, safety and durability. 


steel. 


America was the first country to use 
steel in a large way in building con- 
struction and as banks became larger 
and more important it was steel alone 


that permitted the construction of 
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The main banking room of the Illinois Merchants Trust Company, Chicago— 


adequately dignified, imposing and 
magnificent business quarters. 

Where office buildings are involved, 
tenants often demand special features. 
Where a tenant oceupies several floors, 
it is often necessary to provide private 
inter-story stairways, passenger and 
service elevators, storage and security 
vaults, toilets, ventilating apparatus, 
and sometimes special mechanisms. Any 
of these changes may require a special 
arrangement of floor beams and girders, 
and sometimes a strengthening of the 


It is 53 feet high, equivalent 
Structural steel was an essential element in the 


supporting columns, to accommodate 
these things. The columns are 
easily strengthened where and as re- 
quired, and existing floor beams and 
girders ean be easily removed and 
replaced by others suitably arranged 
and proportioned. 


steel 


These changes are possible because a 
structural steel skeleton is articulated 
and its members or parts can _ be 
strengthened, removed, rearranged and 
replaced at will. This is a tremendous 
economical and _ structural advantage 
over any other type of construction. 

Lee Thompson Smith, in his_presi- 
dent’s annual report to the nineteenth 
annual convention of the National 
Association of Building Owners and 
Managers, 1926, said: “Much thought 
and _ consideration 
should also be given 
to obsolescence and 
depreciation. A 
building begins to 
be obsolete from the 
day its doors are 
opened. The prog- 
ress of modern times 
goes on.” 

Obsolescence iis 
defined as_ that 
which causes the 
useful and _profit- 
able life of anything 
to be shorter than 
its possible physical 
existence. 
cence is 


Obsoles- 
economic, 
depreciation is phys- 
ieal. 

A recent survey 
of office building net 
returns showed that 
the profitable life of 
such structures began 
to deeline at an. age 
of 28 years. Obsoles- 
cence is not charac- 
teristic of office buildings only—it 
affects banks, hotels, stores and every 
kind of building, including residences. 

Alexander B. Trowbridge, consulting 
architect, who has had an_ intimate 
association with bank designing as con- 
sulting architect for the Federal Re- 
serve Board, discusses another phase of 
this subject as follows: 


“This word ‘obsolescence’ should be 
handled with care. It may convey to 
(Continued on page 32) 
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Inviting Bank Entrances 
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The Duluth National Bank of West Duluth, Minn. This 
building is constructed of No. 1 buff Indiana limestone. Alling- 
son and Erickson are the architects 


rete taper? 





The Jefferson-Gravois Bank of St. Louis, Missouri, designed, 
erected and equipped by the St. Louis Bank Building and 
Equipment Co. This detail shows ornate plastering and 
carved marble used in the entrance decoration 





The North Philadelphia Trust Company, Philadelphia, Pa. 
An entrance detail made of Indiana limestone. Philip Merz 
is the architect 
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The Hellman Commercial Trust and Savings Bank, Los 
Angeles, California. A feature of this entrance is that the 


_ The Security Trust Company of Detroit, Mich. This entrance bronze doors automatically swing shut, when a button is 
is not only novel but provides an unusual amount of light for pressed inside the bank. The buttons controlling these doors 
the bank offices. Albert Kahn is the architect are located at various points. Schultze and Weaver, architects 
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INANCIAL conditions in Memphis 

and throughout the Memphis trade 
territory are sound. Losses met in the 
deflation period immediately following 
the World War have been absorbed, and 
the assets which business houses now 
show in their financial statements no 
longer include any volume of doubtful 
accounts or unsalable goods. 

The banks of this section are in fine 
shape and are in a position to take care 
of all legitimate needs of their cus- 
tomers. 

Federal Reserve records as to debits 
show that the volume of business is 
high as compared with other sections 
and other years. 


Figures on file in the Chamber of 
Commerce indicate that Memphis shows 
during the past two years an increase of 
42 per cent in the number of manufac- 
turing concerns, 41 per cent in the city’s 
industrial payroll, 41 per cent in the 
number of industrial employes, and 56 
per cent in the value of manufactured 


products. 
Memphis has long been the world’s 
greatest inland cotton market. The 


official report of the Memphis Cotton 
Exchange shows a new record made in 
the past year when 1,999,360 bales of 
cotton were cleared through Memphis. 

Memphis is pre-eminent as the world’s 
greatest hardwood producing market 
and the greatest producer of cotton seed 
products. It is the home of the world’s 


Memphis is the largest sweet feed 
manufacturing center in the United 
States, the largest wholesale drug 
market in the South, and the. cheapest 
cash retail grocery market in the South. 
It is the South’s largest distributing 
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largest cotton compress and warehouse. 





The river front and business district of Memphis, Tennessee ; 


MEMPHIS GAINS 42 PER CENT 
IN NUMBER OF FACTORIES 


By MRS. PERCY FINLAY 


point for automobiles, farm implements 
and hardware, and one of the largest 
for iron and steel. 

Situated in the center of a great and 
fertile region dotted with prosperous 
farms and progressive towns Memphis 
is a big jobbing center @s well as a city 
of established prestige commercially, 
industrially and financially. Its educa- 
tional and recreational facilities are 
ample and of high order. Health con- 
ditions are excellent. Memphis is 
pre-eminently a city of homes and home 
owners. 

Ten railroads with 17 


trunk line 


* * 


PEORIA 


By M. J. Finn 





HE building permits for 1925 repre- 

sented construction costing $5,565,- 
553 while during the first nine months 
of 1926 they 
amounted to $4,- 
910,000, exceeding 
the same _ period 
last year by more 
than $2,000,000. 

The banks have 
a eombined - sur- 
plus of $48,801,- 
940 and have de- 
posits of $42,858,- 
945. 

The city schools 
have an enrollment 
of 17,412 children 

Peoria is the 
seeond city of 
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branches, the Mississippi river with its 
federal barge line and privately owned 
barge lines and river steamers, eight 
national highways, the only two bridges 
across the Mississippi south of the Ohio, 
one of them providing vehicular traffic 
—these are factors in the transportation 
system that give to Memphis favorable 
freight rates and unsurpassed facilities 
for travel. They also add to the reputa- 
tion of Memphis as the leading conven- 
tion city of the South. The attitude of 
the citizens towards visitors is another 
factor which has gained for Memphis 
the title “City of Hospitality.” 


* * * 


Illinois situated half-way between Chi- 
eago and St. Louis, on a scenic high- 
way. It has never had a boom—its 
growth has been slow, sure, steady, and 
solid. It possesses a buying power of 
$732 per capita in its trade radius as 
compared with $712 in Chicago. 

In 1920 the population of Peoria was 
76,121, and on January 1, 1926 according 
to the News Fea- 
ture Bureau, the 
population of 
Peoria proper was 
94,390, and with 
its contiguous sub- 
urbs it has a popu- 
lation of 108,000. 

The gross inter- 
est rate on apart- 
ment property is 
from 12 to 15 per 
cent; the gross in- 
terest rate ‘on the 
investment in bus- 
iness_ property 
pays from 9 to 11 














I'he new and splen- 


home of the 
coln Alliance Bank 
of Rochester, N.Y. 





Completely 
“Y and E” Equipped 


i THE long list of “Y and E” bank installa- 
tions, there is now added the complete 
equipment of the new banking quarters of the 
Lincoln Alliance Bank of Rochester, New York. 









Special Interest 
Department 


Voucher Room 


é 


Bookkeeping 
Department 
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Senior officers 
quarters 


casipped 


View of counter 
work 





N EQUIPPING this new bank, ‘‘Y and E’’ bank banking equipment and systems. 
experts worked closely with the architects— =e , 
McKim, Meade and White—and with the bank f you are building a new bank, opening a branch, 


engineering firm of Halsey, McCormack and moving, or considering new equipment or systems, 
Helmer. The result is not only harmonious in write to the «*Y and E”’ Bank Service Department 


appearance but is the very last word in modern for time and money saving suggestions. 


Ce YA AWMAN 4x FRBE MFre.(0. 


287 Jay Street Rochester, N. Y. 


STEEL AND WOOD FILES—STEEL SHELVING— 
DESKS —SAFES—OFFICE SYSTEMS AND SUP- 
PLIES—BANK AND LIBRARY EQUIPMENT 
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per cent; modern office buildings rate of 
interest pays from $1.50 to $4.00 per 
square foot. The value of the best real 
estate in the down-town district is $6,000 
per front foot; the highest value on 
apartment property is $100 per front 
foot; on residential property $150 per 
front foot. 

The industrial payroll of Peoria is 
over $40,000,000 annually. 

More than 900 distinct articles are 
manufactured, the chief among which 
are: agricultural implements, washing 
machines, commercial drugs, chemicals, 
furnaces, cigars, stock feeds and food 
products, wire fencing, cordage, cooper- 
age and alcohol. 

The industrial capital invested in 
Peoria exceeds $129,000,000. Approxi- 
mately 65 per cent is controlled entirely 
within Peoria. 

The city is served by 14 railroads. It 
is a freight rate-breaking point. Its 
trade area contains 110 square miles with 
a population of 360,000 persons. 


The Harris Trust and Savings Bank 
of Chicago announces advancements 
and appointments as follows: Gilbert 
H. A. Rech, vice president; Harry A. 
Weese, treasurer; Harry A. Brinkman, 
cashier; Guy E. Reed, assistant vice 
president; Josph B. Mitchell and E. W. 
Ohman, assistant cashiers; R. H. Brunk- 
horst, controller; Rufus B. Jeffris, 
publicity manager. 


ADVERTISING MEN AS 
BANK DIRECTORS 


W. Frank McClure, vice president of 
Albert Frank & Company and for 
many years chairman of the National 
Commission of the International Adver- 
tising Association, formerly the Asso- 
ciated Advertising Clubs of the World, 
has just joined the ranks of advertising 
agency men who hold directorships in 
banks. He is a director of the Illinois 
State Bank of Evanston, Chicago. 

A. C. Smith, president of Smith & 
Ferris, advertising agents, of Los 
Angeles, was elected about a month ago, 
a director of the German-American 
Savings Bank of Los Angeles. 

William C. D’Arcy, president of the 
D’Arey Advertising Company, St. 
Louis, and former president of the 
Associated Advertising Clubs, is a 
director of the State National Bank of 
St. Lonis. 

Frank Presbrey, president of Frank 
Presbrey, Inc., New York, is a director 
of the Bowery Savings Bank. 

Success as .an advertising agent de- 
pends almost entirely on judicious in- 
vestment of other people’s money and 
should, consequently, be a splendid 
training for success as a bank director, 
but there are doubtless more specific 
reasons behind these elections. Certain- 
ly men like McClure, Smith, Presbrey 
and D’Arcy will speak with authority 


when their own bank’s advertising and 
new business programs are up for ap- 
proval and doubtless they will make 
bank service to commercial concerns 
who are heavy users of advertising 
more constructive and sympathetic. 


The Union Trust Company of Chi- 
eago transferred $1,000,000 from un- 
divided profits to surplus, which now 
stands at $4,000,000. Its capital is $3,- 
000,000. 


The following changes in personnel 
were made in the Chicago Trust Com- 
pany: Avery Brundage, director; C. 
W. Blackwell, vice president; T. H. 
Gilightly and H. M. Batson, second vice 
presidents; Harold G. Townsend, trust 
officer; Edward “K. Welles, assistant 
manager; J. A. Duner, cashier; Leslie 
B. MeMahon, auditor; T. H. Jenkins, 
assistant secretary, and James A. Wood- 
burn, assistant manager, bond depart- 
ment. 


15 ACCOUNTS FROM ONE FAMILY 


Too Bad the Other Eight Got Away 














H! for more families like that of George Toombs of Los Angeles, 


California. 


He has 21 children. 


You see 13 of them in this picture 


and all of these 13 are thrifty, for they, together with their parents, 


opened bank accounts. 


You see them here at the new account desk 
proudly showing their bank books. 


This family was attracted by a 


special savings plan which is called ‘‘Fortune Foundation Plan’’ 
recently established by the Citizens Trust and Savings Bank of Los 


Angeles. 


The essential feature of the plan is a weekly deposit. 


low as $1 or in larger amounts. 


It may be as 


It is hoped however, that the Fortune 


Foundation accounts will remain undisturbed until such time as they 


may be converted into permanent investments. 


Interest at regular rates 


is allowed, and at the end of the 50 week period the accumulated funds 
may be transferred to a regular savings account and a new ‘‘ Fortune 


Foundation’’ coupon book taken. 


In this way, the account will justify 
its name and become the foundation for financial independence. 


Hun- 


dreds of these accounts were opened immediately after the bank an- 


nounced the plan. 


FORIUNI 
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One of the bulletin boards that helped popularize the Fortune Foundation plan 





HOW TO SECURE 


A BANKING EDUCATION 


The American Institute of Banking 





HE merit of the American Institute 

of Banking is that it combines the 
practical with the theoretical. After 
the work of the day, the bank employe 
takes up his study. He may be study- 
ing by correspondence; he may be a 
member of a study group; or he may 
belong to a chapter organization. 

In the beginning, there was nothing 
but an idea, no organization, no courses 
of study, no text books. Now we have 
a nation-wide organization, 57,000 
strong, welded together with the common 
bond of individual ambition, a common 
work and an unquenchable purpose to 
serve best. 

Kight courses of study, adapted to the 
needs of young and old, intensely prae- 
tical, are now offered to all who ask, at 
a cost far below that of similar but less 
complete and less practical courses. 

Eight modern, up-to-the-minute text- 
books, frequently revised, are now fur- 
nished to students at cost, and there are 
more to come. 

Twenty-six years of experience, tradi- 
tions rapidly growing, working mem- 
bership and alumni groups, afford 
substance to the present and assurance 
of greater results in the future. 


An Opportunity For The 
; Ambitious 

You find many types of young men 
in our to-day. You will find 
many who are just trying to “get by.” 
On the other hand, you will find here 
and there a young man who is willing 
to give all that he has in him to the 
job which he has ahead of him. You 
will find that a man of that type is 
ordinarily the man who does not hes- 
itate to take up outside work or study. 

I have seen many who have in that 
way acquired the habit of study. It 
has become so much a part of them- 
selves that they have gone on and 
attempted studies of a more far-reaching 
nature—general economic subjects, and 
so on—laying the foundation gradually 
for larger and larger service 

In cities where an initial class of 30 
may be formed for one of our courses, 
a chapter may be organized, and if it 
has the right kind of leadership—which 
means ability and willingness to work, 
coupled with a real heart interest—it 
will succeed. The chapter is the most 
efficient unit and varies in sizes from 30 
to 5,000 members, and in program from 


banks 
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By BEN B. ALEY 


Asst. Cashier, The United States National Bank, Denver 


one course of study to a eurriculum 
which is equal to a high class university 
training. 

In communities where groups of less 
than 30 may be brought together, an- 


other plan is used. A study group is 





BEN B. ALEY 


organized with a loeal instruetor who 
is approved by the national educational 
director. This plan is growing in favor. 
In connnunities too small to support 
a study group, correspondence instrue- 
tion is available and is largely used. 
Over 5,700 students enrolled at 
present. 
Special 


are 


concessions as to fees are 





made to bankers whose institutions are 


identified with the American Bankers 
Association. 
Effective cooperation and __ liberal 


financial support have been accorded the 
Institute by the senior organization. A 
little while ago some of the leaders in the 
American Bankers Association work 
conceived the idea of establishing what 
they eall the Educational Foundation, 
for the purpose of promoting the study 
of economies and banking, and inereas- 
ing the knowledge of banking among the 
people. 

The executive council of the American 
Institute of 
announcenient 
deavor to 


Banking, as soon as the 

was made, voted to en- 
definite amount of 
money to support this movement. 
The Institute members have raised 
$25,000 through their chapters during 
the past year. 


raise a 


The national administration is simple. 
Tt consists of a president and vice pres- 
ident elected annually, an executive 
council of 12 members, four of whom 
are elected each year, with some regard 
to their geographical location, and a 
secretary and an educational director, 
both of whom are employed by the ex- 
ecutive council and are permanently lo- 
eated in New York. 

The Institute is a constructive force 
in modern banking. From the National 
organization on down through the in- 
dividual student of the correspondence 

(Continued on page 65) 





In the larger cities, chapter headquarters are in charge of paid employes and 
provide pleasant club rooms such as this 
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FACTS OR MENTAL IMPRESSIONS 






How to work out better backgrounds for 
analyzing credit statements , 


This is No. 4 in a series of articles on credit granting 


By ALEXANDER WALL 


Secretary-Treasurer, Robert Morris Associates, Lansdown, Pennsylvania 


EARLY 


utive has 


every bank credit exee- 
had actual ex- 
perience with most of the types of bus- 
iness to which he is money. 
Among his borrowers he may have five 
hardware four 
department stores and varying numbers 
of other kinds of business. 
From reading the figures 
conversations with the 
banker 
and subconscious opinions 


some 
loaning 


wholesale companies, 


and from 


business exee- 


utives, the forms a series of 
impersonal 
of what he may believe normal or proper 
in the set up of any statement. 

There is, however, a great 
danger in any complacent reliance on 
this credit sense, in that it is aequired 
slowly and, being very largely subeon- 


very 


seious with no real comparable statis- 
tical data, is tinged frequently with the 
temperament of the banker. 


Size, A Disturbing Element 


In the first plaee, hardly any two 
companies are of exactly similar size 
in their statements. Ten thousand or 
a million dollars in two statements, even 
of the same type of industry, may have 
widely different values because of their 
several relations to the statement as 
a whole. When two statements, for the 
same type of company, are compared 
in their dollar amounts, a false 
idea of the sufficiency, in one, of ten 
thousand dollars of cash on hand may 
easily be accepted as a sign of strength 
when compared to one thousand in the 
other. 


very 


One big problem for the analyst is 
to find some method of putting state- 
ments on a common size basis without 
in any wavy distorting their proportions. 
When such a common size method is 
adopted, then such items as “cash on 
hand” become directly comparable as 
between any two, three or more state- 
ments of a similar type of business. 
While at first this may seem difficult, 
it really is not. 

The first step in analysis is to 
spread the actual figures on the state- 
ment, as submitted, on some sort of a 
comparative balance sheet. 

Such a ‘sheet usually has a series of 
columns for the entry of consecutive 
statements for from five to ten or fifteen 
years. When so spread, it is possible 
to compare the dollar exhibits of any 


item for a series of vears, but it adds 
but little to the knowledge of the 
analyst concerning proportions. In 
that the preparation of such a sheet in- 
volves ,the consolidation of data to a 
more or less standardized nomenclature, 
it is very important however. 

Too many analysts stop with” the 
spreading of the dollar figures and, by 






























WHEN 


pared to receivables. 


good. 


at Lincoln’s Inaugural. 


saving not over three minutes time for 
their spreading clerk, lose a far greater 
value that lies in the exhibit. Given 
a proper computing machine, an average 
clerk can reduce dollar statements of 
varying size to common size statements, 
fit for comparison with other statements, 
in not over three minutes per statement. 

The process is to divide each item on 
the comparison sheet by the total foot- 
ings of the statement, expressing the 
result in percentages. An example of 
this is as follows: 


Assets 
Company A Company B 
GO aaticccadsadene $ 273,389 $ 9,448 


IS A HAT AN 


OME years ago I noticed in analyzing a series of state- 
ments of a fairly large merchant, that each year there 
was an increase in the proportion of merchandise as com- 
Reasonable attention to collections 
was evidenced because the proportion as between sales and 
receivables was being maintained. 
sales and merchandise was sluggish. The current ratio was 
The growing dislocation between merchandise and 
receivables suggested a check up of the inventory. 

Among some other inconsistencies, resulting from a lack 
of clearing sales each season, certain boxes on a top shelf 
in the millinery department disgorged upon investigation 
a series of shapes and trimmings for hats suitable to wear 
When is a hat inventory? 

This visit to the store resulted in a clearing sale, a clean- 
ing and purifying of inventory—in time! 








SP eee $ 822,837 $129,423 
eer ee 1,193,451 294,169 
WO “ecxdadcwden 0 0 
Miscellaneous current 

ere ee ere 0 301 

Total current ......$2,289,677~ $433,341 
Plant and equipment. . 38,546 10,654 
Miscellaneous non-current 

Oc cqaecen wane 109,696 2,672 

Total fixed assets... 148,242 13,326 


re ee ee ee $2,437,919 





$446,667 

Liabilities 
Payables «ccc cece G8,0663817 $263,268 
Taxes Jenkeunaea 0 0 
Mise. current liabilities 0 0 





Total current liabilities $1,064,317 $263,268 





ASSET e 


The relation between 


—ALEXANDER WALL 


Funded or mortgage 








GD cnccndiaanees 0 0 
WOeee Gi cccdcccs $1,064,317 $263,268 
Reserves 
Net worth............$1,373,602 $183,399 
TE i aswasecndad eee $446,667 
Re °-aeaceacenc owns $4,619,937 $684,227 


The discrepancy in the size of these 
two companies makes a comparison of 
their figures of little value as a mental 
process. It is not readily evident as to 
the reasonableness of the eash or inven- 
tory accounts. If the analyst is to use 
one as a measure of the other, a great 

(Continued on page 44) 





THIS NEW BUSINESS DRIVE 


Brought Permanent Accounts 


After five months, a check-up shows 


$4,200,000 deposits still on the books 


ee EW business drives are the 
bunk.” So thought I and 
several other officers of our institu- 
tion when a professional campaign 
manager came in one day with a 
proposal that he put on a drive for us. 


He had some astonishing records of 
results achieved in other banks. 

“It sounds good,’ I said, “but it 
doesn’t mean anything. Those banks 
fooled themselves. They got up a lot 
of excitement and ran up a lot of totals 
with business that slipped away when 
the drive was over.” 


You see, I’d had a chance to observe 
some contests and thought I had the 
low-down on them. 


But what I said on the subject didn’t 
make much difference. It was decided 
to have a drive and employ the profes- 
sional campaign manager to supervise 
it. I was skeptical about the whole 
proposition. 

Some of our other officers thought it 
was unnecessary to go to the expense 
of getting a rather handsomely paid 
outsider to come down from another 
city once a week and 
do something we 
ought to be able to 
do for ourselves. 
But neither did they, 
if they voiced their 
opinions, prevail, 
and we had the 
drive, professional 
driver and all. 

Although I was 
unconvinced, the 
character of my job 
made it mnecesary 
for me to roll up 
my sleeves and help 
on the managing end 
of the drive. Very 
soon, as the capaign 
manager laid out 
the details of the 
plan, I began to 
realize that this was going to be some- 
thing new—something entirely different 
from the employes’ contests we form- 
erly put on spasmodically with success 
that could not even be called indifferent. 

You see, our previous campaigns had 
been essentially employes’ contests. It 
wasn’t fair to let the officers or directors 
in on them. They would run away with 
the score and discourage the poor clerks 
in the very begining. Yes! The officers 
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By DALE GRAHAM 


Advertising Manager, Mississippi Valley 
Trust Co., St. Louis 
































FFICERS AND DIRECTORS work 
better for an outsider. 


Customers joined in this campaign and 
brought much new business. 


The score boards furnished the incentive. 


After five months, about 60 per cent of the 
new business secured had proved to be 
permanent. 


took their places in the grandstand. 
But this campaign wasn’t to be an em- 


ployes’ contest. The officers weren’t go- 
ing to have their faces saved by being 
“barred” from the competition. The 
officers were to get out and work, every 
last one of them. Not only that, but our 
names were to be put at the head of 
teams and the daily record of team 
standings posted in the lobby where the 
world could "behold our disgrace if we 


didn’t make a creditable showing 
Even the directors were not ex- 

empt. 
We had always realized that the 
directors could bring more business 
than anybody else connected with the 
bank. But they were big and busy men 
and, while some of them were nice 
enough to lend a hand oceasionally to 
help land an account, it wasn’t thought 
quite proper to impose upon their time. 

Just the same, the campaign manager 
said that directors of other big banks 
had participated in drives and he 
thought it would do no harm to ask 
some of ours. 

We did, and were surprised at how 
many of them responded. Sixteen 
accepted captaincies of teams, and the 
others did all they could to help the 
drive along. 

The campaign manager’s program 
even went so far as to include customers. 
To our surprise, many jumped in en- 
thusiastically to help out officers or em- 
ployes with whom they were particular- 
ly friendly. 

A drive commit- 
tee was formed from 
the department 
heads and_ other 
executives. This com- 
mittee determined 
upon the rules and 
regulations before 
the drive began 
—mostly at the 
recommendation of 
the outside manager 
—and served during 
the contest as a body 
to decide matters 
of policy and as a 
sourt to hear and 
settle disputes about 
awards of credit and 
compensation. 

Twenty-five teams 
were organized, each 
headed by a director or an executive 
officer. Junior officers and a few senior 
clerks were made lieutenants. Employes 
and customers were privates, but their 
lack of rank was somewhat offset by 
the fact that they got bonuses for bus- 
iness brought in whereas the officers 
and directors did not. 

The quota was set at $2,500,000. Some 
thought it should be higher, but we 

(Continued on page 34) . 
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ET this monthly publication cooperate 
with your organization in the de- 
velopment of prestige and goodwill. 

It is interesting and well written. Talks 
your business to your customers and 
prospects, from your side of the bank 
counter. 


Every issue is clean-cut, straight-for- 
ward and sincere; a credit to the bank 
over whose name it appears.. Not a 
joke book. Nota clipping bureau or a 
book of cooking recipes; but a sound, 
constructive business-builder. 


What Are Your Plans? 


Two pages in each issue of the Bank Review are 
reserved for the special copy of subscribers. This 
gives banks the opportunity to plan new drives for 
business for different departments; such as savings, 
commercial accounts, investments, trusts, safety 


deposit. 


Whatever your particular new business plans 
may be, the Bank Review can cooperate with those 
plans, and can help increase their effectiveness. 


For Progressive Banks 


Progressive banks recognize the need for this 
type of constructive work. Many of the most 
successful banks in the land are already using house 
organs effectively. For such organizations this 
monthly publication will prove a splendid invest- 
ment; worth many times its moderate cost. 





4 Review of Business and Finance | 
TheFirst National Bank | 


Every One Must Help 
How Much Shall I Save? 
The Cash Value of Interest 
National Thrift Week 
Do You Read Enough? 
Short Term Noten 
The Businesa Cycle Chart 


Makes People Think 


The monthly Bank Review is effective because it 
makes people think constructively. It meets the 
need for education on finance and sound business 
methods. It helps make people succeed; and in 
that way makes them better bank customers. 


In doing these things it constantly spreads the 
gospel for the bank over whose name it appears. 


Distinctive Features 


Note these distinctive features of this bank 
publication— 


—Use your own name for it if desired 

—Two pages reserved for each bank subscriber 
—Discusses only banking subjects 

—Sold on a “‘no contract” basis 


Send for Copy of Current Issue and Complete Details 


INVESTMENT-ADVERTISING- COMPANY 


208 South 
LaSalle St. 





CHICAGO 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


connor 9757 





30 


BANKERS MONTHLY for FEBRUARY, 1927 














Fig. 1. A mystical floating ball. The white spot reflected in the mirror in the center of the 
window is a light celluloid ball that continues to float in the air without any 


visible means of support. 


This window was most effective 


in getting coin banks into circulation 


NEWS AND MOTION IN 
WINDOW DISPLAYS 


(Continued from page 14) 
mortgage is cancelled in this machine and 
the home belongs to him. 

An old container used by some one for 
saving money ean easily be secured. 
Copy similar to the following used with 
this container makes an interesting small 
window : 

This container is —-———— years old 
and was used by Mr.————————- to 
safeguard his money. 

Now he keeps this container as a 
relic and deposits his money in the 
savings department where it is safe 
and draws interest regularly. 


* * * ~ 


F Thomas Edison could have stopped 

outside the bank window display with 
the floating ball (Fig. 1) he would have 
heard theories on radiation, air currents, 
heat, and other matters that might have 
left him wondering either at the decided 
limitations of his own scientific knowl- 
edge or at the great power of imagina- 
tion which even the average layman 
possesses. 

The display consisted of a plate glass 
mirror a foot square, with banks 
arranged on it. The mirror rested on a 
velvet-covered box a foot high. Directly 
over one of these banks a small metal 











ball with dollar signs on it floated about 
without any connection with anything 
near it. Back of the ball another mirror 
was errected to make it easily apparent 
that there were no connections between 
the ball and the box. 

Other metal banks were artistically 
arranged around the window, and two 
posters had the following copy: 

Magie Floating Ball! 
Is it Lighter than Air? 
Does it Defy the Laws of Gravity? 
Is it Operated by Radiant Energy? 
WHAT HOLDS IT UP? 


Thousands of people stopped before 
this window in an effort to solve its 
mystery and its connection with the 
metal bank above which it floated. That 
interest outside of the window of our 
savings department had value in itself. 
But more important still, people opened 
savings accounts and asked for metal 
banks beeause of the display. 

» * * * 
A DISPLAY which tied in well with 
our savings department, was the 
spinning dollar illustrated in Fig. 2. 
This simple mechan- 
ical device with a dollar spinning con- 
tinually on a transparent glass plate. 

The display was used shortly before 
the July interest period, and the copy 
for posters made use of this fact, as 
well as the working dollar idea. The 
main poster was set back of the spinning 
dollar and read as follows: 

This dollar works day and night 
without stopping, but so do those 
in our Savings Department. The 
difference is that those deposited with 


us draw interest regularly, compounded 
twice a year. Start your dollars work- 


consisted of a 











A spinning dollar display that proved that sidewalk crowds contain many serious 


minded people who will stop to speculate as to the scientific principle on 
which the display is based. This window was also effective 
in getting many coin banks into circulation 


Thousands of dollars are deposited 
in our Savings Department every 
month by men and women who use 
these metal banks to save regularly. 

Open your account today with $1, 
$5, or $10, and take a metal bank with 
you, 


ing in our savings department today. 
Second poster: 

July 1st is payday in our Savings 
Department. Over 50,000 individuals 
and business concerns will receive 
interest on the dollars they have work- 
ing for them. 








Fig. 3. The June bride was featured in this simple display which drew many interested spectators. The sign on the window was the only 


evidence of the bank connection 
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The unusual attention value of this 
type of mechanical display was demon- 
strated by the fact that, in addition to 
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Fig. 4. Andy Gump telling the world that 
the bank book is one of the best sellers. 
This cartoon was displayed in the 
bank’s window in large size 


the new business which resulted, we 
received in only one week after its in- 
stallation, personal calls and inquiries 
representing interests practically from 
coast to coast. 

A June display, Fig. 3, that was much 
more attractive than the photograph 
indicates, made an appeal to newlyweds. 
The figures were cardboard, miniature 
church windows were used as a center 
piece in the background, and a large 
white bell decorated with appropriate 
flowers, ferns and ribbons completed the 
display. Copy on the posters was: 

Start this new journey with a 
savings account and add to it regularly. 

Your dream of having your own 
home can be realized. Open a savings 
aceount today. 

The whole display was worked out in 
a rich and dignified way so that it would 
have the proper atmosphere. 

* 7 * - 
A MECHANICAL display that was 
very effective consisted of a six- 
inch aluminum ring which would spin 
and look like a ball. Colored lights 
were alternated on it. The poster read: 
THE SPINNING BALL 


Driven by a Mysterious Force 
And Obeying Hidden but Definite 
Laws Is an Example of What Can 
Be Achieved By Observing Simple 
and Well-Known Rules 
In the Same Way, Success Comes 

To the Person Who Observes 
The Well-Known Laws of Business 
The Most Fundamental of Which Is 
SAVE 


Start a Savings Account Today 
And Take the First Step to Success 
- . * * 

ERE in Chicago, Andy Gump is a 

household word. Oceasionally, when 
the cartoons of him tie in well with our 
story, we arrange with the Chicago 
Tribune to enlarge the cartoons and 
place them in our window for several 
days after they appear in the news- 
paper. One of the cartoons used in this 
way, showing Andy giving a talk on 
what it means to have a bank pass book, 
is illustrated in Fig. 4. 
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300% 
- INCREASE 


in depositors in six years 


aa 


Here then is a letter written by one banker* 
in a city of 15,000 to another banker in a city 
of 50,000 in answer to pertinent ques- 
tions for 1927’s work. We quote: 







WueEN the writer came to this bank and started 
advertising, the deposits were $750,000 and as a re- 
sult of advertising plus a most efficient office force 
our deposits are now better than $2,000,000. We be- 
lieve that advertising deserves its full share of credit 
for this growth. 








We believe that our advertising has materially aided in 
bringing in new customers, for the number of our 
depositors has increased three hundred per cent. 









Advertising has increased the business of people who 
are already our customers and we believe that it is 
just as important to develop business of present cus- 
tomers as to seek for new. 









During the last six years we have given our advertis- 
ing contracts to the Wm. Elliott Graves organization 
of Chicago. The Graves organization in our opinion 
creates the most pertinent bank advertising avail- 
able. They are able to invest bank advertising with 
more interest, more deposit-building power 
than any we have examined 
and studied.” 


Cc Service is doing this kind of constructive work for hun- 
dreds of banks throughout the country. We welcome the 
Opportunity to come into your bank, analyze your problems from 
the inside, study your opportunities in your community and plan 
with you a comprehensive program for 1927. 

















Wo. Etuiorr Graves, Inc., FinANCIAL ADVERTISING 
30 Nortu MicuiGAN AVENUE, CHICAGO 


GRAVES SERVICE 


* The name of this banker will be gladly furnished on request — to bank executives. 
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STRUCTURAL STEEL 
(Continued from page 22) 


some minds the idea of decay in a 
material such as steel, whereas it may 
mean only the deterioration of a type 
of building, or it may mean it has out- 
lived its usefulness because of a change 
in the neighborhood. 

“I do not agree with those pessimists 
who write of the danger from corrosion 
in steel framing. I believe a well pro- 
tected steel frame will live forever. 
Numerous instances 
are known of demol- 
ition operations 
which uncovered 
steel framing in per- 
fect condition after 
many years of serv- 
ice. Rumors have 
reached us of par- 
tially successful ef- 
forts to produce 
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rustless structural 
steel. 
“When this shall 


have been achieved, . 
we may see one more 

important step in 

architectural expres- 

sion, with steel used 

without a ecamou- 

flage of masonry. 

When that day 

comes, I hope we 

shall have bank 

vault doors and all 

of the_ polished 

steel which oceurs 

in a modern vault, 

ineluding the fronts 

of safe deposit 

boxes, used without 

the present slimy covering of petroleum 
which is so easily carried off on one’s 
clothes.” 

Obsolescence of bank buildings can 
be overcome in several ways: 1. En- 
large the building by adding more 
stories. 2. Enlarge the building by 
constructing an addition on adjoining 
property. 3. Convert the building to 
another use. 4. Remodel for added 
shops and stores. 5. Demolish and clear 
the site for a larger and better structure. 

All of these cures for obsolescence 
ean best, and at least cost, be effected 
in buildings constructed with structural 
steel frames, because of its articulated 
character, as before explained. The 
demolition of articulated steel buildings 
is effected with great speed, small com- 
parative cost and a valuable salvage of 
steel is secured. 

A monolithie or non-articulated type 
of construction is made of another mate- 
rial in which certain changes and 
alterations are impossible to make, and 
the cost of demolition, a very slow 
proceeding, often equals the original 
cost of construction. 










The Newburgh Savings Bank, Newburgh, New York. 
completed and the stone work started. The steel trusses span the entire width of the site, 
60 by 114 feet, and from them is suspended a floor which serves as the ceiling of the main 
banking room. 


The inevitableness of obsolescence 
and its economic relation to the kind of 
building construction to be used is a 
matter well worth the attention of 
bankers who naturally consider the 
security of the building and integrity 
of the investment. 

The effect of earthquakes and hur- 
ricanes on the stability of buildings 
must be considered in zones where these 
disturbances of nature are expected to 
oceur. The knowledge of the action of 
earthquakes is well established and an 
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acceptable theory of its application to 
building construction has been devel- 
oped. 

The new Mitsui Bank, Tokio, Japan, 
Trowbridge and Livingston, architects, 
is under construction. For this build- 
ing Weiskopf and Pickworth, consult- 
ing engineers, made the structural de- 
sign. Both of these gentlemen visited 
Japan and made a thorough study of 
the problems. Concerning the action 
of earthquakes and hurricanes on build- 
ings and the method employed to resist 
it, Mr. Pickworth says: 

“The strains set up in buildings by 
earthquakes have been measured as a 
function of the total weight of the build- 
ing and its contents. The Tokio build- 
ing code requires that structures be so 
designed that they will resist strains in 
all directions, horizontal and vertical. 
A force equal to ten per cent of the 
total weight of a building must be 
assumed as the maximum horizontal 
shock in any direction. 

“As the strains induced by earthquakes 
are directly proportional to the total 
weight of the structure, it follows that 


The steel frame is practically 


the lighter the building the smaller will 
be the strains. Again, the action of 
earthquakes is such that reverse strains 
are set up in the structural parts of the 
building. The materials that have the 
ability to resist reverse strains are very 
few, practically limited to steel and 
long leaf yellow pine. 

“Therefore, as steel is the strongest 
structural material, per unit of weight, 
its use results in lightness of construc- 
tion, and as steel resists equally the 
reversed strains of tension and com- 

pression, it is ideal 


een structural material 
. for use in earthquake 
zones. 
“Compared with 
i standard steel con- 
i struction in non- 
* earthquake zones, 


there is a decided in- 
erement in the ton- 
nage required in 
'  earthquake-resisting 
buildings. However, 
steel is manufactured 
in such shapes that 
it can be so placed 
and fabricated as to 
secure the maximum 


strength with the 
least weight and 


cost, and it is ad- 
equate for this use. 

“Resistance to 
hurricanes frequent- 
ly involves other 
features. The tend- 
ency of hurricanes 
is to erush and de- 
molish the structure 
or to overturn it, 
sometimes prac- 
tically intact.. The force is applied to 
the upper part whereas from an earth- 
quake the shock is below, but the 
principles of design are analogous. ~ 

“A building will not be demolished 
if its structural parts or frame work 
are so designed as to have sufficient 
strength to retain the exterior walls in 
place and maintain its original position. 
When a building has a height dis- 
proportionate to its width, it must be 
sufficiently heavy to resist the tendency 
to turn over. When this weight is lack- 
ing, the building must be anchored to 
foundations correctly designed to resist 
the overturning tendency. 

“Structural steel can be so readily 
adjusted, with minimum cost, to resist 
wind strains, which are often reversed 
as in earthquake conditions, that it is 
the best suited material for this purpose. 
The art of designing buildings to resist 
wind pressure is highly developed and 
when rare failures occur it is the result 
of ignorance in designing or the assump- 
tion of a risk which is known to exist 
and is measurable. The performance 


of properly designed structural steel in 
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—$—$__— . rl —" Illustration shows auxiliary top extended 


_ The Shaw Walker 
Unit Plant idea in Bookkeeping 


. bankers everywhere are fast adopting the new Shaw-Walker “Unit Plant” idea 
which gives each bookkeeper a complete plant with everything at hand in a single unit. 


The “Unit Plant” idea is brought to a new degree of efficiency by the Shaw-Walker desk 
—because of the auxiliary top for check sorting and trial balance taking which provides a// 
the space necessary. It is a utility top for all bookkeeping operations. This auxiliary top is 
an exclusive Shaw-Walker feature. It is not a mere slide or shelf. 
It comes up flush to the desk top when fully extended and the 
guard rail joins the one around the side and back of the desk, 
so that no checks are lost beneath the desk top or thrown on 
to the floor in rapid sorting. Greater rapidity in sorting results in 
considerable time saving. Drawer arrangements are optional, 
providing for check and ledger filing. 


For full information concerning this desk and all bank sys- 
tems,—send for book, “Modern Bank Operating Methods,” an 
authoritative treatise on bank equipment. Write toShaw- Walker, 


Muskegon, Michigan. Built | A a 









MODERN BAN "9 LETTERHEAD 


“OPERATING 
METHODS,“ SHAW-WALKER, 













Bank Service Depart- 
Jd ment, Muskegon, Mich 
4 Gentlemen: Send free with- 
out obligation your book **‘Mod 

ern Bank Operating Methods’’ 













~~ Oificer’s Name 
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earthquake and hurricane zones has been 
satisfactory.” 

J. Kenny Johnson, structural en- 
gineer, who has had a very wide ex- 
perience in designing bank buildings 
with Weary and Alford Company, 
architects, says: 

“The use of structural steel for bank 
buildings in general has the following 
advantages: The reduction of depth of 
supporting members where long spans 
are encountered, increases the possibil- 
ities of architectural treatment. The 
decreased thickness of the outside walls 
where they are supported on beams 
increases floor areas and the use of a 
complete skeleton steel frame makes 
possible the installation of an entire 
system of floor construction at one time 
without dependence upon the work of 
other trades, thus saving time. 

“For the work that it performs in a 
positive manner, structural steel is the 
cheapest of building materials. Its 
worth in the building is not measured 
by its own cost but by its influence 
upon the cost of the completed 
building.” 


THIS NEW BUSINESS DRIVE 
BROUGHT PERMANENT 
ACCOUNTS 
(Continued from page 28) 
were afraid we might not make a higher 
goal and wanted to insure the drive’s 
going over the top. Besides, we thought 
it would be nice to have a big margin if 
we could, at the Everybody 
would feel more chesty than if we barely 
made our quota. At that, some felt the 
amount selected was going to be difficult 

to obtain. 

Two mammoth canvas score boards 
were posted in our lobby, showing each 
team, its ‘quota, and, by means of 
gummed tape, the progress being made 
from day to day. Incidentally, I think 
these public score boards did more to 
stimulate the drive than anything else 
connected with it. 

Score credit was allowed on the face 
amount of new deposit accounts, and 
bond sales. Trust relationships were 
credited at five per cent of the estimated 
value of the principal of the trust. 
Every effort was made to prevent in- 
flating the figures, even to the point of 
refusing credit altogether on large ac- 
counts that seemed sure to be temporary. 
Many other accounts were credited at 
one-half or one-fourth, the test in each 


close. 


vase being what proportion of the 
initial deposit was likely to remain. 


Although score credit was allowed on 
the face amount of new accounts, com- 
pensation to employes and customers 
was based on the balance that remained 
a certain number of months after the 
opening. This prevented our having 
to pay for a lot of “accommodation 
accounts” sent in without any idea of 


their becoming permanent business. 

Well, the drive started off nicely, and 
we began to realize the wisdom of em- 
ploying the outside manager. In the 
first place, he “knew his stuff.” Ex- 
perience in sales management in other 
commercial lines taught him some 
tricks that worked well in stirring up 
enthusiasm among our several hundred 
officers and employes. Second, and 
perhaps even more important was the 
fact that his being an outsider entirely 
avoided petty jealousies among the 
official staff. 


Officers Work Better for an Outsider 


In almost any bank in the United 
States, if any one officer, with the 
possible exception of the president, were 
to propose a new business drive and 
take the initiative and responsibility of 
conducting it, about half the other 
officers would regard the enterprise as 
an effort on his part toward self ad- 
vancement at the expense of their 
labors. The result would be that they 
might lie down on the job or at least 
not be so aggressive. 

By our having an outsider come in 
our officers realized he was not trying 
to land a job in the bank, that he was 
only to get his fee for services and then 
get out. As a result, the officers were 
not jealous of his suecess or popularity 
with the senior officials. Each officer 
was on an equal basis with all the 
others as far as ability to gain recogni- 
tion for good work was concerned. 

When the outside manager expressed 
an opinion it was based on his experi- 
ence in other drives. For this reason, 
and also because of the very fact that 
he came in as a stranger, what he said 
was given more weight by the members 
of the staff than would have been the 
ease had the same ideas been proposed 
by one of our own number. 

Pep cireulars, mostly written by the 
campaign manager, were distributed at 
frequent intervals. These bulletins had 
the latest scores and miscellaneous econ- 
test news. They were known as “Go- 
Getters,” and doubtless did much to 
keep enthusiasm alive. 


Weekly Meetings of Instruction 
Helped 

Once each week, the campaign 
manager came to St. Louis and worked 
hard on drive matters. In the after- 
noon he addressed the employe body. 
Other speakers were also obtained, in- 
cluding directors, a former governor of 
the state, and Ralph Parlette, the humor- 
ist and philosopher. 

Two big dinners were given for all 
team members, one at the opening and 
one at the close of the drive. During 
the three months the campaign lasted, 
numerous meetings of teams with their 
captains took place. Various well- 
known devices were also employed, 
such as giving gold, silver, and bronze 


buttons, offering special weekly prizes 
for high scores, and other stunts to 
create enthusiasm. 

At the end of the first ten days, our 
total score of new business was over 
$1,500,000. One team had gone over 
the top with its quota, and the others 
were well started. , 

At the end of the first month, our 
$2,500,000 quota had been smashed, and 
our seore stood at $3,265,027! 

Fifteen days before the drive closed 
we seemed assured of doubling our 
quota. And on the last day we were 
all surprised to see the grand total 
amount to $6,780,731.89! 

The drive had been a success! Six 
million dollars in new business! 
about convinced, but a few conservy- 
atives demurred. “Wait a month or 
two,” they said. Wait we did, and at 
the end of five months a cheek was made. 

A lot of the business was gone. No 
doubt of it. But, even at that, what 
was left more than justified the trouble 
and expense of the drive, and was more 
new business than we ever before had 
obtained in five times the number of 
days. 


I was 


What Records Showed After Five 
Months 
Here is how the survey looked: 
New relationships gained in drive. .1598 
Lost during first five months.....216 
Aggregate of 478 commercial 


ES GK cieacede an $4,610,595.22 
Balance remaining after five 

eee re $2,711,126.17 
Aggregate of 740 savings 

accounts ...........--$ 190,936.95 
Balance remaining after five 

WOME cists ccccscces® LOG 2IOI9 
Aggregate of 77 certificates 

of deposit ............$1,088,951.47 
Balance remaining after five 

ee res re $ 440,030.47 
225 bond sales to new 

eustomers ............$ 459,700.00 


78 new trust relationships 

(figured at five per cent of 

estimated value of estate)$ 430,548.25 
Total of drive business at 

end of five months... ..$4,201,618.08 

And then the sport we had! 

Everyone was on his toes, from chair- 
man of the board to office boy. Indeed, 
at one time the drive committee was 
called upon to settle a dispute between 
one of the high executives and one of 
the prominent directors as to who would 
get credit for a large account they had 
both solicited. When you ean get two 
men of that caliber all worked up about 
who shall get a few inches of red tape 
on a score board, you may be sure your 
drive is going over with a bang! 


The Sheridan Trust and Savings Bank 
of Chicago has elected Victor J. Curto, 
director 
president. 


and W. R. Prince, vice 
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MORE PROFIT PER SALE 


Six Star Car Dealers 
in six cities ranging 
in size from 7,000 to | 
42,000 population 
sold 923 Star Cars in 
the 12 months end- 
ing July 31, 1926. 


MORE POWER and SUPERIOR QUALITY 


Low~cost Transportation 


Star é Cars 


Improved Four and Six 


DURANT MOTORS, INC., 250 WEST 57th STREET, NEW YORK CITY 
General Sales Department, Elizabeth, New Jersey 
PLANTS: ELIZABETH, N. J. LANSING, MICH. OAKLAND, CAL. TORONTO, ONT. 








Dealers and Service Stations throughout United States, Canada and Mexico 
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REPORT SHOWS INCREASED 
SAVINGS BUSINESS 


A hbillion-and-a-half dollar 
in America’s savings in banks in a year, 
a growth of nearly three million in 
number of depositors and a new high 


inerease 


per capita savings rate for the nation 
of $211 the annual 
couipilation of the Savings Bank Divi- 
sion of the American Bankers’ Associa- 
tion. The figures show 46,762,240 savings 
depositors and $24,696,192,000 in sav- 
ings deposits. On the same date in 1925 
there were 43,850,127 depositors and 
$23,134,052,000 in deposits. 


were disclosed in 


savings 

Per capita savings for 1926 by states 
are shown to be as follows: 

New England States—Maine, $360; 
New Hampshire, $445; Vermont, $517; 
Massachusetts, $542; Rhode Island, 
$465; Connecticut, $460. 

Middle Atlantic States—New York, 
$524; New Jersey, $306; Pennsylvania, 


$243; District of Columbia, $152; Dela- 


ware, $223; Maryland, $253. 

Southern States—Virginia, $91; West 
Virginia, $93; North Carolina, $53: 
South Carolina, $57; Georgia, $48; 


Florida, $136; Alabama, $40; Missis- 
sippi, $51; Louisana, $70; Texas, $31; 
Arkansas, $37; Kentucky, $71; Tenn- 
essee, $67. 

East Central States—Ohio, $190; 
Indiana, $124; Illinois, $192; Michigan, 
$234; Wisconsin, $170; Minnesota, 
$201; Iowa, $212; Missouri, $110. 

West Central States—North Dakota, 
$145; South Dakota, $124; Nebraska, 


$150; Kansas, $69; Montana, $85; 
Wyoming, $92; Colorado, $101; New 
Mexico, $19; Oklahoma, $40. 

Pacifie States—Washington, $125; 





Oregon, $130; California, $389; Idaho, 
$53; Utah, $125; Nevada, $250; Ari- 
zona, $57. 





COMPARISON OF SAVINGS FIGURES FOR 1925 AND 1926 
1925 1926 Gain 
Mutual Savings Banks.....$ 7,152,258,000 $ 7,525,189,000 $ 372,931,000 
State Chartered Bank.....$ 7,253,437,000 $ 7,674,880,000 $ 421,443,000 
Trust Companies.......... $ 2,870,389,000 $ 3,270,494,000 $ 400,105,000 
Private Banks.......... i28 47,702,000 $ 47,899,000 $ 197,000 
National Banks........... $ 5,810,266,000 $ 6,177,730,000 $ 367,464,000 
Total Savings Deposits... .s 523,134,052,000 $24,696,192,000 $1,562,140,000 
Per Capita Savings Deposits $ 204 $ 211 $ 7 
Total Savings Depositors 43,850,127 46,762,240 2,912,113 


COMPARISON BY DIFFERENT SECTIONS OF THE COUNTRY 


Savings 


Per Capita 


Gain in Savings Number 
Per Capita, 1926 Savings 


1926 Savings 1926 Over 1925 Depositors 
New England States. .$4,004,982,000 $495 $25 7,106,730 
Middle Atlantic States $9,916,256,000 $368 $18 17,716,705 
Southern States...... $1,875,263,000 $ 59 $ 3 4,170,167 
East Central States. ..$5,976,520,000 $182 $11 12,376,592 
West Central States. .$ 801,044,000 $ 87° $ 4( decrease ) 1,437,408 
Pacific States.. ......$2,122,127,000 $260 $13 3,954,638 

* * » * * 


EARNINGS OF UNION TRUST 
REACH NEW HIGH RECORD 


The Union Trust Company of Chi- 
cago reports 1926 to have been one of 
the satisfactory years in its 
history. Frederick H. Rawson, chair- 
man of the board said that every de- 
partment of the bank had recorded a 
new high point in the volume of bus- 
iness and the earnings of the bank 
which were $1,227,051, were the largest 
in its history. 


most 


The 1926 earnings compared with 
1925 were as follows: Net earnings; 
(after taxes and reserves) 1926, $1,- 
227,051; 1925, $921,737; on capital 


stock; 1926, 40.90 per cent, 1925, 33.- 
52 per cent; on invested capital; 1926, 
16.93 per cent, 1925, 13.75 per cent. 


NEW DIRECTORS FOR 
ILLINOIS MERCHANTS 


Three new directors have been added 
to the board of the Illinois Merchants 
Trust company, Chicago. Eugene M. 
Stevens, a vice president of the bank, 
was also placed on the directorate, and 
Charles W. Nash, president of the Nash 
Motors company of Kenosha, Wis., and 
William H. Mitchell, head of a Chicago 
investment house, are the other new 
directors. 


CHICAGO LAND BANK 
ELECTS NEW DIRECTORS 

Stockholders of the Chicago Joint 
Stock Land Bank increased the board of 
directors from five to ten members and 
elected the following new directors: 
Schuyler B. Terry, manager of the Chi- 
office of Kissel, Kinnicutt and 
Company; Joseph J. White, president 
of the Regan Printing Company; 
Charles E. Johnson, cashier of the Bank 
of Galesburg, Galesburg, Ill.; Albert C. 
Roach, president of the Bank of Bush- 
nell, Bushnell, Ill.; and George M. Mar- 
shall, president of the First National 
Bank, Belvidere, Il]. The other members 
of the board were reelected, including 
Guy Huston, O. F. Schee, Ray E. 
Pickrel, J. E. Huston and J. L. Boyles. 
The Chicago Joint Stock Land Bank, 
with paid in capital of $4,000,000 and 
reserves and undivided profits of $1,- 
000,000, is the oldest and largest joint 
stock land bank in the farm loan system. 
Assets are now in excess of $64,000,000 
and since its organization in 1917, the 
institution has made loans in excess of 
$73,000,000. 


cago 


Two new directors were added to 
the board of The First National Bank 
of Boston at the annual meeting. They 
were Homer Gage of Worcester and 
Joseph A. Skinner of Holyoke. Mr. 
Skinner is treasurer of Williams, Skin- 
ner & Sons, silk manufacturers. He is 
also president of Hadly Falls Trust 
Company of Holyoke, director of the 
New England Telephone & Telegraph 
Company, trustee of Mechanics Savings 
Bank of Holyoke, director of Spring- 
field Safe Deposit & Trust Company 
of Springfield and president of the 
board of trustees of Mt. Holyoke 
College. Homer Gage is president of 
the Crompton & Knowles Loom Works 
of Worcester, Massachusettes. He is also 
a director of Hood Rubber Company, 
Graton & Knight Manufacturing Com- 
pany, Merchants National Bank of 
Worcester, Royal Woreester Corset 
Company, State Mutual Life Insurance 
Company and Worcester Light 
Company and trustee of the Worcester 
County Institution for Savings. 


Gas 


New directors were elected for The 
Northwestern National Bank of Minne- 
apolis as follows: Charles C. Massie, 
president, Northrup King & Co., seed 
distributors; Valetine Wurtele, 
president and _ treasurer, Minnesota 
Linseed Oil and Paint Co., manufac- 
turer of linseed products, varnish and 
paint; and W. A. Cullen, secretary and 
treasurer of the Carr-Cullen Co., man- 
ufacturers of sash, doors and millwork. 
R. T. Swanson appointed an 


vice 


was 


assistant cashier. 
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As a Chemical Depositor 
you will find that this 
Bank is just as interested 
in holding your account 
as it was in securing it! 


IN FACT, MORE INTERESTED, BECAUSE 
THERE’S MORE OCCASION FOR IT. 


CHEMICAL 


BANK 


OF NEW YORK 


B’WAY at CHAMBERS, FACING CITY HALL 
FIFTH AVENUE at TWENTY-NINTH STREET 
MADISON AVENUE at FORTY-SIXTH STREET 
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SOLDIERS BONUS LOANS 


A few facts to clear up misunderstandings that 
have arisen regarding the routine 
of handling these notes 


HE great stir during January 

about loans on soldiers adjusted 
compensation certificates hardly 
warranted, 

Naturally there was a little delay in 
establishing routine for the handling 
of these small items, but banks in gener- 
al showed their willingness to do their 
part in aiding soldiers who wished to 
horrow. 


was 


It is true that some bankers at first 
assumed an indifferent attitude. This 
was due largely to the fact that there 
is so much red tape required, that they 
felt the small chance for profit made it 
inadvisable to handle bonus loans. 


Some banks refused to make any 
loans at all. Others refused to make 
loans except to their own customers. 


Still others immediately established a 
policy of lending money to any’ veteran 
who could supply perfect indentifica- 
tion and substantiate his legal owner- 
ship of the certificate. 

At first there seemed some doubt as 
to what would happen if these certif- 
icates were not taken up and the loans 
paid when due, but Brigadier General 
Frank T. Hines, director of the 
Veterans Bureau, has cleared up this 
matter by stating: 

“All loans made in conformity with 
the law and in good faith, will be re- 


I 9 27 
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Standards of Excel 
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deemed promptly.” 

He has furtac. stated: “When loans 
come due, if they are not taken up by 
the borrowers, the Veterans Bureau 
will honor the certificates to any amount 
on the same day that they are received 
for redemption.” 

This removes all possibility of these 
loans becoming frozen. 

Some misunderstanding has arisen 
regarding two points in connection with 
rediscounting these notes. 

A common mistake has been to send 
these certificates with their acecompany- 
ing notes to be rediscounted with a 
federal reserve bank, but without the 
endorsement of the loaning institution. 

The federal reserve bank has no 
authority to purchase or redeem this 
paper, but does handle it as rediscount- 
able paper just the same as any other 
notes offered for rediscount. The bank 
must redeem such notes on or before 
they fall due. 

It is only when the borrower fails to 
pay his note upon maturity, that the 
local bank ean dispose of its certificates 
and this disposition must be made to 
the Veterans Bureau, Washington, D. C. 

Another point that has been misun- 
derstood has to do with a blank form 
on the back of the certificate. This is 
known as a “demand for payment 
affidavit” and is to be filled out only 
upon the death of the soldier to whom 
the certificate is issued or upon the 
maturity of the certificate. 


Many bankers have had these com- 


pletely filled out upon making a loan 
and, when told that this was unnecessary 
wondered if the mistake would void the 
collateral. Federal reserve banks, up- 
on advice from the Veterans Bureau, 
have informed such inquirers _ that, 
while it is not necessary to fill out this 
affidavit, its completion does not in any 
way destroy the value of the certificate 
as collateral. 

One indication of hearty cooperation 
in aiding our soldiers is that one federal 
reserve bank supplied upon request, 75,- 
000 note forms between January 3, and 
January 12, to banks in its district. 

Many bankers have not looked upon 
these small loans, none of which can be 
higher than $125, as profitable business. 

With the interest limited to 6 per 
cent and the rediscount rate at four 
per cent, together with the unusual 
amount of detail required in filling out 
the necessary forms that go with these 
loans, it is difficult to become enthusi- 
astie over the possibilities of profit. 


“GUS” HANDERSON 
ADVANCED 


C. H. (Gus) Handerson, publicity 
manager of the Union Trust Co., of 
Cleveland, and widely known as the 
genial and energetic president of the 
Financial Advertisers Association, has 
been advanced in his bank to the position 
of assistant vice president. This is 
evidence that Gus is a real banker as 
well as a leading advertising man. 


E. J. Mudd, a vice president of the 
National Bank of Commeree, St. Louis, 


has been elected cashier to suceeed 
Raymond F. MeNally, who resigned 


recently to become a vice president and 
director of the National Bank of the 
Republic in Chicago. Mudd, who is 
considered an outstanding authority on 
credits and discounts, also was elected 
a member of the board. He will retain 
his duties as vice president. James N, 
Kurn, president of the Frisco Railroad, 
also was added as a director of the bank. 


Perry E. Wurst, vice president of 
the Manufacturers & Traders Trust 
company, Buffalo, New York, was 
elected executive vice president of the 
company at the annual meeting of the 
board of directors. A. Erwin Rankin, 
investment trust officer, was made a vice 
president and C. Volney Parker was 
elected an assistant secretary. Clifford 
M. Kirtland was appointed manager of 
the Central Park branch. All of the 
present officers of the bank were 
re-elected. 


The Northern Trust of Chieago an- 
nounced elections as follows: Andrew B. 
Caswell, vice president; Charles M. Nel- 
son, Lewis L. MeArthur, Jr., David B. 
MeDougal, Lanning MacFarland and 
Herman D. Smith, second vice pres- 
idents; John A. Prosser and William 
Waddell, assistant cashiers; Arlen J. 
Wilson and Frederick S. Booth, assist- 
ant secretaries; Lat G. Morris, manager. 


UNION TRUST INCREASES 
SURPLUS 


At the annual stockholders’ meeting 
of The Union Trust Company of Cleve- 
land, $400,000 was added to the surplus 
account, making the capital and surplus 
$35,000,000. All of the present di- 
rectors were re-elected and R.V. Mitchell 
of Harris, Seyboldt & Potter was added 
to the board. At the directors’ meeting 
which followed, all of the present 
officers of the bank were re-elected. 


The only change in personnel an- 
nounced by the Drovers National Bank 
of Chicago is the appointment of Elmer 
Edstrand and Frank M. Covert as 
assistant cashiers. 
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At the stockholders’ meeting of the 
Westchester County National Bank, 
Peekskill, New York. Thomas Nel- 
son, Jr., the grandson of an original 
stockholder in the bank in 1833, Con- 
gressman William Nelson, and in whose 
ottice Chauncey M. Depew, the oldest 
depositor in the bank, studied law, 
was reelected as a director. 

The stock has been held continuously 
for 95 vears by three generations of 
Nelsons, grandfather, father and son. 
Other directors reelected were William 
Delavan Baldwin, chairman of the 
hoard of directors of the Otis Elevator 
Company; Martin Nilsson, Research 
Engineer of the Fleischmann Yeast 
Company; William L. Dyekman, re- 
tire! farmer; and Cornelius A. Pugsley 
president; Chester D. Pugsley, vice 
president, and Frederick I. Pugsley, 


cashier. 


The stockholders of the Nationat 
Newark and Essex Banking Company 


- of Newark, New Jersey, have organized 


a new bank to be known as the Newark 
National Bank and a charter has been 
granted under this name. The new 


hank will be located in a different part ° 


of town and will not compete with the 
National Newark and Essex, but rather 
cooperate with it. 


Chieago’s first woman to be elected 
vice president of a bank in the belief 
of stockholders of the Kimbell Trust 
and Savings Bank, was chosen when 
Miss Lily M. Hansen was promoted 
from eashier to vice president. 


John D. Larkin, Jr., president and 
treasurer of the Larkin Company, Ine., 
and Edward B. Germain, president of 
the Dunlop Tire and Rubber Company, 
both of Buffalo, have been elected 
directors of the Marine Trust Company; 
Buffalo, according to an announcement 
by George E. Rand, president. 


The oldest trust company in Wiseon- 
sin, the Savings Loan and Trust Com- 
pany, Madison, Wisconsin, has consol- 
idated with the Commercial Trust Com- 
pany, of the same city, to form a new 
institution with assets and trust funds 
aggregating $7,500,000.00. The new 
institution which will be known as the 
Union Trust Company, will be headed 
by E. B. Steensland as president and 
A. O. Paunack as first vice president; 
M. H. Conklin will be second vice pres- 
ident; W. D. Curtiss will be chairman of 
the board; C. L. Barlow seeretary; L. 
D. Atkinson, trust officer; Paul Schroe- 
der and A. M. Johnson, assistant secre- 
taries. 


Dr. I. J. Rachlin was elected a 
director of the Guardian Trust Com- 
pany of New Jersey (Newark) at the 
annual stockholders’ meeting. 





Resources 


Half a Billion 


—and More 


Back of these banking re- 


sources, outstanding .in 
Chicago, is a volume of 
business that indicates 
satisfaction to customers 
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Resources — December 31, 1926—$618,933,545 
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BANK INVESTMENT STANDARDS 


A ‘‘yardstick’’ with which to measure the liquidity 


of your bank’s assets 


By E. V. KRICK 


Cashier-Treasurer, Mercantile Trust Company of California, San Francisco 


HE judicious and far-seeing banker 

will never lose sight of the relation- 
ship a bank bears to the community. 
This relationship is not new nor is it 
confined to any one country. Professor 
Foxwell in his introduction to the Eng- 
lish edition of Professor Andreade’s 
“History of the Bank of England” 
very clearly sets forth this relationship 
in the following words: 

In modern times the public or national 
character of a bank is mainly important 
in so far as it may be a guarantee that the 
bank will safeguard public interests; that 


1 ’ 
ASSETS OF 8,000 BANKS 
All are federal reserve members 
Central reserve Reserve city Country banks— All 

a ae ton ee 
a ee re 90 1.43 2.52 1.82 
Reserve with federal reserve banks.. 8.88 6.65 5.07 6.39 
Due from national banks.......... 1.46 5.66 6.75 5.22 
Due from other banks............. 91 3.21 io 1.93 
IN on Pee ie 5d 12.15 16.95 15.85 15.36 
Transit items 
With federal reserve banks for col- 

i ha ais ib re sho oy 2.85 4.43 85 2.42 
Exchange for clearing house....... 12.92 2.79 39 3.84 
Checks on banks same place. ... 1.02 .23 BY 42 
Outside checks and other items 48 47 .20 34 
Redemption fund due from U. S.... .04 aa A? Az 
re . B33 8.03 1.94 7.14 
Total cash and transit............ 29.46 24.98 17.79 22.50 
Loans and discounts including re~ 

nS ee eee 63.86 65.98 66.85 65.93 
SINE 8c 8 Soo core Sib aa die 6.6 os 01 05 .08 05 
Customers liability : alc acceptances . 4.16 1.22 .06 1.32 
Total loans and discounts......... 68.03 67.26 66.99 67.30 
Securities 
U. S. government securities........ 13.00 12.69 12.34 12.59 
Other bonds, stocks and securities.. 9.90 11.20 22.48 16.20 
UN ORMTIRR <2 oasis 5:6 onscie se'e's'ae 22.90 23.89 34.82 28.79 
Excess applicable to capital funds... 20.39 16.13 19.60 18.67 
Depositors’ funds invested in bond 

RE rte Ss oe iok tas ee ei _ 251 7.76 15.22 10.12 _ 

100% 100% 100% 100% 
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is to say, will realize that its chief duty is 
to the business world rather than to its 
shareholders, and its chief purpose to 
maintain financial security and_ stability 
rather than to make profit. 

It is apparent that 
liquidity lay proper 
banker’s primary consideration. All 
things being equal, however, earnings 
may become the determining factor in 
making an investment. 


safety and 
claim to the 


Perhaps the definition of sound in- 
vestment given by C. W. Sills, vice 
president, Halsey Stuart & Co., may be 





used as setting forth the banker's view- 
point: “Sound investment is lending 
surplus funds at a fixed rate with suf- 
ficient security to insure prompt pay 
ment of interest and principal.” 

In the consideration of this subject, 
it is obvious that the various banking 
laws, business and economic conditions, 


- preclude finding any nationwide uni- 


formity of investing or any set formula 
for investing. 

The segregation of demand and time 
funds for investment purposes is some- 
thing which many states do not require, 
yet the distinction between the two 
types is quite marked. While demand 
deposits should not be used for capital 
loans, time or savings funds may be 
used, with a certain limited justitication, 
for commercial purposes. 

The banker, however, has his obliga- 
tion to the community to avoid divert- 
ing funds of either character to the 
point that commercial activity or 
permanent improvements will be re- 
tarded. There is a proper 
be maintained. 


balance to 


Not long ago I passed through a 
community where practically all savings 
deposits were diverted to commercial 
enterprises. The residential section of 
the place gave ample evidence of this, 
as did the general atmosphere of the 
town. The result will be a discontented 
populace because of backward living 
conditions. Or there will spring up 
institutions in competition with the 
banks, for savings funds. These insti- 
tutions will loan their funds for home 
building and permanent improvements. 
The rates they will be able to obtain for 
such loans will place them in a position 
where they can compete effectively for 
savings deposits. 

The field for investment of deposits 
is really limited to the general classifiea- 
tions of cash, due from banks, exchanges, 
bonds, loans and discounts. The invest- 
ments in these groups represent the 
sources of liquidity and should be the 
only accounts to which depositors’ funds 
are diverted. 


p 


of 
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The banker has his obligations to 
meet. On the one hand he has the 
responsibility of promoting commerce 
and trade and the interests of the com- 
munity generally, and on the other, that 
of preserving liquidity to the point 
that he himself is in a position to repay 
his depositors. The latter responsibility 
is paramount. In investing the bank’s 
funds, the question very naturally arises 
as to what constitutes a proper propor- 
tion of investments in the various out- 
lets permitted. 

Here is a set-up that is being used 
as an ideal for savings banks. The 
percentages are averages worked out 
from figures selected from statements 
of 25 savings institutions or depart- 
ments in the states of New York and 
California : 


BEN seicwele weiadeakcuniek tacas 07 
ce: a: errr 
PEE bées esadladneucdas deuaemne 24.59 
ee eer rere 70.00 
NS ee ee 1.89 

100.00 


*Approximately one-half of this aecount 
should be composed of U. S. government 
securities. 

Because of the fact that the majority 
of banks are not required to segregate 
investments for time and demand de- 
posits, the most comprehensive statistics 
obtained are for 


combined deposits. 


How Banks Distribute Assets 

The table herewith reflects the status 
of 8,000 banks—all members of the 
federal reserve system, combining in- 
vestments of demand and time deposits. 

In compiling this table, the bond ae- 
count was arbitrarily ‘selected as the 
cushion account to absorb the 
deposit funds in order that disposition 
of 100 per cent of the deposits might 
be shown. This idea was based upon 
the reasoning that the average banker, 
when he has and expects a supply of 
idle funds for a long period, will be in- 
clined to go into the bond market or 
short-term security market to utilize a 
part of the funds. 

The requirements of central reserve 
cities, industrial centers, and 
cultural districts have a wide variance 
and are not comparable. What would 
be proper percentages for one, would 
contain hazards for another. 
demand is another factor that may alter 
the figures from time to time. The final 
analysis of course is that of the individ- 


excess 


agri- 


Seasonal 


ual bank, and it is governed by its own 
requirements. 

From this table, however, there may 
be deducted facts that may become a 
helpful guide to a banker in determin- 
ing his own investment policy. 

The test period of the banker comes 
so seldom and the stability of the fed- 
eral reserve system is such that there is 
danger that the banker’s policy of in- 
Vvestment may be influenced by demands 
for loans rather than by rsponsibility 
to repay the depositors. 


‘ 


A portion of the town of 
Great Falls, S. C., hous- 
ing the employees of the 
Republic Cotton Mills. 
Well laid-out and paved 
streets, pleasing homes, 
churches, store and recrea- 
tion buildings constitute 
a valuable asset to this 
client of J. E. Sirrine & 
Company. 


ENGINEERING CONSULTANTS 





OUSING 





in the South 


ONE of the important assets to In- 
dustry in the South is the oppor- 
tunity to control housisg conditions in 
such a way as to assure a lower labor 
turnover than is ordinarily encountered 
elsewhere. 


The location of the plant and the 
nature of the industry, together with the 
ratio of male to female labor, have an 
important bearing upon the problem. 


In some cases, the isolation of a mill or 
factory from large centers is an asset; in 
others, it is a liability. A careful 
co-ordination of the factors involved has 
enabled us to assist clients in many lines 
of industry to stabilize labor conditions 
through adequate housing facilities and 
community developments. 


We shall be glad to discuss this import- 
ant subject with you, either through a 
member of this organization of En- 
gineers or by mail. Meanwhile you will 
be interested in reading ‘‘Contentment 
under Roof’’. A copy will be sent 
promptly on request. 


J. E. SIRRINE & COMPANY 


Engineers 
Branches 


General Offices 


Greenville 
South Carolina 


Chattanooga, Tenn. 
Birmingham, Ala. 
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SELECT YOUR CUSTOMERS 
(Continued from page 10) 
ings, receivables, for the banker will be 
called on to carry the load in the event 
of crop failures or other disasters, that 
prevent liquidation. 
An auditor’s statement 
tain the following 
credit purposes : 


should 
information for 


con- 


1. Amount of inventory at lowest and 
highest point. 

2. Amount of accounts and_ bills 
receivable at lowest and highest point. 

3. Amount of notes and accounts 
past due 30-60-90 days, six months and 
over 12 months. 

4. Liability of officers and 
holders to company. 


stock- 


5. Amount of borrowings 
and highest point. 


at lowest 


6. Total sales turnover for the year. 
7. Total net earnings and disposition. 

8. Total notes sold without recourse. 

I think all responsible auditors are 
willing to cooperate with the bankers 
in furnishing additional data... When it 
becomes known that the bankers have 
demanded such a report and the aud- 
itors insist upon making it, I feel 
quite sure that the clients will vield to 
such a request. It will be a reflection 
on the ones who refuse. 


Undesirable Correspondents 


I suppose all reserve city bankers 
have some bank correspondents with 
whom the relationship is not altogether 
satisfactory. There are three kinds of 
banks: Good, bad, and _ indifferent. 
Good banks, of course. are the ones 
whose statements reflect a liquid condi- 
tion, carrying a strong surplus, never 
borrowing except for seasonal require- 
ments, and in small amounts, regarded 
as well officered with a strong board of 


directors. 

Bad banks are those flirting with the 
undertaker and should be left alone. 

The indifferent correspondent is the 
undesirable one. The management is 
neither good nor bad. The bank has 
become over-extended. It makes no 
strong effort to liquidate and does not 
maintain balances commensurate with 
its borrowings. Its earnings have been 
paid in dividends instead of increasing 
the surplus when the bank needed the 
funds. The officers are honest but not 
capable. 

The question is, “What shall you do 
with a bank like this when you are 
asked for a loan?” The bank may have 
been on your books for 25 years and 
you feel very friendly toward it. Only 
in the past year or so has it gotten into 
such a condition. 

Before extending such a bank any 
leans, I make it a rule to visit the bank 
and ask permission to see the examiner's 
report and to make a special examin- 
ation myself. I sometimes call in the 
directors and go over the paper with 
them to ascertain the character and 
goodness of the borrowers. 

I have never had a banker refuse me 
permission *to make such an examin- 
ation. In some eases, it resulted in clos- 
ing the bank. In other cases, it resulted 
in my securing from the stockholders 
additional capital. And in other cases, 
I have been able to help finance the 
bank through its trouble because it was 
solvent and I had confidence in the 
management. 

In such eases, it enabled me to work 
with the management and the directors 
in establishing a different policy that 
would result in placing the bank on a 
sound foundation. Real constructive 
help can be rendered to your corres- 
pondents when they are willing to place 
in your hands all the information you 
want. 





Thrift Posters that 
Captivate the Fancy 


Savings deposits usually are not the result of deep, concentrated 


thought on the part of the depositor. 
passing fancy or transient notion. 


He acts more often on a 


National Service Bureau thrift posters radiate savings suggestions 


three hundred and sixty-five days of the year. 


They build deposits 


because each weekly poster extends ‘“‘the glad hand”’ and a thrift 
suggestion that captivates the fancy of the passer-by. 


These Posters are lithographed in full colors from oil paintings. They are 
used for display in bank windows, lobbies and on the front of bank buildings. 


NATIONAL SERVICE BUREAU 
of NEW YORK, Inc. : 


150 Broadway - - 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when 


- New York City 





In dealing with banks which are 
members of the federal reserve, where 
they borrow money from both of us, I 
maintain that I am entitled to the same 
credit information that has been fur- 
nished the federal reserve. It has copies 
of the examiner’s reports and makes 
its own special examinations. Unless 
the correspondent can place his account 
on a satisfactory basis, of course, the 
aecount will have to be closed. 

The relationship with clients that 
proves the most satisfactory is the one 
of longest duration. Accounts that 
have been with the bank for 40 or 50 
years, bear a wonderful testimony of 
good banking service and there should 
be no need for any good client to ever 
leave his first home. The relationship 
should grow stronger with the years. 

The farmer had the right idea when 
his wife asked for a new baby buggy. 
“Mary,” he asked, “What is the matter 
with the one you have?” 

“John,” she replied, “It is worn out. 
We have raised nine children in it and 
we must have a new one for the baby.” 

John who was thrifty and economical 
replied, “Well, Mary, if you must have 
a new buggy for goodness sake get one 
this time that will last.’ 

Whatever you do, see that your good 
accounts last. 


Important Personal Relationships 


As the years come and go, there are 
relationships developed between the 
banker and his client that cannot be 
measured in terms of profits nor in 
dollars and cents. It is a relationship 
that arises above the sordid material 
things of life. Sometimes it is formed 
on the golf links, sometimes hunting in 
the woods, sometimes fishing in the 
lakes or along the quiet streams, some- 
times in the confticts of battle in the 
public forum or the committee room. It 
is that fine fellowship of kindred spirits 
that stands the stress and storms of 
life. 

Blessed is the banker who renders 
service to his clients in sueh a manner 
as to convert them into friends. 


DIRECTOR ACTIVITY 


(Continued from page 11) 


maintenance of sympathetic contact be- 
tween big business men and bankers 
for the profit of both. 

Bank directors are urged to study 
the laws and practices of banking on 
its protective side and told that they 
run pretty definite personal risks when 
they fail to do so, but the operating 
officers of growing institutions are 
strengthening the interest of their di- 
rectors in protective vigilance by in- 
creasing their activities in new business 
production. 

As Bob Brown was particular to 
point out, the rapid and sound growth 
of a bank is nearly always traceable to 
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directors who did not stop at electing 
able officers but who gave them active 
cooperation in attracting customers 
whose business would have been hard 
to get in any other way. 

The bank of small size or new develop- 
ment needs this policy more than the 
large bank where special operating 
officers can spend their time in contact 
with chosen lines of business. 

Even a 
however, 


great metropolitan bank, 
such a bank as the American 
Exchange Irving Trust Company, has 
a special neighborhood board for each 
of its branches. The members of these 
boards keep the -bank in close and 
sympathetic contact with the com- 
munity—they enter it frequently and 
lead new customers after them. 

Less than a year ago the writer in- 
terviewed President Lloyd of the Union 
Dime Bank—then the fastest growing 
bank of Wilkes Barre, Pennsylvania. 
He stated that many of his most sue- 
cessful coups in securing big accounts 
were the result, first of a conference 
with one or more of his directors, and 
then of a concerted solicitation by an 
officer and a director. 


Other Banks Use Directors 

The Depositors State Bank of Chi- 
cago—a neighborhood iinstitution—or- 
ganizes a new business drive among its 
employes every year which is inaug- 
urated at a dinner and this year the 
directors were present and personally 
promised to cooperate with the staff 
and as far as possible to be directed by 
ambitious employes who could work out 
effective contacts through their coopera- 
tion. 

The bank director has at least three 
spheres of activity, all of which his 
bank can treat as mines for new bus- 
iness contact. 

In the business sphere there are his 
associates, his employes, his customers, 
the houses from which he buys goods, 
and the business neighbors whose plants 
or offices are near to his. 

In the social sphere there are his 
relatives, his personal friends, the men 
he meets at his club or clubs, and the 
men who share his interest in the same 
neighborhood, the same community sub- 
urb, or the same rural township. 


In his altruistie sphere (and this is 
often the best of the three) there are 
his fellow committeemen in the cham- 
her of commeree, his fellow trustees of 
hospital or charity, his fellow vestry- 
men at church, his associate officers of 
business or neighborhood association 
—and so on through all the so-called 
“thank you” jobs that a successful bus- 
iness man inevitably accumulates. 

But it is the exceptional bank di- 
rector who makes the most of all his 
opportunities for strengthening his in- 
stitution without a system of regular 
stimulation carried on by the operat- 













At The 


Mississippi Valley 
In St. Louis— 
























THE Mississippi Valley Trust Company, 
St. Louis, using a Sales Campaign designed 
and conducted by T Harris Smith & Com- ~ 
pany, secured $6,780,000 of new business in 
90 days. _ This was in addition to the regular 
“counter” new business. 


$271 was the average initial deposit on new 
Savings Accounts; $9,700 was the average 
initial deposit on new Commercial Accounts. 


The profitable character of this business is 
proven by a thorough analysis of all the ac- 
counts which was made six months after the 
campaign was completed. 


Why not use one of our Sales Campaigns, 
and make 1927 a record year? Our experience 
in hundreds of campaigns will insure maximum 
results and save money. Wecarry the entire 
burden of “‘putting it over the top.” 


Each campaign is individually designed to 
conform with your established policies—there 
is no syndicated material of any kind. Ask 
us for more facts. 


T HARRIS SMITH & COMPANY 


Bank Deposit Builders 
231 South LaSalle Street 





CHICAGO 





ing bank officer responsible for business 
extension. 

Bob Brown developed a system based 
on precedents drawn from three other 
banks in widely separated towns. Its 
main features were these: 

First: A monthly meeting of the 
board was devoted entirely to business 
extension. Every day’s new and elos- 
ing customers were read over and dis- 
eussed. The next month’s advertise- 
ments and form letters were approved 
—often improved. The contact officers 
were asked about their activities, pres- 
ent and prospective. 


There may be many 
reasons why Banks buy 
Reed’s Mass- -magazine 
Plan the first time, but 
there is only one reason 
for renewals, on which 
Reed’s business is based, 
and you know what that 
reason is! 


Second: Each director in turn was 
asked for a suggestion on which profit- 
able effort could be based. His fellow 
directors took care to see that he made 


Bankers are careful of the 


character of their depositors— 
HECO 
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his plan specifie and to point out where 
his own personal activity might fit into 
it 

Third: A “big fish” prospect list was 
prepared and augumented by weekly 
additions. This contained the names 
of men and women whose business the 
Exemplary Bank and Trust Company 
might logically ask for because of the 
attitude of the prospect toward one or 
more of its The directors 
approved each new name as- a_ body 
and by united action added it to the 
quota of one member. It was then the 
part of the officers to stimulate contact 
between the director, the prospect and 
the bank. 

Fourth: At the quarterly meetings 
which declared dividends, the president 
read an itemized list of the new and old 
business for which 
sponsible. 
because 


directors. 


directors were re- 

This took but a few minutes, 
comment unnecessary. 
Results spoke for themselves. 


was 


FACTS OR MENTAL 
IMPRESSIONS 

(Continued from page 27) 

many mental 

necessary, 


computations would be 
leading to and 
possible error. 

Taking Company A as an example, 
we would start by dividing the cash, 
$273,389, by the total footings, $2,437,- 
919. This would result in a percentage 
figure of 11.21 and for Company B the 
cash, $9,448, divided by total footings, 
$446,667, would indicate 2.12 per cent. 

It becomes evident at once that Com- 
pany A is much stronger proportion- 
ally than Company B in its cash item. 
A much larger percentage of all its 


vagueness 
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assets is in actual cash. 

This same method applied to each of 
the separate items of the two statements 
will produce the following exhibit, in 
which both statements foot 100 and each 
separate item is a percentage of this 
total. 











Assets 

Company A Company B 

TE dake Keaamuaswauy 11.21 2.12 
Receivables 2. cc. ccces 33.75 28.97 
Ae ad 48.95 65.86 
eee eee 0 .00 
Mise. current assets .... 0 07 
Tetal current ....... 93.91 97.02 
Plant and equipment .... 1.59 2.39 
Misc. non-current assets 4.50 -59 
Total fixed assets .... 6.09 2.98 
WOE Ss wcddseenseeda 100.00 100.00 

Liabilities 

PERE: Swarkdeecucks 43.66 58.94 
CO ere Eee eS ee ee 0 0 
Mise. current liabilities . 0 0 
Total current liabilities 43.66 58.94 
Funded or mortgage debt 0 0 
Total debt 43.66 58.94 
DOR: Kaw caw dk ow 0 0 
eee eee 56.34 41.06 
ME Sdidve'sdademabae 100.00 100.00 
ae Tee 189.50 153.19 


The proportions as between any of 
the actual dollar items for either com- 
pany and as between the percentage 
amounts, for the same items, as above 
expressed is identical. The proportions 
of the figures are the same. 

The current ratio for Company A can 
be computed as follows: 





2.289,677 93.91 
— ——-—- or = 215%, or 2.15 to 1 
1.064,317 43.66 
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But this common size statement in it- 
self reveals several things at a glance— 
Company A is much stronger in eash, 
Company A relies much less on borrow- 

ings to secure capital on which to 

operate. 
Company A has much better sales 
compared to all its assets. 

Having reduced these statements to 


as 


a common size, we can very easily set 
them side by side for direct comparison 
or we can compare them to other com- 
panies or other standards which we may 
have available. 

As a matter of 
analysis, the several analytical 
of the companies are herewith 
given so that.this data may be even 
more comparable through direct propor- 
tions— 


completeness — in 
ratios 
two 


Company A Company B 


CIOS: caciecceaeeed 215 164 
Merchandise-receiables .. 145 227 
2 rere rT ee 925 1.377 
Worth-debt ...cccncces 129 69 
Sales-receivables ..... 61 28 
Sales-merchandise ...... 387 232 
GEE. caksvaenee 3,111 5.140 
Sales-worth .......... 336 373 


All figures are in percentages and 
ean be read, if desired, in the more com 
mon way by 
places. 


pointing off two decimal 
Thus, 215 becomes 2.15 to 1 
and the others after the same manner. 
While the percentage method of record 
ing may seem clumsy at first, because 
it has not been in general use, it is 


strongly advocated for reasons that 
will become evident when using ratio 


data in preparing a credit index. 
What is Normal? 


“Normal” is a much abused word and 
its use is dangerous. In these articles 
it will be used to indicate a figure that 
expresses what is find in 
any study. It must not be confused 
with “ideal” or “desired” or as neces- 


common to 


sarily expressing strength, or that figure 
which is demanded to express strength 
or soundness. 

The normal figure for the eash ae- 
count, on the 
for a 


common size 
wholesale hardware company 
would be the relation of the total of all 
the cash items of every wholesale hard- 
ware company to the sum total of all the 
hardware 
course it 


statement, 


statements. Of 
becomes evident at 


company 
once that 
no such figure could ever be developed. 
But it is possible to enlarge the horizon 
of individuals considerably by building 
a broader experience than is possessed 
by any one individual. 

As stated at the first of this article, 
every bank credit executive probably has 
a restricted knowledge of any industry 
within which he is lending money. 
Such knowledge is dependent upon his 
personal reactions to statements in that 
industry which come before him for 
analysis. Furthermore, his reactions, 
as against the whole industry and what 
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Tanna el einen 


eae 


a ce en eh eine ee 
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is typical in it, are fragmentary and 
probably inaceurate because in only 
jsolated eases has even this limited ex- 
perience been coordinated in any way. 

A first step toward a better under- 
standing of the real proportions could 
he made by any bank loaning executive. 
He could co-ordinate such experience 
already has in his files. His 
process would be to add together all 
separate statements of a similar type 


as he 


of business, consolidating the figures. 


Consolidated Statements 


This consolidated or combined state- 
ment would hold the average propor- 
tions for the number of statements of 
which it was the total. Certain individ- 
ual peculiarities would in a measure be 
washed out to a degree and even such 
a primary group statement would place 
a better background at the disposal of 
the analyst than the unrecordable 
separate impressions gained from read- 
ing an equal number of single state- 
ments. 

There are, however, two real primary 
objections to the general application of 
this method. The first of these is its 
manifest insufficiency. A combined 
statement, made up by the consolidation 
of five or ten separate statements, while 
being a truer guide than no study at all, 
or mental reservation based on these 
same separate statements without any 
consolidated analysis is still not a very 
efficient background. It is too small a 
sampling to allow for any real accuracy 
in the workings of the law of averages, 
on which such important items as in- 
surance rates of all kinds are based. 

The second objection lies in the 
tremendous duplication of effort which 
this individual development of the 
backgrounds would entail. A very large 
number of companies have several or 
many banking connections and these 
statements would find their way into 
many combinations of figures. Each 
time any such statement was so used, it 
would be a duplication of effort. 

The combination of these two primary 
objections raises a third and most im- 


portant objection. These separate 
combinations, of limited sampling, 


would be effective in only a very limited 
way and very largely inaccurate. Any 
one statement might have a predominat- 
ing and controlling effect upon any one 
grouping of figures. 

When combined with another set of 
Statements by another analyst, the 
background might well be different. We 
would then have, in a measure, benefited 
the individual by widening his consol- 
idated figure fact experience only to 
have his backgrounds probably econtra- 
dicted by similar, though different, 
backgrounds prepared by other analysts 
from data as comprehensive as his own. 


A multiplicity of such backgrounds 
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| Up-To-The-Minute Information 
on Industrial Milwaukee 


UR annual trade review, Industrial Milwaukee, 
includes reliable information compiled from au- 
thentic sources, on the number of firms in each 


industry, the wages and salaries paid, capital em- 
ployed, the value of the product for twelve months 
and the value of export business. 


The continuous picture it gives of the development 
of the industries of Milwaukee County from yéar to 
year is of definite value to anyone who has personal 
or business interests in this community. - 


Copies of the 1927 edition may be obtained, without 
charge, by addressing your request to our 
Commercial Service Department 


FIRST WISCONSIN NATIONAL BANK 


MILWAUKEE 
Capital and Surplus Ten Million Dollars 


from insufficient samplings of approx- 
imately equal authority might well lead 
to chaos for the analytical mind. While 
it is of some value to consolidate and 
make recordable the data under individ- 
ual control, it is of far greater import- 
ance to establish the validity of the 
principle and the real necessity of un- 
selfish and thorough examination into 
the real proportions of statement data 
on a sufficiently broad basis so as to 
make the findings of real indicative 
value. 


The board of directors of the Prinee- 
ton Bank and Trust Company of 
Princeton, N. J. elected John Colt first 
vice president of the institution. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





Bank Advertising will 
be better in 1927!— 
Reed’s Mass-magazine 
Plan sets new standards. 
—See for yourself before 


you decide what to do 
during 1927. 


Banks demand good charac- 


ter of their employes.— 
HECO 





































SAFEGUARDING YOUR VAULTS 








MODERNIZING OLD VAULTS 


How old walls have been surrounded with modern protection 
that resists burglar tools and modern torches 


bankers have 


psc 
their 


realized that 
vaults are inadequately pro- 


tected against attack by criminals with 


present day tools. 
past few years have been 
very helpful to bank burg- 
lars, and now a band of 
crooks, when planning an 
attack on a vault, has at its 
command a large assort- 
ment of attacking devices, 
such as pneumatie drills, 
highly effective chipping 
tools and, most important, 
the acetylene torch for burn- 
ing purposes. 

With such tools “yeggs” 
find the walls of vaults that 
were constructed years ago 
very much to their liking; 
and they seem to prey upon 


those which offer the least 
resistance. 
A number. of. banks 


equipped with these old style 
vaults have found them- 
selves in a very precarious 
position. How two of them 
have solved the problem of 
modernizing old vaults may 
be of interest, and is here 
described. 


A branch office of one of 
the larger banks in Cleve- 
land contained a vault which 
was constructed with brick 
walls some 20 or 25 years 
ago. Due to a defect in the 
locking mechanism, it was 
impossible to unlock the 
door and it was necessary 
to eut through the walls to 
release the locking mechan- 
ism at the back of the door. 
The owners were greatly 
surprised to find the short 
time necessary to make a 
hole large enough for a man 


to enter. The actual time 
taken was less than one 
hour. 

The owners realized 


efficient protection was needed, 


Inventions of the 
























that the best method was to inerease 
the strength of the walls, floor, and 


roof of the vault. 
This was done in the following man- 
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NEW CONSTRUCTION 
SPECIALLY REINFORCED CONCRETE 
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when 


this vault was constructed. 


It was decided to remove the outer 


eight inch wall and do away 
space, 
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This diagram ied how an old vault was made modern by building 


new reintorced concrete wall outside the old one. 
The vault was in use all during the 
period of construction 
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This diagram represents a vault whose walls needed strengthening 
and whose floor had to be replaced. The work was done 


more 
and, 


after consultation with their architects 


and with vault engineers, 


46 


determined 


and pillars were installed beneath it without 
interrupting the use of the vault 


ner: The sides of the vault had been 
built with two brick walls, each eight 
inches thick, and with an eight inch ait 
space between them. This was the cus- 








with the 
using the remaining eight 
inch wall as the inside form 
for an up-to-date concrete 
wall 12 inches thick. The 
reinforcing was an arrange- 
ment of shop-fabricated 
steel frames, 
that they not only rein- 
forced the vault structural- 
ly, but also offered the great 
est amount of protection 
against any form of attack. 


disposed so 


These frames were close- 
ly spaced and were con- 
structed of two specially 
rolled main bars connected 
by stirrups or diagonals 
placed at close intervals 
The diagonals were fastened 
to the 
mechanical connection made 
by a 30-ton pressure applied 
by a huge pneumatic press. 
The pressure produces a 
connection which is as 
strong as the diagonal so 
that the resulting frame is 
as solid as though it were 
forged out of a single piece 
of steel. 

Plain round bars were al- 
so laced horizontally through 
the frames. The units were 
designed with a special ar- 
rangement of bars, so that 
a positive interlock of 
frames was maintained be- 
tween the wall and the roof 
steel. It was not found 
necessary to remove the old 
roof slab, and steel for the 
new roof was placed direct- 
ly above the old ones. After 
the outside forms were 
in place, the concrete for 
both the walls and the roof 
was poured. 


The floor 


main bars by a 


slab was re- 


moved in halves and the steel placed to 


form a new conerete slab, which was 


completed with little difficulty. 


The whole time consumed in the re- 
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construction of the vault was less than 
two weeks, and it was kept in constant 
use while the new wall and roof con- 
struction was put into position. The 
floor slab was placed over a week end 
and the vault was out of use only for 
a period of two business days, while the 
concrete in the floor hardened. 

The original method for 
strengthening the floor slab was to place 
a new slab under the old one inside of 
the lower vault; but the method above 
described was used in place of this be- 
cause when workmen began to break 
holes through the vault floor for pour- 
ing the new slab underneath, they found 
that the existing slab broke up very 
easily, and the owners therefore decided 
to remove it entirely and replace it 
with new construction. 


suggested 


Examples of Remodeling 


Fig. 1. Shows the portions of the old 
vault construction, which were left in- 
tact and the new specially reinforced 
concrete which was added. The general 
results were very satisfactory and the 
bank suffered very little inconvenience. 

All concerned were very much pleased 
with the new construction, for in addi- 
tion to having a secure vault, they are 
now receiving the lower insurance rates 
which are granted to owners of modern 
vaults. 

Another instance was the reconstrue- 
tion of a vault in Delphos, Ohio. That 
city is very near Lima, where only re- 
cently yeggs made a successful entry 
into a vault and obtained a large sum 
from the bank and also looted a number 
of safe deposit boxes. The Delphos 
vault was built quite recently, with re- 
inforeed concrete walls, floor and roof 
12 inches thick, but the owners did not 
believe that the ordinary gridiron bar 
reinforcement in their vault was ad- 
equate, in view of attacks on other 
vaults in their locality. This no doubt 
led to a decision to strengthen the vault. 

Its dimensions were approximately 
14 feet by 10 feet outside, and the vault 
was lined throughout with a % ineh 
steel lining. Due to the limited space 
available for strengthening the walls, a 
minimum thickness was decided upon, 
with a heavy reinforcing. 

One side and the rear wall were made 
10 inehes thick, with the specially 
fabricated frames previously described 
placed three inches on center. On the 
other side of the vault there is a narrow 
corridor, and, due to the very limited 
Space available, an eight inch wall 
was used, with the same type of rein- 
foreing, but with the spacing closed up 
to two inches on ‘center. 

There was approximately three feet 
of air space between the roof slab of 

* vault and the room ceiling, and a 
new ten inch concrete slab was placed 
over the old one with little difficulty. 

The strengthening of the floor slab 
offered the greatest problem, due to the 
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THE FIRST TIME LOCK 
ever applied to al bank vault door 


After nearly forty years of faithful service 


the First National Bank at Morrison, Illinois, hon- 
orably retired this Great Granddaddy of all Time 
Locks, and installed its ingenious descendant, the 
Modern S$ &G Time Lock. The original lock 
still functions perfectly. Its cast bronze and steel 
working parts, machined, finished and assembled 
by hand, are inspiration for the veterans who 
make this generation’s §&G Locks. 


SARGENT & GREENLEAF, Inc. 


Makers of Bank Locks for 


Main Vault Doors, Vault Day Gates, 
Cashiers’ Lockers, Emergency Doors 


ROCHESTER 


steel lining in the floor. Because of 
this, it was impossible to hang form 
work below the floor and pour the slab 
by eutting holes through the old slab. 
However, the lower vault offered a 
solution to this problem, and the form 
work was built on jacks, one being 
placed near each corner of the lower 
vault. The steel was then placed in 
position and securely wired to the forms. 

The concrete was poured while the 
form was in this position, and after the 
slab had hardened, it was lifted by the 
jacks to its permanent position directly 
under the old floor. Brick piers were 
constructed under each corner, and after 
hardening for two weeks the jacks were 
removed, leaving the piers for per- 
manent support. (Cont. on next page) 
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Tellers’ Wickets, Tellers’ Cages, 
Safe Deposit Boxes, Grille Gates. 


NEW YORK 





Three hundred Bankers 
said:- ‘‘Reed’s Mass- 
magazine Plan can’t be 
improved at the price:- 
just keep it equally good 
for 1927!"’—But Reed has 
improved it and the 
price is the same! 


The character of the borrow- 


er governs the loan — 
HECO 
















The Special Cabinet 
for the “Sealed-Key” 
Envelopes for Noe 
3701 CC Lock 


























Do you know 







of any other 







safe deposit lock 







with these advantages? 












(1) A lock that keeps the secret customer. 
of its proper key up to the 
moment of renting. 


(2) A lock that compels the box 
renter to be the first andonly (5) A lock that does not have to 
handler of its keys. be drilled when both keys are 


lost. 





(4) A lock that does away with 
the open key tray. 









(3) A lock that absolutely and 
equally protects the bank, (6) A lock that takes care of the 
the vault custodian and the problem of “surrenders.” 


The new Yale Sealed Key Safe Deposit Lock No. 3701 CC has 
all these advantages—and more. 


Let us tell you about it. Write for a most interesting ‘“‘sealed 
key”’ safe deposit lock bulletin. 


The Yale & Towne Mfg. Co., Stamford, Conn., U.S. A. 
YALE MARKED IS YALE MADE 























Fig. 2. Shows the existing reinforced 
3 New Features: 26.6% greater concrete construction and the new 







; ei we = specially reinforced casing which was 
size— ore painters — 509 

} 50% added. 
more color —all at the old The method employed in reconstruct- 





ing this vault did not interfere in any 
way with its use while the work was 
going on. 

There are unquestionably a number 
of vaults similar to those deseribed, 
which probably should and could be re- 
built or strengthend. That this can be 





price in Reed’s Mass-magazine 





Plan for 1 927. 


See it for yourself. 








built on character— 00 the bank or its clientele has been amply 





demonstrated. 
While many knotty questions will 
Banks ‘‘sell’’ their customers come up in the solution of problems of 
on character— this kind, they will not prove to be 
HECO serious obstacles if competent engineer- 
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The business of banking is done without serious inconvenience to’ 
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ing talent is consulted. 

The strengthening of an _ existing 
vault is often advisable in preference to 
building a new vault, both from the 
standpoint of the possibility of using 
the vault while it is being strengthened, 
as well as the standpoint of economy. 
The cost of strengthening a vault in most 
instances would probably prove to be 
only a fraction of the cost of an entire 
new vault structure. 





TOWN GUARD MOVEMENT 
A REAL ECONOMY 


That it costs less to fight bandits with 
armed guards than to suffer their dep- 
redations has been demonstrated by 
Illinois banks. Figures reveal that the 
total bank losses resulting from bandit 
raids in Illinois in 1926 were but 
$45,811. During 1924 the total losses 
were $347,945. 

Sixty-five counties in Illinois have 
town guard organizations equipped with 
high powered rifles, plenty of ammuni- 
tion, and serving under the direction 
of the local sheriff. The expense of 
furnishing firearms and ammunition is 
in the neighborhood of $1,000 per 
county. Adding to this sum, the expend- 
itures of the Illinois Bankers’ Asso- 
ciation in carrying on organization and 
educational work, the total expense of 
bringing this organization about reaches 
close to $250,000. 

This is $100,000 less than it eost the 
bankers of Illinois to suffer bandit dep- 
redations in 1924 and is $50,000 less 
than the total of losses for 1925. In 
fact, the losses of Illinois bankers dur- 
ing January, February, and March of 
1925 totaled $241,000; in April 1925 
the town guard system was _ put 
into effect, and bandit losses during the 
entire nine remaining months of the 
year were only $61,034. 

The money invested in town guard 
organization is, of course, not an annual 
expense, while the saving effect is an 
imnual economy. Officials of the 
bankers association declare that the 
comparatively few gun fights which the 
town guards have had with bandits have 
been responsible for the great lessening 
of robberies, as the bank bandit is care- 
ful to pick out unprotected communities 
for his depredations and avoids all those 
where there is likelihood of organized 
resistance. 


NEW OFFICES FOR 
T. HARRIS SMITH 


T. Harris Smith and Company, bank 
deposit builders, have moved _ their 
offices. They now oceupy suites 1232 
and 1234 in the Illinois Merchants Bank 
Building, 231 S. La Salle St., Chicago, 
Tilinois. 
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NEW BUILDINGS 
PLANNED 


Pontiae, Mich.—Pontiae Commercial 
and Savings Bank branch, two stories, 
prick, conerete or stone, site not selected; 
probably mature early in 1927. 
Valley Stream, N. Y.—First N 
bi of Valley Stream, one story, 
and limestone, drawing plans. 


vational 


brick 


Penn Yan, N. Y.—Baldwin’s Bank, 





mature in near futurte. 





Vineland, N 
$80,000, 


J.—Tradesmen’s Bank, 
drawing plans. 





. J.—The First } 
Bank, contemplated. 


Whippany, N National 


York, N. J. 
Company, 
granite; $150,000, draw- 


West New 
York Trust 
50x 100 feet, 


West New 


two 





stories, 


bank and store building, one 
80 x 120 feet, corner of Third street and 
$60,000, brick with 
stueco and east stone exterior. 


story, 
American avenue; 


Huntington Park, Calif.—City Na- 
Huntington Park, one 
50 x 110 feet, 


econerete ex- 


Bank of 
story and mezzanine floor, 
reinforced 


tional 
conerete with 
$45,000. 


terior; 


Pasadena, Calif.—First 
Savings Bank of Pasadena 
National Bank of Pasadena, 
institutions, 200 x 240 feet, 
stories. 


Trust & 
and First 
affiliated 
five or six 


St. Louis, Mo.—Cass Avenue Bank, 
two story, 60 x 130 feet; location corner 
Avenue and 13 Street, contract 
awarded; architect St. Louis Bank 
Building and — Company. 


of Cass 





Decatur, ll_—Millikin 2 National Bank 
Association, $100,000, contemplated. 





Indianapolis, Ind.—Morris Plan Bank, 
remodeling, $15,000, drawing plans. 





The Rivet-Grip Steel Company, man- 
ufacturers of rivet-grip steel joists, 
trusses, and bank vault reinforcements, 
has moved into new quarters at 2404 
Prospect Avenue, Cleveland, Ohio. 


No Fillers! 


Eight noted writers wrote 
every word in Reed’s Mass 


magazine Plan for 1927. 


| 
ing plans 
Long Beach Calif—Bank of Italy, 





Coupon brings 
additional in- 
formation with- 
out obligation 


a 


4y 








LD VAULT D 


NX Series 600 and 1000 


pe VAULT DOORS, series 600 and 1000 
embody more new, thoroughly modern pro- 
tective features than ever before have been 
included in a vault door of standard manufacture. 
Outstanding among these features are devices 
that give greater protection, 


against Daylight Hold Up 


The Dieboid Daylight Automatic Locking Device auto- 
matically locks the pressure system so that the door may 
not be closed and bolts operated to imprison personnel 
and patrons in the vault. Patented by Diebold and 
secured only on Diebold Vault Doors, 


against Oxy-Acetylene Torch 
The Diebold Thermatic Locking Device operates within a 


few seconds after application of a torch to any section of 
the door. Tested and approved by Underwriters Labor- 
atories of Chicago. Obtains a reduction in your insurance 
ratings. A patented, exclusive Diebold feature. 


Reduce Installation Costs of 
Electric Alarm Systems / 


Accepted by all leading Electric Protection Manufacturers. 
Can be connected to any system at will. 


DIEBOLD SAFE &|ocK (Co. 


Factory and General Offices, CANTON, OHIO 


DIEBOLD SAFE & LOCK CO.. 


Canton, Ohio 


Send us additional information about your new series 600 and 1000 Diebold Vault Doors. 
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CHICAG 


Offerings 


for 


Conservative 
Investors 


6% 


First Mortgage Real 
Estate Bonds in 
which we have plac- 
ed our own funds and 
from which you may 
make your selection. 


2 TO 10 YEAR 
MATURITIES 


Write for complete list. 


CHICAGO TRUST 
COMPANY 


LuciusTeter JohnW.O 
President Vice-President 


REAL ESTATE LOAN 
DEPARTMENT 


Dayton Keith, Vice-President 


CHICAGO 











CHANGES IN CALIFORNIA 
BANK OFFICERS 
At a special meeting of the board of 
directors of California Bank many 
important changes in the official family 
were authorized: A. N. Kemp, the 
executive vice president was elected to 
the position of chairman executive com- 
mittee. Lewis E. Bliss, vice president 
formerly in charge of the Eighth and 
Broadway offices was transferred to the 
executive department at the head office. 
T. E. Ivey, Jr., formerly cashier was 
given a vice presidency at the same time 
retaining his position of cashier; junior 
vice presidents: A. T. Brett, formerly 
assistant cashier; F. M. Magee, manager 
credit department, and George A. Kern, 
manager of American branch. 


GENE AND JOHN 











When Gene Tunney, the world’s 
heavyweight champion, was in St. Louis 
recently, he made a eall on’ John G. 
Lonsdale, president of the National 
Bank of Commerce. Oh, nothing serious 
just a friendly “howdy’’, because Gene 
still has the “jack” he took from Demp- 
sey, and a little bit more. Tunney is an 
erudite champ who husbands his re- 
sources. That’s the reason he associates 
with bankers, or, better stated, that’s the 
reason bankers hunt him up. 

Lonsdale might not be down to form, 
but he certainly is up to size when it 
comes to stacking up against the heavy 
weight leader, as the picture plainly 
shows. 


LARGEST SURPLUS OF 
ANY BANK 


Directors of the Union Trust Com- 
pany of Pittsburgh, at the close of the 
old year, voted to increase the surplus 
of the company $3,000,000, from $47,- 
000,000 to $50,000,000, making it the 
largest surplus of any trust company 
in the world. The capital remains at 
$1,500,000. 

A. W. Mellon, secretary of the treas- 
ury, was first president of the company 
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and he remained a director and _ vie 
president until he entered the servic 
of the United States. 


NATIONAL BANK 
RESOURCES DECREASING 


In his annual report for the last 
fiscal vear, J. W. MeIntosh, comptroller 
of eurrency, suggested to Congress that 
the federal government is “gradually 
losing its positive control” over the 


banking industry. His statement in 
¢luded figures showing that national 


banks now hold only about 39 per cent 
of the banking resources of the country 


The statement of condition of the new 
Interstate Trust Company which started 
business in the financial district of New 
York, October 14, 1926, shows an in- 
crease of deposits of 334 per cent in 
the short period of two and a halt 
months, a record unparalleled in th 
operation of banking institutions in the 
United States. George S. Silzer, former 
Governor of New Jersey, and president 
of the Interstate Trust Company, co 
menting upon the statement said th 
bank closed the vear with undivided 
profits of $30,203, after payment of all 
organization expenses out of earnings 


At a meeting of the directors of the 
Citizens National Bank, Boston, Mas- 
sachusetts, Albert J. Carter, the cashier, 
was elected to the office of vice president 
and Harry H. Ham, brother of the late 
Guy A. Ham, who was president of the 
institution, was made a director. 





The following promotions of officers 
were made at the Foreman Trust and 
Savings Bank of Chicago: John F. 
Phillips, formerly assistant secretary, 
was made. vice president; John W. 
Ogden, assistant manager of the bond 
department; Lambert M. Mullin, assist- 
ant cashier and Lewis C. Coyner, assist- 
ant trust officer. 


Henry M. Dawes, president of the 
Pure Oil company, who resigned his 
post as a director of the Central Trust 
Company of Illinois, Chicago, in 1923, 
to become comptroller of the curreney, 
has rejoined the directorate of the bank. 


Directors of the Greenebaum Sons 
Bank and Trust company, Chicago, have 
elected Kenneth K. Duvall and E. B. 
Tilton, assistant vice presidents. They 
previously were assistant cashiers. 


Wilson W. Mills was recently elected 
to the board of directors of the Dime 
Savings Bank, Detroit, Michigan. Mr. 
Mills is a director of several corpora- 
tions. 
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New Berorum,AOrrH America 
as seen by an ambitious prince 
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A Rand MCNally Globe is 
the best of all geography 
teachers and a handy refer- 
ence map of the places you 
read about. It makes an 
ornament of rare interest in 
the home. The patented 
slanted horizon makes it easy 
to read. Obtainable at 
leading booksellers’ and sta- 
tioners’. Write for descrip- 
tive booklet, ‘‘A World of 
Romance.” 


Rand MCNally Maps 
for every purpose 


School Maps ~ Climatic Maps 
Auto Road Maps Economic Maps 
Political yn Linguistic Maps 
Commercial Maps Historical Maps 
io Maps Mileage Maps 
Population Maps City Guide Maps 
Special Maps to order 


HERE was once an ambitious prince 

who had owned and lost a choice 
portion of that territory now known as 
the United States of America. 

He hoped some day to regain it. 
And while wresting actual possession 
out of the hands of the powerful Eng- 
lish might be a difficult matter, nothing 
could prevent him from making a map 
of what his heart desired. 

This, therefore, he had done, labeling 
it New Netherlands, or in Latin, Nova 
Belgica. 

It was easy enough in those days. 
Existing maps were collected and com- 
pared and the various renderings 
adapted to the maker’s fancy. 

One put Lake Champlain here and the 
Hudson River there, with the Con- 
necticut River running almost any- 
where in between. A capricious curli- 
cue did nicely for Cape Cod. 

The result was decorative indeed, as 
you can see from the above. But it 











is hardly to be recommended as a guide 
for the traveler of today. 

Much more exacting are the demands 
upon the modern map maker. 


He must be accurate to the fraction of 
a mile. His sizes, positions, distances 
and proportions must be precisely 
right, or the map is unreliable, therefore 
worthless. 

It is principally as America’s largest 
and most successful map-making house 
that Rand MCNally & Company have 
won their widespread reputation. 

This implies a habit of meticulous 
care, of scrupulous accuracy down to 
the smallest detail. It implies singu- 
larly high standards in all Rand 
MCNally & Company’s greatly varied 
activities. 

Rand M€Nally Maps, Globes and 
Atlases are always scientific, accurate, 
up to date. Obtainable at leading 
booksellers’, stationers’, or direct. 


MENALLY & GOMPANY 


Map Headquarters 


Dept. N-2 


536 S. Clark Street, Chicago 
Washington 


San Francisco 


270 Madison Avenue, New York 


Los Angeles 
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The only department of its hind i in any banking publication 


as 4 
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The directors’ room on the mezzanine 
floor is flooded with light 


HE people of every community 

take it for granted that such a 
quasi-public institution as a bank will 
make of the building which is to house 
it, an imposing structure to which they 
may point with pride. 

While in general, such a happy situa- 
tion usually develops, there are certain 
fundamental reasons which inevitably 
control the officers,of the bank and the 
architect, working together, in arriving 
logically at plans and designs which 
approach the popular ideal. 
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The First National Bank of Jefferson City, Missouri. 
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It is designed to be light, airy, and cheerful 


Daylight and fresh air are featured in this bank, 
and both depositors and workers are benefited 


By W. E. ZUENDT 


Active Vice President, First National Bank, Jefferson City, 


A strategic selection of the site gave 
the First National Bank of Jefferson 
City, Mo., an important advantage. It 
is on high ground, on important thor- 
oughfares near to the 
and the state capitol. The adoption of 
a lofty ceiling height with unusually 
generous window openings between piers 
of ample proportion, was for the utilita- 
rian purpose of providing an airy, thor- 
oughly lighted banking room. The 
scale of these openings and piers im- 
parts a majesty and dignity of propor. 


business center 


Missouri 


tion which typifies the breadth and 
soundness of this financial institution. 

The selection of Carthage Stone for 
the exterior walls and piers promises 
a monumental effect worthy of the de- 
sign, and in harmony with that 
architectural masterpiece only a short 
distance away—the Missouri State 
Capitol. 

The six great arched windows to the 
East and the three to the North flood 
the interior with light and air, while 
happily combining in the design a 
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Entrance Commonwealth Apartments, Cedar Rapids, la. 
H. E. Hunter and Norman Hatton, Architects 
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Throughout the land, buildings rise like magic—new spires, new 
towers pierce the old familiar skylines with amazing rapidity. In 
step with their speedy completion Midland Terra Cotta with its 
plasticity and flexibility of form and color lends each building a 
distinction truly individual without tiring repetition or sameness. 


Midland Terra Cotta Company 


105 West Monroe Street, Chicago, Illinois 
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finished building for the bank’s voe- 
cupancy, and a dignified base for the 
erection (at some later date) of the five 
office floors which have been planned to 
cap it. 

Entering through the central arch on 
High street, the visitor passes through 
a tessallated square lobby with marble 
wainscot and enriched ceiling of plaster 
and having cut off corners to conceal 
the necessary radiation. In the future, 
this lobby will not only serve the bank 
as at present, but will give access to the 
elevators and stairs leading to the office 
building above. 

Through the doors opposite the main 
entrance, one passes directly into the 
great banking room, 50 feet by 60 feet, 
and 26 feet 6 inches high, the open 
treatment of which gives an air of spa- 
ciousness and rich dignity in harmony 
with the exterior design. 

The public space paved with Carth- 
age marble is flanked on either side with 
the bank screen and officers’ enclosures, 
while across the south end is the rail 
shutting off the main vault and safe 
deposit department. 

The counter, the railing and the 
wainscoting along the trimming of en- 
trance and vault doors, the square piers 
supporting the groined arched ceiling 
are faced with Travertine marble of 
a warm creamy tone. Above this beau- 
tiful base, the tellers’ enclosures are 
designed in a simple but rich combina- 
tion of bronze and glass, while the check 
desks in the center of the publie space 
recall this treatment through the use of 
the same materials. 











ROMEO SAVINGS BANK, ROMEO, MICH, 
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Whenever the inevitable growth and 
expansion warrants the construction of 
the office building above the bank, it is 
planned to install in the basement, a 





This view from the mezzanine floor 
shows how attractively the ceiling 
and its decorations are planned 


thoroughly modern safe deposit depart- 
ment with mob and burglar proof vault 
and preparations for this feature are 
included in the present structure. For 
the time being, ample safe deposit 
facilities are provided in the steel lined 
armored concrete, burglar proof bank 
vault, equipped with the latest type of 


rectangular entrance door and round 
emergency door. Special ventilation is 
provided for this vault and ample 





‘THs beautiful New Home for the Romeo Savings Bank of Romeo, 
Michigan, is the second bank building we have planned and are 
building and equipping in Romeo within a year, under our “guaranteed 


limit cost” form of contract. 


We have many satisfied customers. 


We can satisfy you, too. 


Our expert advice is free to you with no obligations 


BOND-HUBBARD COMPANY, Bank Builders 


1461 First National Bank Building 
SC ————SSE—SSSSSEanEE=SSSSSSSSSSSS OV 


CHICAGO, ILLINOIS 
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and committee rooms are adjacent 
facilities in the way of coupon booths 
thereto. 

Above the vault, shut off by a sereen 
partition with access by special stair- 
two mezzanine floors for 
library, file rooms and conveniences for 
the working staff, while at the front 
over the lobby and consultation rooms 
are located the rest and toilet rooms 
for women patrons, and the beautifully 


proportioned directors’ room. The 


case, are 


three arched windows lighting this 
room lend themselves to the groined 
arched ceiling treatment in plaster, 


while the walls are wainscotted in dark 
wood above the marble base. 


SEAMEN’S BANK 


IN NEW HOME 





The Seamen’s Bank for Savings, now 
in its 98th year, opened its ninth home 
at 74 Wall Street recently on the site 
where it has done business since 1871. 
More than 100,000 invitations to visit 
the new banking offices were issued. Of 


these, 80,000 represented depositors. 





New Seamen’s Bank 


Since its establishment on May 11, 
1829, in a humble fashion, on the second 
floor of a ramshackle building at 149 
Maiden Lane where its business for that 
vear amounted to $14,494, the Seamen’s 
Bank for Savings has always been 
located in the vicinity of Wall and Pear! 
streets. In 1847 it had passed the 


$1,000,000 mark, in 1873 the $10,000,- 
000 milestone was passed and at present 
the deposits are more than $80,000,000 
with resources of over $100,000,000. 






Banks should buy the 
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HOME BANK & TRUST COMPANY 
Ashland Ave. and Division St. 
Chicago, IIl 


Officers 


PETER L. EVANS none 


esident 
L. H. PRYBYLSKI se Sion digit Sa ae ace oa 
JOHN J. KRAUSE....... . Vice President 
UR ot errr err errr er: 
Ps RE CUES 5 Sa sccscncacanacadaweeddcecce WHEE 
i POE ildct cai cice kbs ences padeceumarnaeeeundas Cashier 
PALE, ROGEINFIOLISE 2 oc cc cccnscccccscccescccs AMER Camier 


BANK SPECIALISTS 


ENGINEERS ARCHITECT DESIGNERS INTERIORS 
BANK BUILDINGS , COMPLETE EQUIPMENT VAULTS 


Write for Our Beautifully Illustrated Portfolio on Bank Art Shewing Our Work 


K. M. VITZTHUM & CO.,, INC. 


VITZTHUM—BURNS, Architects 


307 North Michigan Avenue, Chicago, IIlinois 
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WALL STREET BANK TELLS 
STORY OF NEW BUILDING 





EGINALD PELHAM BOLTON is 
the author of an interesting illus- 
trated history of the site of the new 
Equitable Trust Company 
building now being ereet- 
ed at Broad, Wall Streets 
and Exchange Place, 
which has just been pub- 
lished in attractive form 
and consists of 38 pages. 
Mr. Bolton is vice pres- 


ident of the American 
Seenie and Historie 


Preservation So’ciety, 
author of “Indian Paths 
in the great Metropolis,” 
“Relics of the Revolu- 
tion,” and other historical 
works. 

“Tt is difficult to imag- 
ine the financial district 
of today as the ‘schaap 
weyte’ or sheep pasture 
of the early settlers of 
New Amsterdam, down 
the center of which a lit- 
tle brook meandered 
through a swampy tract, 
now covered by our mod- 
ern Broad Street and 
then known as ‘blom- 
maert’s vly,’ or mead- 
ow,” says the author. 

The new Equitable 
Trust building will be 38 stories high 
and takes the place of the old Mills 
building, which until recently occupied 
the same site but has since been razed 
to make way for the new structure. 

At a meeting of the executive com- 


* * 


MORRIS PLAN COMPANIES 
HAVE NEW BUILDING 


The group of companies headed by 
Arthur J. Morris, founder of the 
Morris plan system of industrial bank- 
ing, will move in the latter part of 
April to the Graybar Building adjoin- 
ing New York’s Grand Central Term- 
inal on the East. This building is being 
erected on the block bounded by Forty- 
third and forty-fourth streets, Lexing- 
ton Avenue and Depew Place, and will 
be the largest office building above 
ground in the world. 

The group of companies includes the 
following: 

Industrial Finance Corporation 

Industrial Acceptance Corporation 

Morris Plan Corporation of Amer- 

ica 





mittee of the board of directors of The 
Equitable Trust Company in New York, 
Arthur A. Miller was appointed vice 


Broad and Wall Streets and the new Equitable 
Trust Company Building 


president. 

Mr. Miller became associated with The 
Equitable in 1903 as a loan clerk. In 
1914, he was appointed assistant treas- 
urer, and in 1918 was made treasurer of 
the company. 


* * 


Morris Plan Mortgage Corporation 

Morris Plan Securities Corporation 

General Bond and Share Corpo- 

ration 

Puritan Corporation 

Realty Acceptance Corporation 

Stuyvesant Corporation 

The Graybar Building will have a 40 
foot coneourse which will lead . right 
into the Grand Central terminal and 
serve as its principal Eastern entrance, 
only 200 feet from the information 
booth and the outgoing “Twentieth 
Century Limited.” 


The Graybar Building was designed 
by Sloan and Robertson, and is being 
erected by the Todd, Robertson, Todd 
Engineering Corporation. Eastern 
Offices, Ine., are the owners. 
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CHICAGO FIRST NATIONAL 
REPORTS PROGRESS 


The First National Bank of Chicago 
is making splendid 
building program. Some months ago 
it bought the banking and office 
buildings that adjoined its own build- 
ing as well as additional ground to the 
north. A new building has been added 
on this additional ground and has been 
in use since February, 1926. 

The banking floor of the building pur- 
chased is being remodeled and an en- 
larged safety deposit vault is being in- 
stalled in the basement, This rear. 
rangement will give banking offices that 
are a full block long. New quarters 
have been provided for the trust de- 
partment on the fourth floor which gives 
it greater opportunity for expansion. 

In the annual report to stockholders, 
M. A. Traylor, president, says that the 
cost of these improvements will total 
seven or seven and a_ half million 
dollars. His report shows that both the 
First National Bank and the First 
Trust and Savings Bank, as well as the 
affiliated institutions, the two First 
Trust Joint Stock Land Banks, which 
are located at Chicago and Dallas, 
Texas, enjoyed a prosperous year in 
1926. 


progress in its 


The outstanding features of the new 
building of the Hamilton National Bank 
of New York located at 110th Street 
and Broadway and known as the Uni- 
versity office, is the elimination of 
sereens. The counter has two levels. 
The first level, three feet six inches from 
the floor, has a ledge to be used by 
depositors in counting their currency. 
Over the marble surface of the second 
level, which is a few inches higher, 
deposits are to be received and checks 
cashed. On this level is an ornamental 
iron railing. On the inner side of the 
counter is a recess, lighted by electric 
lamps in which space the tellers will 
keep money and papers. 


STATE BANK OF CHICAGO 
STARTS NEW BUILDING 


Final plans for the new $15,000,000 
home of the State Bank of Chicago 
have been approved and actual con- 
struction work started. The building 
will require more than a year to build 
and when completed will be one of the 
most magnificent of LaSalle Street’s 
financial institutions. 

In addition to the bank, it will house 
the Chicago Stock Exchange. Located 
at the Southwest corner of LaSalle and 
Monroe Streets, on a lot 189 by 186 
feet, the building will rise 272 feet from 
sidewalk to parapet. It will have 22 
stories above the street level and three 
basements below. 

The Chicago Stock Exchange will be 
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on the second floor to the south of the 
banking room and will oceupy an area 
approximately fifty-six feet by one 
hundred sixty feet. The board room 
and private offices will be appropriately 
' treated in a finish of marble and bronze. 
h The first floor of the building will 
t have offices for brokers and other uses 
of high character. There will be an 
L-shaped areade leading from Monroe 
i Street to LaSalle Street, fronting which 
' will be additional shops. In the central 
portion of the ground floor the savings | 
department of the bank will be located, 




















| 
making this department easily acces- 
sible. ‘ e 
' The office building above the bank i 
quarters will consist of 18 stories. The i 
F 
| 
| OME Hy Se eh Boch ae ss” il Hace 
SECOND NATIONAL BANK 
i NASHUA, N. H. 
HE fear of an excessive overhead 
expense prevents many a banker 
from having erected the adequate and 
i iy j iii fi my imposing bank building demanded by 
a ment his institution. 
ee 8 Se i am Mie 
This problem may often be solved by 


The new building of the State Bank of 
Chicago now under construction 


incorporating a floor of offices above 
t the banking room. Such an arrange- 
elevator, eorridor and office layouts of ment not only produces a substantial 
these office floors will constitute the income and brings the name of the 
| last word in high-grade office building é . 

bank to public attention but affords: a 


planning. There will be 14 elevators of 
the most modern type. ready means of expansion in later years. 


The individuality of a bank building 
is not lost in the photograph above and 
still nine offices are provided on the 
second floor. 


: 


The most notable change in personnel 
among Chicago banks was the retire- 
ment of J. Ogden Armour, chairman of 
Armour & Co., as director of the Conti- 
nental and Commercial Banks. To sue- 
ceed him, Philip D. Armour, vice pres- 
ident of Armour & Co., was made a 
director of both the national and state 
banks and also the Continental and 
Commercial Company. Charles F. 
Glore was elected director of the na- 
tional bank and George F. Getz was 
made a director of the state bank. 


MOWBRAY & UFFINGER 


INCORPORATED 


ARCHITECTS. 
BANK EQUIPMENT & VAULT ENGINEERS 


; 221 WEST 57™ STREET 
| tures in Reed’s Mass- NEW YORK 





sUivcro eich alaeicce 


magazine Plan for 1927 
See them for yourself. 
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What Our Service 
Consists of— 


Interior view of COMMERCE TRUST AND SAVINGS BANK, Chicago, I!1. 


ial | 


—_ 


design of proposed building. 


conjunction with owner. 


3—Complete superintendence. 






HIS is the new quarters of 

the Commerce Trust and 
Savings Bank which we have 
just completed. Floors of art 
marble, bank screen of Botta- 
chino marble with counters of 
black and gold, walls are fin- 
ished with Craftex to imitate 
Travertine marble, an artistic 
inexpensive interior. 





Write for our brochure 
“The Open Door to Bank 
Architecture” which, be- 
sides featuring some of 
our work in the way of 
photographs, contains in- 
formation of interest to 
banks contemplating 
building. 


“WRITE TODAY” 


1—Consultations, preliminary sketches, estimates of cost, including water color 


2—Complete plans, specifications, full size details and awarding of contracts in 


W. GIBBONS UFFENDELL, INC., Bank Architect 


39 S. STATE STREET, CHICAGO, ILL. 








NEW PHILADELPHIA BANK 


BUILDING 





COMMERCIAL bank extending 

lines of credit to merchants and 
manufacturers may retain its customers 
even though the location has become 
inconvenient through shifting of the 
business center. 

Trust companies, on the other hand, 
find it important, if not imperative, to 
make it as easy as possible for actual 
and potential clients to establish con- 
tacts with them. 

An institution like the Fidelity- 
Philadelphia Trust Company, of Phila- 
delphia, with trust funds exceeding 
$600,000,000, might by its very pres- 
tige and stability continue to enjoy 
steadily increasing business and clientele 
irrespective of any shift in the financial 
center of the city. 

Confronted with such a shift, how- 
ever, the decided to place 
service to the community above every 
other consideration. With this in view 
it will shortly begin the erection of a 
hank and office building costing more 
than $10,000,000 on a plot assessed at 


company 


$4,800,000. It will be the largest office 
building in Philadelphia, situated in 
the most prominent and readily acces- 
sible section of the city. 











New building planned for the Fidelity- 
Philadelphia Trust Company 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





The present main 
company is in the 
financial section. 
be in the heart 
section. 

Thirty stories in height, with two 
basements, the new building will house 
approximately 2,000 tenants and have 
a population of 5,000. Demolition of 
the buildings now on the site will begin 
March 1, 1927. Simon & Simon, of 
Philadelphia, are the architects. 


building of the 
heart of the old 
The new building will 
of the new financial 


When the building is completed it 
will dominate the impressive structures 
that surround it. It will rise 377 feet 
above the street level. The height by 
which it will top some of its larger 
neighbors is as follows: Land Title 
Building, 57 feet; North American 
Building, 110 feet; Ritz-Carlton Hotel, 
195 feet; Manufacturers’ Club, 191 
feet. 


The general ground plan of the build- 
ing is in the shape of a huge letter “H” 
with the hyphen of the “H” set not 
exactly at center but a little nearer the 
front on Broad street. The “H” plan 
does not apply to the first five floors, 
which are built solidly over the whole 
area of the plot. 


Above these five floors, huge front 
and rear recesses for light courts occur, 
forming the “H”. These light courts 
are wider than the average city street. 
On the Broad street front, the light 
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court is 100 feet wide and 50 feet deep, 
i and in the rear of the building it is even 
: larger, the dimensions being 100 feet 
wide and 70 feet deep. These light 
courts assure exceptional daylight illu 
mination and air. 
The impressiveness of the building as 
a whole will be enhanced by the facet 
that all exposed exterior surfaces from 
top to bottom and on all sides will be 
faced with limestone. 
Additional exterior features worthy 
of attention inelude: 2,400 windows | 
whose frames are entirely of bronze. 





The entire top floor and the mezzanine 
are planned to make them available for 
a dining club such as the Bankers Club 
in New York. 

The quarters of the Fidelity-Philadel 
phia Trust Company in the building 
will constitute one of the most complete 
impressive banking offices in the eoun- 
try. They will comprise the two base- 
ments and most of the five lower floors. 

The trust company vaults, to be 
located in the two basements, will 
embody all the latest protective devices 
and will be comprised in one vault WOONSOCKET INSTITUTION FOR SAVINGS 
WOONSOCKET, R. I. 


ATTEN mE me emt ee 


(Drawing) 

enclosure, two stories high and measur- 
ing 32 feet wide by nearly 90 feet deep. 
This vault structure will be a unit 


Announcing 


' entirely apart from the building con 

struction. The building itself will be 

trussed over the vault enclosure, this 7 
eliminating the passing through of New Banking Quarters 
columns. 

: Safe deposit and silver storage vaults 


will be in the upper basements, where, 
adjoining the safe deposit department, 
will be examination rooms, writing 
rooms, ete. In the lower basement will 


THE ABOVE view shows the 
new attractive banking quarters 
» gf awniciyncerdendengyic to be occupied by the Woon- 
eral, and so on. socket Institution for Savings 
Teen of Woonsocket, R. I. 
It will be erected of limestone 
and granite, and will have a 
Philadelphia, Pa.—The Tioga Nation- bronze front. 
ae Why not let us help you also 
in planning the design for your 
ls i eae Wek Salil new banking home. Our serv- 
Bank, contemplated. ices are always available to a 


Brockton, N. Y.—The First National bank of any type or size in the 
Bank, cont slated. ° 
<ianageet United States. 


NEW BUILDINGS 
PLANNED 





New York, N. Y.—Seward National 
Bank, site not selected, contemplated. 


Jersey City, N. J.—The Central 
Avenue National Bank, contemplated. 


=== | HOMAS M, JAMES COMPANY== 


Bank Architects and Equipment Engineers 


26.6% greater size in 
Reed's Massmagazine 


Plan for 1927, but no in- 


342 Madison Ave., New York 3 Park St., Boston 


crease in price. 





See it for yourself. 
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Union. 


project. 





Twenty-three Bank Buildings 
Costing $5,800,000 


OMPLETELY designed, built 

and equipped by the St. Louis 
Bank Building & Equipment 
Company. 


We do a national business, having 
had contracts for bank building, 
designing or equipping for institu- 
tions in thirty-six states of the 





Our latest publication, “Preliminary 
Service for Comtemplated Bank Build- 
ings,” describes how any banker may 
plan a building with assurance that he 
will not be disappointed in design, in- 
terior arrangement or final cost of the 


A copy of “Preliminary Service” will be mailed you on request 


| §T. Louis BANK BUILDING 


AND EQUIPMENT COMPANY 
Banks Exclusively 


NINTH AND SIDNEY STREETS ---; ST. LOUIS, MO. 
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Ten nationally known paint 


as before 


—helped to make Reed's 


ers—twice as many 


Mass-‘magazine Plan for 1927 


See it for yourself. 





NEW CHICAGO BANK 


Officers and directors of the new Con- 
gress Trust and Savings bank, to be 
opened soon at Congress Street and 
Wabash Avenue, Chicago were elected 
as follows: 

Henry S. Henschen, president; Philip 
F. W. Peck, vice president; Thor H. 
Erickson, cashier, and Oliver W. Reese, 





assistant cashier. Directors in addition 
to Mr. Henschen and Mr. Peck are 
Albert I. Appleton, Norman E. Ben- 
singer, Vail R. Bucklin, Alfred Cowles, 
Eugene R. Farney, Mitchell D. Follans- 
bee, Adolph Lindstrom, Roy O. Nereim, 
J. A. O. Preus, Alexander H. Revell Jr., 
Paul Schulze, Ernest J. Stevens, and 
P. D. Swigart. 


CHICAGO BANKS DECLARE 
STOCK DIVIDENDS 


Three Chicago banks declared stock 
dividends of 25 per cent, thereby 
capitalizing portions of surplus. The 
Northwestern Trust and Savings in- 
creased its capital stock from $1,000,- 
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000 to $1,250,000, the Seeond North- 
western State increased its capital 
from $200,000 to $250,000, and the 
North Avenue State Bank increased its 
capital from $400,000 to $500,000. 


FIRST NATIONAL OF 
CHICAGO ADDS TWO 
VICE PRESIDENTS 


James P. MeManus and Alfred B. 
Johnston were elected vice presidents 
of the First National Bank of Chicago 
at the meeting of the board of directors 
following the annual meeting of stock- 
holders. Both are promotions 
assistant vice president 
members of the bank’s Quarter-Century 
Club. Mr. MeManus is in the banks 
and bankers division and is well known 
throughout the Middle West, 
been consistent in attendance 
tions for many years. Mr. Johnston 
is at the head of the personnel division 
of the bank. 

Carl E. Schiffner, who served 
apprenticeship in the 
new business 


trom 
and both are 


having 
at conven- 


a long 
advertising and 
department, was made 
of the loaning 
He has a large acquaintance 
among men who write financial copy 
and has been active in the promotion 
of better bank display windows. 

In the First Trust and Savings Bank, 
Austin Jenner was appointed assistant 
cashier and John D. Pollock was made 
assistant manager of the real estate loan 
department. Roy R. Marquardt was 
promoted from assistant cashier to 
assistant vice president. All officers of 
both banks were re-elected and _ there 
were no changes in the boards of 
directors. 


assistant cashier in one 
divisions. 


BANK PAYS $450 A SHARE 


San Francisco Bank increased its 
regular quarterly dividend rate from 


$50 to $60 a share and declared an extra 
of $52.30 in place of the $42.50 which 
it has been declaring quarterly. The 
total annual dividend is now $450. 

The shares are quoted in excess of 
$10,000 on the San Franciseo Stock and 
Bond Exchange. The bank has capital 
of $1,000,000, surplus and profits of 
$3,550,000 and deposits of $105,000,- 
000. 


LIBERAL STOCK DIVIDENDS 
PAID BY SEVERAL BANKS 


The Marine National Bank of Mil- 
waukee declared a stock dividend of 
100 per cent, raising the outstanding 
stock from $500,000 to $1,000,000. The 
bank reports a surplus of $750,000 and 
undivided profits of approximately 
$150,000. 

The dividend rate on the old stock 
was 16 per cent annually, but it is not 
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Encourage Acquaintance 


WENTY years ago the trend of banks toward 
better buildings was looked upon by many bankers 
as an extravagance. It was in those days, too, that 
banks refrained from advertising, and for much the 


same reason. 


Opinion has changed. The old, poorly planned 
banks, with their insecure vaults and unattractive in- 
teriors, are being replaced. Directors have concluded 
that these are the truly extravagant buildings. These 
buildings can do little more for the bank today than 
give it shelter. Their appeal was to another day and 


another public. 


The modern type of bank building has done much 
to free banking from its former atmosphere of aus- 
terity. The banker has been effectively aided in in- 
ducing the public to acquire its more geheral acquain- 
anks and their functions which has been 
so great a factor in the growth of banking since 1900. 


TILGHMAN MOYER COMPANY 


tance with 











The Design, Construction and Equipment of Bank Buildings 


SHALL we send you a copy of our book, ‘‘Building 

the Bank for Business’? Governor Harding en- 
dorses it, saying: ‘I wish to compliment the excellent 
The book discusses the 
Bank Building as you would in board meeting. Loca- 


suggestions and sound ideas.”’ 


ARCHITECTS - ENGINEERS 


Name: 


tion, Investment, Plan, Cost, Vaults are some of the 


subjects. It will be sent you at no cost or obligation. 


Use the coupon. 


expected that this rate will be main- 


tained after the doubling of the stock. 
The new rate will not be announced 
until the next dividend meeting in 1927. 

Marshall and Ilsley Bank of Milwau- 
kee announced a 25 per cent stock 
dividend. 

Tarrytown National Bank & Trust 
Co., Tarrytown, N. Y., declared a stock 
dividend of 100 per cent, a special cash 
dividend of 25 per cent, surplus and 
regular quarterly dividend at 7% per 
cent. 


NEW YORK BANKS 
EARN 19.6 PER CENT 


Dividends of 35 representative great- 
ev New York banks and trust companies 
forl926 totaled $76,415,000, or 19.6 per 
cent on a capital investment aggregat- 
ing $389,700,000. Regular payments 
totaled $72,265,000 and “extras” $4,- 
150,000. These institutions, on their 
stock market value as of December 22, 
ot $2,279,950,000, yield an average re- 
turn of 3.3 per cent. 

First National, with capital of $10,- 
000,000, and National City, with $50,- 
000,000, distributed the largest amounts 
during the year, $10,000,000 each 
First National is paying 100 per 
cent on capital and National City 20 
per cent, both including payments for 
account of security companies which 


Address: 


are owned by bank stockholders. Chase 
Bank, with capital of $40,000,000 and 
market value of $170,000,000,  dis- 
bursed $6,400,000, including dividends 
of Chase Securities Corporation. 


The second largest savings bank in 
Connecticut is created by the merger of 
the Bridgeport Savings Bank and the 
People’s Savings Bank of Bridgeport, 
agreed upon recently. The proposed 
consolidated bank will be known as the 
Bridgeport-People’s Savings Bank. It 
will be second only to the Society of 
Savings of Hartford, which has deposits 


TILGHMAN Moyer Company, Allentown, Penna. 


Gentlemen: Without obligation, please send me a copy 
of “Building the Bank for Business”. 


Low Unit Cost ‘Thru 
Volume 
| aaa \%) eee SS See 


& Banker \ss la 
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of $48,000,000 as compared with about 


$28,500,000 held by the two local banks. 

Dr. Fred G. Angeny, has been elected 
president of the Avon National Bank, 
Avon, New Jersey. 


1925 AND 1926 COMPARED 


(Figures compiled by R. G. Dun and Co.) 


$522,505,300 000 
5,637 864,000 
7,801,313,000 
4,840,000,000 
4,480,000,000 


Railroad Earnings....... 
Farm Crops... 


Merchandise Exports... . 
Merchandise Imports 
Net Gold Imports. 
Commercial Failures... . 
Bond Sales (par value). . 
Stock Sales (shares) 


+To December 1, both years. 
*Net exports. 
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3,029,685 ,000 


1926 1925 
$512,050, 100,000 
5,410,617,000 
8,949,321,000 
4,909,847 ,000 
4,226,589,000 
*135,614,000 
443,744,000 
3,399,646 ,000 
452,334,000 


87,988,000 
409,232,000 


449,103,000 









HE banker who persists in taking crop mortgages as the only 

security will sooner or later get into trouble. 
lord’s duty to see the farm worked and not the banker’s. 
the landlord furnishes the money, he superintends the spending 
of it, which is an advantage to the farmer and the banker. 





It is the land- 
When 


W. W. WooDsoNn 








FARMING SURPRISES FOR BANKERS 


Six surprises experienced by Pennsylvania bankers 


co tga agg BANKERS. held 


their fourth annual 
agricultural committee in 1 
of approximately 35 
western Pennsylvania. 
These tours have covered 
more than 2,500 miles dur- 
ing the past four years 
and brought the 
committee in personal 
touch. with several thou- 
sand bankers and farmers. 

The tours are an in- 
spiration. The meeting 
of the committee with 
county bankers assojia- 
tions, clearing house asso- 
ciations and business or- 
ganizations at noon and in 
the evenings enroute have 
brought to these business 
men the value of 
banker -farmer coopera- 
tion and we believe have 
had much to do with the 
economic prosperity of 
Pennsylvania. 

There are always things 
to surprise the fellow who 
looks over the fence into 
the other man’s back yard 
and these tours have 
taken our bankers away 
from their counting rooms 


have 


closer 


into the country where 
many deposits originate 


and have shown the great 
possibilities to serve in the 
agricultural communities. 

It is a surprise when 
one drives back from the 
well beaten path of the 


state highway and sees thousands of 
beautiful farms nestling among the hills 
Many of these farms 
are occupied by successful farmers: 


of Pennsylvania. 


62 


toured 


on a tour of the state to study farming 


By W. S. McKAY 


Chairman, Agricultural Committee, Pennsylvania Bankers Association 


men, women and children who have by 
knowledge and industry made a 
stantial living and in many cases have 


tour of the sub- 
926. A party 


north- been able to lay up something for the 


THE SIX SURPRISES 


1. The remarkable influence of the county 
agent in promoting better farming methods. 

2. The increased production per acre. 

3. The increase in quality of dairy cattle. 


4. The interest of boys and girls in calf 
clubs, pig clubs, colt clubs, raspberry clubs, 
and potato clubs. 

5. The discovery that agriculture is neces- 
sary to keep the smoke stacks going. 

6. The increased number of get-together 
meetings of farmers and bankers. 











At some of the stops, the Pennsylvania bankers discovered that dairy 
stock is of much higher quality than formerly 


future, and who are the backbone of 
our economic and social life. 

One is impressed at the influence the 
county agent is having in the promotion 





creased 








of knowledge in farming and the sur 
prising results his efforts have had in 
increasing production on many of the 
200,000 Pennsylvania farms. 


One does not find more, 
but probably less, acreag 
cultivated than a 
ago, but considerable in- 


decad 


crease in the amount pro- 
duced. The county agent 
is unquestionably of great 
value to agriculture in 
Pennsylvania. 
Pennsylvania’s increase 
in high grade dairy cattle 
Was an inspiration to the 
committee. While — there 
may not be more cattle 
in number, the value per 
head in many localities 
has been materially  in- 
and while Penn- 
svlvania has for several 
years been shipping into 
the state high grade dairy 
cattle, many localities are 
now or soon will be ship- 
ping to other states some 
of the most valuable cat- 
tle of the nation. 
Another surprise was 
the interest the boys and 
girls are taking in farm- 
ing, probably due to the 
organization of boys and 
girls calf elubs, pig elubs, 
eolt  elubs, — raspberr\ 
clubs and potato clubs. 
The bankers of Pennsvl- 
vania are taking an an- 
nual interest in these 
projects because the boys 


and girls of today who are willing to 
learn and practice better methods, will 
be the future customers of the banks. 
It was a surprise to see the impor- 
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Something wonderful 


is happening again 
to the harvest! — 


N the days of King Tut, in the year when Columbus 
if found America,even onthe estates of George Washington, 

the slow hand harvesters were at their toil. Nations rose 
and fell, but the gleaners kept on gleaning as they had gleaned 
for ten thousand summers. 


Then a wonderful thing happened to the harvest. A 
young Virginian built a machine to reap grain mechanically! 
His name was Cyrus Hall McCormick, and the year was 1831. 
For the first time in history men and women straightened 
their bent backs and watched a machine harvest the grain. 





“= 


wv. 


ea 


Sa? A os. 
See SRT AWE» 48m AIM CE 
Bed 7A) thsi 


he ABT iy) 
Ah fg) 4 ‘ 


7OW, AGAIN, SOMETHING BIG 
is happening to the harvest. The 
fi Harvester-Thresher, a remarkable 
machine that cuts and threshes in 
one simple operation, has come to the rescue 
of the grain farmer of the west and is coming 
eastward. The work of gathering the grain, 
that seemed so swift when the reaper came, 
has become slow again with the familiar 
binder. Times have changed. Everything is 
speeded up. Time is precious on the farm. 
Man labor is high priced and scarce. Loss 
and profit are delicately balanced on the 
scale and big crops must be produced at 
minimum cost. 





The McCormick-Deering Harvester- 
Thresher, illustrated above, carries the grain 


a 








And the man with the machine did the work of six hand har- 
vesters. A mighty deed was done for humanity when into one 
man’shand was put the powertoraise bread for many mouths. 


The McCormick reaper grew into the binder, and the 
new idea of machine farming brought many other machines. 
Men went into the cities and began to build industry. If 
something had not happened in harvesting to make bread 
plentiful and cheap, we could not have had railroads and 
automobiles, the telephone, electricity, the movies, the radio, 
and other wonders of the modern world. 


THE McCORMICK-DEERING 
Harvester-Thresher 


straight from the standing stalk to the grain 
tank and wagon box, ready for the miller. 
By its aid the standing wheat can be put into 
the loaf of bread in a half day’s time. It does 
away with shocking and extra handling, the 
twine bill, and the costs of separate thresh- 
ing. It reduces weather risks. With a two- 
man crew it clearsa 10 to 16-foot swath, 
cutting, threshing and cleaning forty-five 
acres of grain between sunrise and sunset. 

Translating into money terms, the Har- 
vester-Thresher, with a saving of 20 cents 
per bushel in the harvesting of grain, already 
has saved millions of dollars for the farmers 
of America. Like other efficient, wealth-pro- 
ducing farm machines, it will have the hearty 
support of every individual and group in- 
terested in community betterment. 


INTERNATIONAL HARVESTER COMPANY 


606 So. Michigan Ave. 


of America 
({ Incorporated } 


Chicago, Illinois 


M°CORMICK-DEERING 
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der you. 


114 countries. 


iE . 
FOREMAN 
BANKS 


FOUNDED 1862 


We seek your business on the 
basis of the service we can ren- 
A service we have 
perfected through 65 years of 
consistent growth. When 
Chicago was an outpost of east- 
ern commerce—the transconti- 
nental railroad, an idealist’s 
dream—we were doing business 
here. Today our representatives 
will serve you in more than 


The Foreman National Bank 
The Foreman Trust and Savings Bank 


La Salle and Washington Sts. 
Chicago 


Resources Exceed 100 Million Dollars 








tance of agriculture to the success of 


the towns of the state. Towns sur- 
rounded by good agricultural com- 


munities seemed to have more financial 
prosperity than those where agricul- 
tural products had to be shipped from 
a distanee. 


Agriculture is more necessary to 
keeping the smoke stacks going than 
the man realizes. 


average business 


These tours have shown the interest 
the bankers of Pennsylvania are taking 
in agriculture and almost every bank 


is doing some practical work along 
banker-farmer lines. 
County bankers associations have 


heen formed whereby bankers through 





their organizations can give support to 
agricultural movements. A few years 
little was done by the bankers 
generally, but today they are interestea 
as probably never before. 


ago, 


The value of closer cooperation in 
the social life of the citizens of town 
and country has been shown by the in- 
creased number of get-together func- 
tions between the city men and the 
farmers. The business men of the town 
take dinner with the farmers, get 
acquainted, and they enjoy a program 


together. Knowing each other is the 
first step towards cooperation. This 


cooperation has great possibilities and 
should mean much to the social and 
economic life of Pennsylvania. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





COMMISSION TO STUDY 
AGRICULTURE 


Some prominent bankers and _ indus- 
trial men have been appointed on a 
commission created jointly by the Na- 
tional Industrial Conference Board and 
the Chamber of Commerce of the 
United States. The commission is to 
study agriculture as it relates to the 
business of the country. 

The members of the commission are 
as follows: Charles Nagel of St. Louis, 
chairman; Robert W. Bingham, pub- 
lisher of the Louisville Courier-Journal ; 
E. N. Brown of New York, chairman 
of the St. Louis-San Francisco Rail- 
way Company; E. M. Herr of New 
York, president of the Westinghouse 
Electric and Manufacturing Company; 
John G. Lonsdale, president of the Na- 
tional Bank of Commerce, St. Louis; 
John Stuart, presiaent of the Quaker 
Oats Company, Chicago; Alfred H. 
Swayne, vice president of the General 
Motors Corporation, New York; and 
Paul M. Warburg, chairman of the In- 
ternational 


New York. 


Acceptance Corporation, 


WHAT THE FARMER PAYS 


An indication of the variation in 
prices of various commodities bought 
by farmers is given on the chart which 
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is published here. This chart was de- 
signed by the National Fertilizer Asso- 
ciation to show that fertilizers are 
cheaper than heretofore, but it also 
shows that everything else is higher. 
This is an interesting chart to study 
and it offers food for much thought. 


Banks in Georgia are letting it be 
known that they do not favor loans to 
farmers who depend upon cotton alone 
as a crop. 

The banks are doing all they can to 
persuade the farmers to reduce their 
acreage. In fact, many bankers are 
suggesting that no farmer plant more 
than six or eight acres to the crop. 
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HOW TO SECURE A 
BANKING EDUCATION 


(Continued from page 26) 


chapter, the message of better banking, 
sounder economic thought and a clean- 
er, purer citizenship is being broad- 
casted. 

Begining with no study courses and 
no textbooks, there are now eight, 
namely, 

Banking fundamentals 
Commercial law 
Negotiable instruments 
Standard economics 
Standard banking 
Accounting 

Credits 

Investments 

Witness the accomplishments of the 
national and local committees of the 
same name last year. 


Forum—48 loeal forums successfully 
conducted in chapters ranging from 78 
to 4,945 in membership. 


Membership—The Institute has boen 
old to more than 57,000 men and women 
in local chapters and 5,755 in ecorres- 
pondence chapters. Over 60 per cent 
were enrolled in study courses. 


How The Institute Influences 
The Public 

Publie affairs—Besides the intangible 
results, it is pleasing to report the organ- 
ization of 16 study groups, 20 new 
local publie affairs committees, 20 local 
chapters joined the American Bankers 
Association, 7 new chapter publications 
were started, 89 industrial excursions 
were conducted, and many speakers were 
developed and used in institute propa- 
ganda work. 

Public education—65 chapters report 
delivery of 1,972 talks before high 
schools, grammer schools, night schools, 
parochial and other schools and eivie 
and business organizations; 208 radio 
talks were delivered. At least 250,000 
school children were reached and the en- 
tire country was covered by the radio 
campaign. 


Publicity—Through chapter publi- 
cations, the local press and finacial mag- 
azines, state banking journals, posters 
and numerous other agencies, the Insti- 





BANKERS MONTHLY for FEBRUARY, 1927 


tute is being presented to the bank men 
and women of America. 

Publie Speaking and Debate—Through 
43 public speaking classes with 1,085 
students, 25 inter-chapter debates with 
175 debaters, and 762 talks in the inter- 
est of our public education committee. 
Several public speaking contests were 
also held. 

Womens—There are now 7,738 women 
members, and there were 3,034 women 
students last year; 339 women own stand- 
ard certificates and 90 participated in 
publie speaking and debate, public ed- 
ucation and thrift work. There are 


The American Institute of 
Banking was organized to fur- 
ther the cause of banking edu- 
cation. It now has— 


Eight courses of study. 
Eight modern text books. 


Twenty-six years of exper- 
ience. 


57,000 members. 


about 29,000 women in the banks of 
America. Substantial gains were re- 
corded last year, both as to number vu: 
members and students. 

Numerous visits have been made to 
chapters by national representatives. 
Several new chapters have been organ- 
ized; 4,000 new class enrollments were 
obtained and class attendance reached 
85 per cent or better in some chapters; 
student mortality fell from 45 to 32 per 
cent, a very gratifying showing, and 
the quality of the work was consider- 
ably improved. 

Ordinarily, in institutions of learning, 
if 65 or 70 per cent of the students 
finish the work suecessfully, we con- 
sider that a pretty good average. I 
know some chapters this year which have 
finished better than 75 per cent of their 
students, and those students have gone 
to their classes twice a week, week in and 
week out. In one instance I know at 
least one class, with a possible gross 
attendance of 308, which, counting every 
student and the number of sessions, 
which is the way I arrived at the figure, 
showed 295 attendance. That indicates 
the amount of interest in this work. 


~ 


Some chapters serve as a bankers’ club and provide athletic facilities. These are pictures of 


members of the Chicago Chapter, A. I. B. 
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Canada - 
the Best 
Customer 


ANADA buys more 
goods from the United 
States than from any other 
country. In 1925 these 


purchases amounted to 
$579,746,080. 


In return Canada supplies 
the United States with many 
essentials—chiefly food, 
forest products and minerals. 


Millions 
of Acres 
Await 
Settlement 


Only one-fifth of the avail- 
able farm land in Canada is 
under cultivation. Good 
land close to railways, mar- 
kets and schools can be 
bought for $15 to $20 an acre. 
Settlement of these lands 
improves international trade 
—north and south. 


Your nearest neighbor wel- 
comes United States settlers. 


For information write 


DEPARTMENT of 
IMMIGRATION and 
COLONIZATION 


Room 901, Ottawa, Canada 





DAVENPORT TAYLOR MFG (0 


CHicasca — 
wCwYORK 


CHANGEABLE 


Bulletin Boards, Desk and Wall Cal- 

endars, Building Directories, Name 

plates. Bronze Signs and Tablets. 
Write for Folder 


DAVENPORT-TAYLOR MFG. CO. 


412 Orleans St. 101 W. 42nd St. 
Chicago New York 







The character of the seller 


should influence the sale— 
HECO 



































66 ‘ 








BANKERS MONTHLY for FEBRUARY, 1927 
OLDEST BANK ON BROADWAY Me: Bethel’s hobby is athletics. He 
has won honors as a member of the 


MOVES BACK DOWNTOWN 


Announcement of new building 
for the Chemical National recalls 
high spots in the bank’s history. 


YHE Chemical National Bank of New 
York will from 270 to 165 
Broadway as soon as the construction 


move 


work now contracted for is completed. 
This is the bank’s second move in 102 
years. 

The Chemieal was the first bank on 
Broadway, opening its original office in 
1824 at 216 Broadway and moving -in 
1848 to 270 Broadway, where it 
been domiciled ever since. 


has 
Now, after 
76 years in that location, it is moving 





fa ~- } 








PERCY H. JOHNSTON 
back downtown. This move is neces- 
sitated by the fact that the bank has 
entirely outgrown its present quarters 
and also beeause of the great increase 
in its business in the Wall Street dis- 
trict. 

A new six story building especially 
designed for banking will be erected 
at the corner of Broadway and Cortland 
Street, connecting with and forming a 
part of the 32 story structure known as 
the Benenson Building. This will be 
the bank’s office, for which some 50,000 
square feet are being provided. It is 
expected that the building will be com- 
pleted early in 1928. It will be one 
of the most up-to-date and attractive 
banking offices in the country. 

At the same time the bank announces 
that it will open a large office at 320 
Broadway in the heart of the textile 
district. This was the location of the 
Citizens National Bank before it was 
consolidated with the Chemical. 

The Chemical Bank is one of the few 
institutions to preserve its name and 
identity unchanged for more than a 
century. ’ 

The Chemical has for a long time 
been known in financial circles as “Old 


Bullion” because of its refusal during 
the financial stringeney of 1857 to dis- 
continue specie payments even though 
all other clearing house banks had done 
so. Its stock at one time sold at the 
peak of all bank stocks, going as high 
as $5,000 per share. The bank’s low 
capitalization and large surplus were 
features that made it stand out among 
the nation’s financial institutions. The 
capital today is $4,500,000, surplus and 
undivided profits $19,000,000. 

During the first 100 vears of the 
Chemical Bank’s history it had a total 


of only 32 directors. The peculiar 
combination of conservative age and 


progressive youth is exemplified in the 
personnel of the board. Frederie W. 
Stevens has been a member of the board 
continuously for 56 years, having been 
elected to the board 10 years before 
President Johnston of the bank was 
born. The youngest and latest addition 
to the directorate is Jansen Noyes of 
the firm of Hemphill, Noyes & Co., who 
graduated from Cornell only 16 years 
ago. 


CHARLES L. BETHEL TO 
MANAGE NEW OFFICE 


Charles L. Bethel, assistant treasurer 
of the Union Trust Company, Cleveland, 
has been named manager of the new 
office which opened in Lakewood, at 








c. L. BETHEL 


Detroit and Cook Avenues, December 
11. An all day house-warming cele- 
brated the opening. Toy balloons for 
the small girls and boys, cigars for the 
men, and flowers for the ladies made 
the event a cheerful one. 


Dover Bay Country Club, winning the 
class “B” golf championship last year, 
For many years he was a member of 
the boxing commission of Cleveland. He 
has managed the Union Trust  basket- 
ball team for four seasons, and 
member of the bank’s athletic 
mittee. 


is a 
com- 


THE NATIONAL SHAWMUT 
BANK ELECTS NEW 
VICE PRESIDENT 
W. F. Augustine has recently been 
elected vice president of the National 








W. F. AUGUSTINE 


Shawmut Bank of Boston. He began 
his banking career with the old Mer- 
chants National Bank of Richmond, 
Va., February 15, 1900, as office boy 
and runner. He was continuously in 
its employ until the consolidation of 
that bank with the First National of 
Richmond, March 1, 1926, filling every 
clerical position in the bank from office 
boy to senior teller; he was elected au 
assistant cashier in June, 1912, and a 
vice president in December, 1918. 

He has held the following offices in 
the American Bankers Association: 
President of state secretaries section in 
1924; member of executive council in 
1924; member of insurance committee 
in 1925; chairman of executive com- 
mittee, clearing house section, in 1926. 

He is a graduate of the American 
Institute of Banking. 

He was treasurer of the Virginia 
Bankers Association from 1916 to 1919, 
and secretary of that association from 
1919 through December 31, 1926. In 
1920 he was elected secretary of the 
clearing house association of Richmond. 

He is a member of the board of 


directors of the Association of Reserve 
City Bankers for 1926. 
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OLIVER C. FULLER RETIRES 

Oliver C. Fuller, for many years 
ehairman of the First Wisconsin 
National Bank and its affiliated institu- 











OLIVER C. FULLER 
tions, recently resigned from this re- 
sponsibility on account of ill health. 
He plans on living in a warmer climate. 
Mr. Fuller is also a director of the 


Allis-Chalmers company, Milwaukee 
Mechanics Insurance Company, The 
Wisconsin Telephone Company, the 


Wisconsin Securities Company and a 
trustee of the Northwestern Mutual Life 
Insurance Company. He also is serving 
on several committees of the American 
Bankers’ Association. Mr. Fuller was 
the organizer pf the Wisconsin Trust 
Company. When the First National 
Bank and the Wisconsin National Bank 
consolidated in July, 1919, as the First 
Wisconsin National Bank, Mr. Fuller 
was elected president. 


BIG MERGER IS IN 
OPERATION 


The American Exchange Irving Trust 
Company, representing a union of the 
Irving Bank and Trust Company and 
the American Exchange-Pacifie Bank, 
has opened for business at its 25 bank- 
ing offices throughout Greater New 
York. 

This institution, by virtue of the con- 
solidation takes rank, in point of total 
resources, as the third largest bank in 
New York City and the largest trust 
company in the world. Its resources 
exceed $600,000,000, and its capital 
investment is approximately $60,000,- 
000, of which $32,000,000 represents 
capital and $28,000,000 surplus and un- 
divided profits. 

Lewis E. Pierson and Harry E. 


Guaranty Trust Company 
of New York 


140 Broadway 


LONDON PARIS BRUSSELS LIVERPOOL HAVRE ANTWERP 


Condensed Statement, December 31, 1926 


RESOURCES 


Cash on Hand, in Federal Reserve Bank 


and Due from Banks and Bankers 
U. S. Government Bonds and Certificates. . 


Public Securities 
Other Securities 
Loans and Bills Purchased 


Real Estate Bonds and Mortgages 
Items in Transit with Foreign Branches 
Credits Granted on Acceptances 


Real Estate 


Accrued Interest and Accounts Receivable... 


$168,736,4C6.58 
32,454,363.83 
16,120,214.43 
28,070,076.49 
421,315,108.91 
3,289,225.00 
10,180,623.79 
45,412,465.40 
8,008,186.04 
6,248,294.72 


$739,834,965.19 


LIABILITIES 


Surplus Fund 
Undivided Profits 


Accrued Interest, Reserve for Taxes, etc..... 


Acceptances 


Outstanding Treasurer’s Checks 


Ward, are chairman and _ president, 
respectively. Lewis L. Clarke, formerly 
president of the American Exchange- 
Pacifie Bank, is chairman of the exee- 
utive committee. There are three vice 
chairmen of the board—Alexander 
Gilbert, of the former Irving, whose 
active banking career covers more than 
60 years, and Walter H. Bennett and 
Theodore H. Banks, both of whom were 
vice presidents of the American 
Exchange-Pacifie. 


The new Seward National Bank will 
locate in a new 25-story building being 
constructed on the site of the Park 
Avenue Hotel, at Park Avenue and 
Thirty-second Street, New York City. 
Present plans call for the opening of 


$ 25,000,000.00. 
20,000,000.00 
5,958,981.13 


$50,958,981.13 


4,101,750.57 
45,412,465.40 
34,401 ,561.36 
604,960,206.73 


$739,834,965.19 





A Business Built On 
Renewals 
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the bank on or about March 1. 

The bank will have a capital of $2,- 
000,000 and surplus of $1,000,000. A 
partial list of the directors includes 
Howard E. Atterbury, Charles C. Davis, 
R. W. Evans, Charles A. Ernest, 
Patrick MeGovern, Patrick F. Murphy, 
Henry W. Nuckols, Lionel F. Straus, 
Arlen G. Swiger and Alexander S&S. 
Webb. 
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The electric light and power section of the utility 
industry floated $1,272,000,000 worth of securities in 1926. 
Of this only $684,000,000 was for new plants. 
an idea of the tremendous amount of refunding being 
done in order that corporations may avail themselves of 
the cheaper money now seeking investment. 
being retired are mostly sixes, six and a halfs, and a 


few sevens. 


That gives 


The issues 








FUNDAMENTALS OF BOND SELLING 


Policies that insure success for a bond department and 
make it a feeder for other sections of the bank 


By P. D. HOUSTON 


President, American National Bank, Nashville, Tenn. 


T is common knowledge that the 

officérs and directors of a bank, who 
have neither the time nor the experience, 
must depend upon the manager of the 
bond department for the selection of 
investments to be offered to customers. 

It is obvious, therefore, that such a 
manager must have unusual experience, 
integrity, analytical ability, and in- 
itiative. A bond department manager 
must often decide in a few minutes and 
on the streneth of a telegram often as 
to the merits of a new issue and as to 
whether or not his bank should be let 
in for a commitment running from 
$10,000 to $200,000. It can easily be 
seen, then, that he must have, not only 
the qualifications but also the power to 
act immediately and that it is useless to 
organize either his functions or those 
of his subordinates on any other basis. 

It has been my own observation that 
in general, the affiliated and separately 
incorporated securities company organ- 
ized in this way, keeps all the ad- 


vantages of a simple bond department: 


and has, besides, somewhat greater 
flexibility and freedom of action. 

Having selected the right personnel 
for directors, managers, and staff, the 
question of selection of bonds is more 
than half solved. The real problem is 
to maintain at all times a list of bonds 
sufficiently diversified as to interest, 
rate, maturity, industry, and geograph- 
ical loeation, so as to serve the double 
purpose of providing a liquid reserve 
for the bank and at the same time of 
satisfying the demands of 
eustomers. 


various 


In order for a bond department to be 
able to liquidate inventory upon short 


68 


/ITH BANKERS every- 

where finding it advisable 
to add revenue-producing 
this 
article will give courage to 
those who are hesitating. If 
Mr. Houston’s experience is 
given consideration, more 
satisfying profits will be 
assured. 


departments, timely 


It is especially 
important to study his sug- 
gestions regarding personnel 
for such a department. 


notice, if the needs of the parent insti- 
ution should require it, is not necessary 
to restrict any considerable proportion 
of the investment inventory to short 


time bonds and notes. Diversification 


is usually, and has proved in our ease, 
to be sufficient safeguard. 

We have found our affiliated company 
has the capacity to liquidate large por- 
tions of its inventory in eases where it 
has seemed either desirable or profitable 
to do so. You will readily see that this 
flexibility represents a type of service 
which in itself is worth a great deal of 
trouble to acquire. 

Sources of statistical information have 
kept up with the growth of the bond 
business so that it is not diffieult to pass 
judgment upon bond issues. It is not 
so easy to accumulate and maintain a 
list that will sell at an operating 
profit. 

The first and best thing to do is to try 
to get on the syndicate list of some of 
the best houses of issue, and next to 
try to form a working agreement with 
the bond department of some large cor- 
respondent bank which ean be expected 
to supply some bonds at a concession. 

After this, the management will be on 
the lookout to pick up from time to time 
blocks of sound and seasoned bonds 
which look out of line with the market 
and may be expected to improve their 
position. There will be further oppor- 
tunity in connection with loeal corpo- 
rations, municipalities, and counties, and 
every effort should be made to get a 
connection with other houses of similar 
size and character in the surrounding 
territory so as to permit bidding on 
industrial and municipal issues of larger 
sizes. 

One policy our own experience has 
indicated as invaluable, is the giving of 
all possible information to the customers 
themselves. 


















The most successful bond department 
is not necessarily the one which begins 
to sell bonds right away to a compar- 
atively small number of obvious pros- 
pects who are probably more interested 
in the speculative than the investment 
features of the bonds they buy. The 
house which succeeds in developing 
patiently a great number of people who 
place in it such confidence that their 
first thought on acquiring any spare 
eash is to place it in a conservative bond 
according to the advice of the house. 
This confidence will be misplaced unless 
the house exercises a great care in the 
selection and recommendation of invest- 
ments. ‘ 

The public hardly realizes what a 
weight of responsibility it places upon 
bankers when asking them to invest 
money. All of our officers, entirely 
aside from those operating our affiliated 
security company, are met daily with 
the request that they recommend, or 
often actually invest sums of money for 
eustomers who have grown accustomed 
to absolute reliance upon our institution. 

The problem then, if a bank wishes 
to deserve for its bond department the 
highest reputation, is to be sure that the 
business is conducted on the proper 
plane, which can only be the highest. 

This can not be attained unless the 
bank organizes and maintains a person- 
nel which understands the exercise of 
judgment and authority, conditions 
which will never be realized unless all 
from the manager down are efficiently 
trained. It would be suicide to send out 
to the public, salesmen who are not 
sufficiently trained both in actual statis- 
tical information about the securities 
which they are offering and in the 
power to interpret that and other in- 
formation so as to guide properly the 
investment policies of their customers. 

Money spent on statistical services 
will return very large dividends on the 
investment if full advantage is taken 
of the information thus acquired. This 
advantage can be pursued only when 
it is realized that the bond business is 
now really a profession, and that men 
of the highest type must be secured and 
allowed sufficient opportunity for them- 
selves. It will rarely be possible in a 
small bank to operate a bond business 
efficiently in charge of a junior officer 
or to employ salesmen having no more 
opportunity than the junior officers of 
the bank. 

It is my belief that in spite of the 
growth and competition (perhaps be- 
cause of these factors) there is still a 
real opportunity in starting bond 
departments in communities the amount 
and character of whose wealth will 
justify it. It will also be found that 
the bond end of a bank can be of great 
value to other departments. Our own 
company has, through the rendering of 
good service to its customers brought to 
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The following list of National City investment offices 


gives in fewest possible words our conception of nation- 


. . > s . . 
wide service. Current bond quotations, investment 


advice, investigated offerings — these are available at 


the office nearest you. 


ALBANY 
ATLANTA 
ATLANTIC CITY 
BALTIMORE 
BOSTON 
BUFFALO 
CHICAGO 
CINCINNATI 
CLEVELAND 
DALLAS 
DAVENPORT 
DENVER 
DETROIT 
HARTFORD 
HOUSTON 
INDIANAPOLIS 
JACKSONVILLE, FLA. 


KANSAS CITY 
LOS ANGELES 
LOUISVILLE, KY. 
MEMPHIS 

MIAMI, FLA. 
MILWAUKEE 
MINNEAPOLIS 
NEWARK 

NEW ORLEANS 
OAKLAND, CAL. 
OMAIIA 
PHILADELPHIA 
PITTSBURGH 
PORTLAND, MF 
PORTLAND, ORE. TOKIO 
PROVIDENCE 
ROCHESTER 


SAN DIEGO 
SAN FRANCISCO 
SEATTLE 

ST. LOUIS 
SAINT PAUL 
TOLEDO 
WASHINGTON 
WILKES-BARRE 
MONTREAL 
TORONTO 
LONDON 
AMSTERDAM 
COPENHAGEN 
GENEVA 


SHANGHAI 


The National City Company 


National City Bank Building, New York 


BONDS + SHORT TERM NOTES »* 


ACCEPTANCES 











the commercial and trust departments of 
the American Banks accounts which in 
all likelihood would have been otherwise 
inaceessible. 

There are, of course, pitfalls to be 
avoided. It would be fatal I believe, 
for any bond business to specialize on 
any one type of bond either real estate, 
municipal, or what not, as the only 
guarantee of a stable business is in the 
ability to sell some classes of bonds at 
all times. 

Two very frequent statements which 
will be heard are, “If these X, Y and 
Z 5’s are so good why haven’t you sold 
them all?” and “Your just trying to 
sell me these bonds because you have 
some of them on hand.” 

So, you will readily see that in order 
to satisfy the modern bond buyer, it 
will be necessary for your bond depart- 
ment to exercise more than ordinary 
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discretion, oftentimes to neglect all the 
bonds on hand and go out into the 
market to buy bonds without profit to 
give a customer what he needs. 


Nevertheless I believe that, properly 
started and carried on, the bond depart- 
ment of a bank should be a source not 
only of financial reward but also of the 
priceless prestige which comes to an 
institution as a result of a constant effort 
to make the practice of thrift more 
attractive and to give intelligent advice 
to the impulsive American public, which 
needs it badly. And, not least import- 
ant, a bond department ought to develop 
among the personnel of the bank, a 
corps of men who, if they conscientious- 
ly follow the principles of the pro- 
fession of bond selling, will provide an 
ever inereasing number of valuable 


leaders in finance and in business. 
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As Business ‘ 


‘Speeds Up” 


Here are important facts: 


1. Today, in this country with its 


17,000,000 


telephones, there are 


70,000,000 telephone conversations 


daily. 


A large part of these deal 


with business matters. 


2. It takes only about thirty seconds, 
on an average, to establish business 
contacts by telephone. 


This tremendous number of calls, with 
the rapidity of their completion, is not 
only an indication of the way modern 
business has “speeded up”, but is also a 
reflection of the part played by the 
telephone in the speeding up process. 


set—the pace. 





“The People’s 
Messenger” 


Securities. 


Gathering speed, American business has 
required speed from the agencies which 
serve it, and help to make it great. The 
telephone has kept—if indeed it has not 


This nation-wide service and the facilities 
that make it possible underlie Bell System 


This investment stock can be bought in the 
open market to yield a good return. Write 
for booklet, ““Some Financial Facts.” 


SECURITIES CO. hn. 


D.F. Houston, President 


195 Broadway 





NEW YORK 





50% more color in Reed's 

Mass‘magazine Plan for 

1927; printed in full-color 
gravure. 


See it for yourself. 





RAILROADS RECORD 
LARGEST PROFIT 


Since the roads were given back to 
private operation. March 1, 1920, earn- 
ings have not been so high as recorded 
for 1926. It is reported that the rail- 
roads as a whole earned a net operating 
income of approximately 5.21 per cent 
on the property investment. Further- 
more, they handled the largest volume 


of freight in their history. 

The outstanding feature of the year 
was the increase in efficiency of opera- 
tion. Many improvements have been 
made along this line, not the least of 
which is the development of more hearty 
cooperation on the part of employes. 


W. H. Potter, Jr., vice president of 


The First National Corporation of 
Boston, was added to the list of di- 
rectors. James Z. Dobbins was’ ap- 


pointed comptroller. 


REDFIELD JOINS 
REDMOND AND COMPANY 


An event of interest in the world of 
finance is the association of the Hon. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


NEES 


William C. Redfield, formerly secretary 
of commerce of the United States, with 


Redmond & Co., investment bankers, 
which became effective with the new 
vear. Mr. Redfield brings to his new 


activity world wide industrial and com- 
mercial experience. 

Before becoming secretary of com- 
Mr. Redfield, as treasurer and 
later as president of J. H. Williams & 
Co., manufacturers of drop forgings, 
and as vice president of the American 
Blower Company, made business inves- 
tigations throughout the world, and 
through extensive travel and residence 
abroad became familiar with economic 
eurrents of both hemispheres. It is of 
interest that Mr. Redfield investigated 
on the spot conditions of production 
in the Dutch East Indies, Malaya, 
British India, the Philippines, as well 
as in England. Ireland, France, Bel- 
gium, Germany and Holland. 

Redmond & Co. has been in the in- 
vestment banking about 40 
years and has taken a prominent part in 
the financing of states, municipalities, 
railroads, public utilities and industria! 
companies located throughout _ the 
United States. Nor has this firm econ- 
fined its activities to this country alone, 
for it has participated in extending 
credits to European and South Amer- 
ican countries. The past two years 
this house has been active in underwrit- 
ing the real estate bonds of 
the most important new buildings in 
New York City and elsewhere. 


merece, 


business 


some of 





REDISCOUNT CORPORATION 
FOR FINANCING COMPANIES 


A nation-wide for 
credit finance companies, to safeguard 
and guide instalment selling in all in- 
dustries affected by the problem of de- 
ferred-payment sales, began business as 
the American Rediscount Corporation, 
January 5. It is patterned after the 
federal reserve system and will have an 


reserve system 


authorized capitalization of $31,500, 
000. 
The American Rediseount Corpora- 


tion is chartered under the laws of Mary- 
land. At its head is Lawrence H. Hen- 
dricks, formerly controller of the Fed- 
eral Reserve Bank of New York. The 
company’s operations will be conducted 
through the Credit 
America, recently organized under the 
banking act of New York State. There 
will be an advisory board, composed ot 
twenty-five bankers in different parts of 
the country, with five members from 
New York. The chairman of this com- 
mittee will be Morgan J. O’Brien, a 
trustee of the Metropolitan Life In- 
surance Company. 


Corporation ol 


In a statement in relation to the 
formation of the corporation, the com- 
mittee said: 

“We have found that instalment sales 
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in many industries are advisable and 
necessary and that it is vital to increase 
domestic sales in such industries in 
order to maintain the present status of 
national prosperity. We have also 
found evidence of abuse in the methods 
of deferred-payment sales, which, if 
allowed to continue, will result in losses 
to the public, banks, and the credit 
finance companies. Therefore, in order 
to safeguard the best interests of ali 
concerned, it is necessary to have such 
a national organization as this system, 
which will rediscount paper for member 
eredit finance companies that may 
qualify and comply with the rules.” 


. 


The stockholders of the New York 
Title and Mortgage Company recently 
approved the recommendation of the 
board of directors and voted to inerease 
the capital funds of the company by 
$9,000,000, to be paid in by December 
31st. The company begins the year 
1927 with capital, surplus and un- 


divided profits of over $40,000,000. | 
The increase is effected by the issuing 


of 30,000 shares of the par value of 
$100 each to be first offered for sub- 


scription to stockholders pro rata, one | 


new share for each four shares of their 
holdings November 23, at a price of 
$300 per share. This will add $3,000,- 
000 to capital and $6,000,000 to surplus. 
President Harry A. Kahler explained 
that the increase was desirable to bring 
the company’s e¢apital structure into 
conformity with the growth of business, 
which has shown during the first nine 
months of the current year, a 56 per cent 
increase in net earnings over the cor 
responding period of 1925. 


Melvin A. Traylor, president of the 
First National bank of Chicago, was 
recently elected a director of the 
General Electric Company. In addi- 
tion to his executive position with the 
First National bank, Mr. Traylor is a 
director of the Stock Yards National 
Bank of Chicago; of Fairbanks, Morse 
and Company of Chicago, and of the 
Austin Nichols and Company of New 
York. He is also a member of the ad- 
visory committee of the Central Manu- 
facturers District Bank of Chicago, 
and chairman of the finance committee 
of the National Wool Warehouse and 
Storage Company. 


Chieago is the headquarters for more 
than 30 per cent of the publie utility 
properties under the control of invest- 
ment or so-called holding companies in 
the United States. Since a large fune- 
tion of such companies is to assist in 
financing the utilities under their eon- 
trol, Chicago’s position as a public 
utility center is indicative of a parallel 
growth as a financial center, signifying 
a movement of financial strength to- 
ward the middle west. 
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Do you have an 


Investment Policy in.relation 


to bank reserves? 


PORTION of every bank’s funds must be readily 

; A obtainable whenever needed. What suits one 
bank in this respect will not suit another. Much de- 
pends upon the character and source of deposits, the 
maturity of loans, the nature of other assets, and the 


diversity of local business. 


Cash and quick reserves are maintained, with a low 
earning power; loans and discounts compensate with a 
relatively high return. But both of these should be sup- 
ported by a sound secondary reserve of marketable 


bonds earning a substantial rate of interest. 


It is possible to build a secondary reserve of a size 
and content which will yield a liberal income and still 
safeguard the bank in event of both probable and un- 


foreseen demand. 


This is a problem in which we have had wide ex- 
perience. We deal with thousands of banks, hundreds 
of whom depend upon us entirely for making and 
maintaining a sound investment structure for their 


secondary reserve. 


Security, maturity, and marketability are carefully 
worked out to fit the needs of each institution —7n the 


light of its own local conditions. 


May we have the opportunity 
to explain the advantages of 


this service to you? 


HALSEY, STUART & CO. 


INCORPORATED 
CHICAGO NEW YORK PHILADELPHIA DETROIT CLEVELAND 
201 South LaSalle St. 14 Wall St. ~ 111 South 16th St. 601 Griswold St. 925 Euclid Ave. 


ST. LOUIS BOSTON MILWAUKEE MINNEAPOLIS 
319 North 4th St. 8 Devonshire St. 425 East Water St. 608 Second Ave., S. 


























































ALLIED REDISCOUNT 
CORPORATION FORMED 


An important movement to stabilize 
the purchasing of installment paper by 
finance companies inaugurated 
when the Allied Redisecount 
tion, chartered under the laws of the 
state of New York, was organized for 
the express purpose of purchasing in- 
stallment paper. 

This is a combined movement by 
finance companies and contemplates in- 


was 
Corpora- 


viting other responsible companies to 
join as fast as memberships are avail- 
able. Operations have begun, and the 
idea of the corporation is strictly a co- 


operative measure to be national in 


scope. 
The companies instrumental in start- 
ing this movement have agreed that 


membership in the organization will be 
subject to the following requirements 
and restrictions: Periodical audits of 
member companies’ books by well-known 
certified public accountants; limitation 
of automobile financing to 12 months; 
33-1-3 per cent cash payment on the 
purchase price of new cars; 40 per 
cent cash payment on the purchase price 
of used cars, and no member company 
will be allowed at any time to have out- 
standing obligations in excess of a ratio 
of four to one as against eapital and 
surplus and that only during the 
heaviest season for borrowings. 

The Guaranty Trust Company of 
New York will act as trustee for the 
Rediscount Corporation, and the under- 
lving collateral against which the 
guaranteed notes of the Rediscount 
Corporation are issued will consist of 
collateral trust notes of the individual 
member finance companies; the under- 
lying purchase money obligations being 
trusteed at their local banks. 

At a stockholders’ meeting the follow- 
ing directors were elected: E. W. John- 
son, Blake Bros. & Company, New York 





City; Louis Bacon, Blake Bros. & 
Company, Boston, Massachusetts; A. M. 
Klepinger, treasurer, Continental 
Finance Company, Dayton, Ohio; David 
Kempner, G. B. Bergin & Company, 
New York City, and W. Worth Smith, 
Jr., Dealers Motor Finance Corporation, 
Richmond, Virginia. 


The temporary office of the company 
will be located at 5 Nassau Street, New 


York City. The officers are: E. W. 
Johnson, president; A. M. Klepinger 


and W. Worth Smith, Jr., viee pres- 
idents, and O. I. Pilat, secretary and 
treasurer. 


SECURITY COMPANIES 
MERGE 


Stone & Webster, Inec., and Blodget 
& Co., announce the formation of a new 
company under the name of Stone & 
Webster and Blodget, Ine. The com- 
pany began operations January 1, 1927, 
with an authorized capital of 
$10,000,000. 


The corporation is a combination of 
the securities department of Stone & 
Webster, Ine., and the old investment 
house of Blodget & Co. The engineer- 
ing and construction, management, and 
investigating departments of Stone & 
Webster, Inc., are not included and will 
not be affected by the combination. The 
consolidation follows the trend of 
amalgamation in other fields, being one 
of the first of importance in the invest- 
ment banking business. 


Bayard F. Pope, now a partner of 
Blodget & Co., will be president of the 
new corporation. Other officers and 
the directors will be drawn from both 
the participating companies, all the 
present partners of Blodget & Co. being 
officers of Stone & Webster and Blodget, 
Ine. 


For TRUST DEPARTMENTS 


Full Accounting Systems 
Installations and Service 





——— 


Letters of 
Commendation from 
Banks furnished 
upon request 


ee aed 


IMPLICITY and CAPACITY for EXPANSION are the basic principles. 
With non-essential records eliminated, but absolute controls and 
safeguards retained, the system comprises— 


1. Controlling accounts over cash and trust property. 


2. Trusteeships; guardianships; administration of estates; corporate trusteeships 
under mortgage to secure bond issues, with or without sinking fund 
provisions; collateral trust accounts; escrows; department earnings and 
expenses—all segregated from banking activities. 


A. S. PRATT & SONS 


National Bank Agents and Attorneys 
Dept. M 


WASHINGTON, D. C. 


—r-, 


Inquiries from 
Interested Bankers 
are Cordially 
Invited 


ee gene 
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Employees of the New York Title 
and Mortgage Company, American 
Trust Company and affiliated companies 
received the first half of their 1926 
profit-sharing, December 15. The total 
will average about 26 per cent of the 
annual salary. 

The payment was made in cash, the 
remaining half will be placed in a trust 
fund and invested in stock of the New 
York Title and Mortgage Company. In 
this way, employes will own 2860 
shares of Title Company stock, due to 
this profit-sharing plan 
adopted four years ago. 


whieh was 





Possibly the largest single bond ever 
issued is that of the Gulf, Colorado and 
Santa Fe Company given to the Santa 
Fe System, as evidence of the fact 
that the Santa Fe advanced the cost of 
construction and other expenditures 
made by the Gulf railroad. The face 
value of this bond is $21,110,000. 
the 
declares 





The report of Federal Power 
Commission that during the 
last fiseal year, construction was begun 
on 20 new water power projects which 
will have a capacity of 1,220,000 horse- 
power. This is equal to 40 per cent 
of the total amount under construction 
in the five years preceding. 


Newton P. Frye was elected vice 
president of the Federal Securities 


Corporation, of Chicago, at a recent 
meeting of the board of directors. 

Mr. Frye has been connected with the 
corporation for four years and has en- 
gaged in the investment business since 
1918. Previous to that time, he served 
as manager of the financial department 
of the Chicago Daily News. 


BOND TRADING HOUSE 
FOR MIDDLE WEST 


The first organization in the Middle 
West to do a bond trading business 
exclusively opened up January 3 in 
Chicago. Hickey, Doyle and Company 
took over the trading facilities of A. B. 
Leach and Company who discontinued 
their trading department. The new 
firm has about 30 employes and acts as 
a miniature stock exchange or clearing 
house for bond dealers in the Middle 
West. 

There are houses similar to Hickey, 
Doyle and Company in New York but 
none in the western part of the country. 
The business will be almost exclusively 
with bond dealers, banks, insurance 
companies and _ similar institutions. 

The partners in the new firm are: L. 
J. Doyle, vice president and manager 
of the trading department of A. B. 
Leach and Company; M. J. Hickey, Jr., 
manager of the trading department of 
Halsey, Stuart and Company; John F. 
Hickey, assistant sales manager of the 
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Harris Trust and Savings Bank; and 
James J. O’Connor, assistant cashier of 
Harris Trust and Savings Bank. All 
of these men severed their connections 
January 3 and will devote all of their 
time to the new firm. 


NEW RECORD FOR 
AUTOMOBILE INDUSTRY 


For the twenty-ninth time in its his- 
tory, the automobile business has es- 
tablished a new record vear. 

Figures in the annual statistical sheet 
of the National Automobile Chamber of 
Commerce give a total production of 
4,480,000 motor vehicles for 1926, with 
the wholesale value of $3,056,950,000. 

The totals are slightly in advance of 
1925 when production was 4,336,754 and 
the wholesale value was $2,977,904,833. 

Only three times in its history has the 
motor industry failed to reach a new high 
total. One of these periods was in the 
war year of 1918, another in 1921, and 
the third in 1924. 

The increase of three per cent over the 
total export figure of last year, the 
volume being 550,000 vehicles for 1926, 
is regarded by the motor industry as 
one of the most significant figures of the 
year. This total represents 12 per cent 
of the business of the automobile fae- 
tories, and it is predicted that 25 per 
eent of production will be sold abroad 
within a few years. 

Closed cars continue to inerease in 
popularity, amounting to 74 per cent 
of the total, despite the fact that there 
was an excellent trade in roadsters and 
other open models during the year. 


GENERAL MOTORS 
BREAKS RECORD 


The earnings of the General Moto~s 
Corporation, for the nine months end- 
ed September 30, 1926, not only ex- 
ceeded any nine months in its history, 
but also were greater than the earnings 
of any previous entire calendar year. 
Sales of cars to dealers, and the deal- 
ers’ sales to users in these nine months 
also exceeded any entire previous calen- 
dar year. Net earnings, including the 
corporation’s equity in subsidiary com- 
panies, were $149,317,553 compared 
with $80,921,018 for the corresponding 
period of 1925. 


According to the Economie Research 
Department of the American Bond and 
Mortgage Company, nine billion dollars 
was spent in building operations dur- 
ing 1926 which is a new high record for 
the United States. This increase is ap- 
proximately five per cent over 1925. It 
is said that Texas showed the largest 
inerease of any single state, while the 
tities of Chieago, Detroit, Cincinnati, 
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Complete Equipment 
for Investment Service 


A Diversified List of Offerings 


—the securities which we offer have been 
purchased for our own account after most 
careful consideration of their safety and 
necessary marketability. 


An Experienced -Personnel 


—seasoned by practice over many years 
and in many changing markets. 


Outstanding Industrial 
and Financial Advisors 


—our directors, whose industrial and 
financial activities are nation-wide, af- 
ford us the finest sources of informa- 
tion and advice. 


A Statistical and In- 
formation Department 


—equipped to analyze accounts and an- 
swer all questions relating to investment 
problems. 


Nation-wide Connections and 
an Alert Trading Department 


—a private wire service that reaches 
everywhere through 36 centers gives 
close contact with the principal markets 
and provides unexcelled service in the 
execution of orders for both listed and 


DIRECTORS 
“= 
A. WATSON ARMOUR 
Vice-President, Armour & Co. 


Director, Northern Trust Co., 
Chicago 


“ 

WM. V. KELLY 
President, Miehle Printing Press 
and Mfg. Co. 

Director, Continental & 
Commercial National Bank 


“ 

ROBERT P. LAMONT 
President, 
American Steel Foundries 
Director, 
International Harvester Co. 
Director, 
Montgomery Ward & Co. 
Director, 

First National Bank, Chicago 
“ 


CLIFFORD M. LEONARD 
President, 
Leonard Construction Co. 


Director, 
First National Bank, Chicago 


“ 
GEORGE A. RANNEY 
Vice-President and Treasurer, 
International Harvester Co. 


Director, 
Union Trust Co., Chicago 
- 


A. A. SPRAGUE 
Chairman, 
Sprague, Warner & Co. 

. Director, 
Illinois Merchants Trust Co. 


“ 

ROBERT W. STEWART 
Chairman, 
Standard Oil Co. of Indiana 
Director, Continental & 
Commercial National Bank 


Director, 
National City Bank, New York 
“ 


I. NEWTON PERRY 
CHARLES L. STACY 





unlisted securities. 


ROBERT STEVENSON 
JOHN A. STEVENSON 


STEVENSON, PERRY, STACY & CO. 


Investment Securities . 
120 West Adams Street * Chicago 
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Milwaukee, Newark, and Albany made 
the largest gains of individual cities. 


WE BUY A BILLION OF 
FOREIGN SECURITIES 


Just about a billion dollars of Amer- 
ican capital was invested abroad in 1926, 
chiefly through the purchase of foreign 
bonds. While European loans _ con- 
tinued in fairly large volume, there was 
a pronounced inerease in South Amer- 
ican issues sold here. 

The investment demand has expand- 
ed in an unprecedented manner, as re- 
flected in an almost uninterruted up- 
ward movement of prices and in over- 
subseription of a majority of the new 
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offerings. 


The market for foreign bonds in the 
last few months has been of a most 
vigorous nature. The movement was 
started with a heavy over-subseription 
of a $50,000,000 portion of an inter- 
national loan to Belgium. These bonds 
quickly moved up more than 6 points, 
and this was reflected promptly in gen- 
eral buying of other foreign bonds. 
The improvement in the French situa- 
tion was followed by broad buying, 
which sent many French issues to their 
highest prices in years. German and 
Italian bonds also have been in demand, 
and the market in Japanese bonds, as 
well as several South American issues, 
also furnished strong spots. 


























Last year’s federal reserve bank profits were 
| almost double those of 1925, although in compari- 
son with the earnings of large national and state 
banks the earnings were modest. 
Net profits of the 12 reserve banks aggregated 
$16,610,000, an increase of $7,160,000 over 1925. 


AMERICAN BANKERS ASSOCIATION 
NEWS AND ANNOUNCEMENTS 





CENTRAL CONFERENCE 
IN OMAHA 


The Central Conference of 1927 will 
be held in Omaha, Nebraska, in acecord- 
ance with the action taken last Mareh 
at Topeka, Kansas. President W. G. 
Coapman of Wisconsin and secretary 
F. P. Fellows of Minnesota now 
canvassing the wishes of members so 


are 


as to fix dates agreeable to the majority. 
For the last several this 
ference has been held in the month of 
March. The conference lasts two days. 


vears, con- 


SECRETARIAL CHANGES 


The resignation of two well-known 
and popular secretaries is reported with 
regret, namely: S. A. Roach of Ohio, 
who has gone into business, and W. F. 
Augustine of Virginia, who will soon 
assume a responsible position in The 
National Shawmut Bank of Boston. 

Chas. H. Mylander is now acting as 
secretary of the Ohio Bankers Asso- 
ciation, and W. S. Irby, vice president 
of the Bank of Lunenberg, Kenbridge, 
Virginia, has been selected to succeed 
Mr. Augustine until the regular elec- 
tions at the next convention of the 
Virginia Bankers Association. 

A recent notice indicates the election 
of J. W. Brislawn of Seattle as secre- 
tary of the Washington Bankers Asso- 
ciation. Wm. Hateh Davis has been 
secretary of this association for a num- 
ber of years. 


SECTION COMMITTEES 


President Smith announces the follow- 
ing committee appointments within the 
State Secretaries Section for the current 
convention year: 

Better Banking Methods—E. P. Gum, 
Oklahoma, chairman; Henry Johnson, 


74 


South Carolina; Robert E. 


Arkansas. 


Wait, 


Committee on Interest Rates on 
Deposits—H. Grady Huddleston, Tenn- 
essee, chairman; W. C. MacFadden, 
North Dakota; W. W. Bowman, Kansas. 

Committee on County Organization 
and Credit Bureaus—M. A. Graettinger, 


Illinois, chairman; Miss Forba Me- 
Daniel, Indiana; Haynes McFadden, 
Georgia. 


Bank Protection Committee—W. G. 
Coapman, Wisconsin, chairman; Frank 


Warner, Iowa; L. F.  Searboro, 
Colorado. 
Insurance Committee—Frank Key- 


ser, Missouri, chairman; F. P. Fellows, 
Minnesota; Mrs. Helen A. M. Brown, 
Michigan. 


Operation Cost and* Income Com- 
mittee—Paul P. Brown, North Caro- 





lina, chairman; Jas. S. Hill, West 
Virginia; Geo. B. Power, Mississippi. 

Committee on Publie Edueation—C, 
F. Zimmerman, Pennsylvania, chair- 
man; Wm. B. Hughes, Nebraska; Chas. 
E. Hoyt, Connecticut. 


SCHOOL SAVINGS 
BANKING 


Seeretaries and other officers of state 
bankers will do well to 
study carefully deputy manager Albig’s 
annual report on school savings banking 
during the school year of 1925-26. This 
is made up of an interesting introdue- 
tion and statistical tables 
constituting a comprehensive review or 
survey savings banking 
throughout the country made by the 
savings bank division, A. B. A. If you 
want to know just what your state is 
doing in this line, you will find the 
figures in this report. 
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numerous 
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Association were guests of Melvin A. 





A. B. A. Administrative Committee Meets 











This photo 
President Tray 
secretary, New York City; 
Alabama; Thomas R. Preston, first vice president, Chattanooga, Tennessee; Craig B. 
Hazlewood, second vice president, Chicago; and J. H. Puelicher, Milwaukee, Wisconsin. 


or is standing. 





© Unde rwood and Underwood 


aph shows the new committee in session at the Drake Hotel, Chicago. 
The others are, from left to right, F. N. Shepherd, executive 
alter W. Head, Omaha, Nebraska; Oscar Wells, Birmingham, 
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Traylor, president of the First National 
Bank of Chicago, and president of the 
A. B. A. during their sessions in Chicago 
at the time of the International Live 
Stock Exposition. 
were held in the First National Bank 
and others in the Stock Yards National 
Bank. The review of the year’s work 
of the commission made by D. H. Otis, 
director, was very encouraging. 


Some of the sessions 


AMERICAN BANKERS 
ASSOCIATION SPRING 
MEETING 


The administrative committee of the 


American Bankers’ Association has 
designated the Arlington Hotel, Hot 
Springs, Arkansas, for the annual 


spring meeting of the executive council. 
The meeting will be held the week of 
May 1. 


NEW McFADDEN BILLS 


A special appeal has been sent to 
each state secretary urging him to have 
members do what they can to break up 
the deadlock in congress over the Me- 
Fadden banking bill. Congressman 
Hull of Chieago has separated the 
original MeFadden bill into three bills 
which will enable bankers to advocate 
the passage of the bill that meets their 
views. 

The correct numbers of these bills are 
as follows: 

H. R. 15278 providing for the renewal 
of federal reserve bank charters. 

H. R. 15279 containing the provisions 
of the MeFadden bill in regard to 
branch banking and embodying the Hul! 
amendments. 

H. R. 15280 granting to national 
banks all the forms of relief contained 
in the MeFadden bill except 
referring to branch banking. 

It is believed that all bankers ean 
now unite on H. R. 15278 and H. R. 
15280. H. R. 15279 is still open to the 
contentions which were thrashed out at 
the Los Angeles convention. 


those 


MID-YEAR F. A. A. MEETING 
IN NEW ORLEANS 


The mid-year conference of the 
Financial Advertisers Association will 
be held in New Orleans, March 10, 11 
and 12. This conference will be at- 
tended by officers, directors and asso- 
ciation representatives on the national 
advertising commission. One of the 
matters of business that will come be- 
fore this conference will be the selection 
of the 1927 convention city and the 
dates of that meeting. 


The State Bank of Chicago announces 
the appointment of R. R. Reeder, Jr., 
as manager of its credit department. 


~I 


wt 


A Specialized Service 


for Banks and Bankers which is the result of 
‘more than sixty years of experience is offered by 


The First National 
Bank of Chicago 


and the First Trust 
and Savings Bank 


and provides complete facilities for active and 


inactive accounts, 


collections, 


bill-of-lading 


drafts, investments, letters of credit and foreign 


exchange transactions. 


FRANK O. WETMORE 
Chairman 


MELVIN A. TRAYLOR 
President 


Combined Resources exceed $450,000,000.00 





Mr. Reeder has had a wide banking 
experience, both in New York and 
Chieago. He came from the Chase Na- 
tional Bank of New York in 1923, and 
was assistant cashier and manager of 
the credit department of two Chicago 


banks before joining the State Bank 


of Chicago. 


John C. Campbell, past president 
California Eserow Association, and for 
a number of years superintendent of 
Pacific-Southwest Trust and 
Savings Bank, has associated himself 
with Raymond B. Wells for the prae- 
tice of law, with offices at 1012 Broad- 
way Areade Building, 542 South Broad- 
way, Los Angeles. 


escTows 





10% 
Get ten per cent more efh 
Reed's Courier 
Service rules coupled with 
Reed's Merit Plan 


PATENTS 


Business from non-resident 
and banks especially solicited. Highest 
references; best services. Attorneys and 
bankers having clients who wish to patent 
inventions are invited to write for full 
particulars and terms. 

WATSON E. COLEMAN, Patent Lawyer 

724 9th Street, N. W., WASHINGTON, D. C. 


ciency thru 


attorneys 





That’s why so many banks 
find satisfaction in— 
HECO 


Readers will eonfer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 











LEROY A. MERSHON RECEIVES 
GOLD WATCH 











A’ a meeting of the Committee on 
Costs and Charges of the Trust 
Company Division of the American 
Bankers’ which was in 
session in the Assembly Room of the 
Illinois Merchants Bank, Chicago 
recently, LeRoy A. Mershon, secretary 


Association, 


* * 


TITLE COMPANY TO 
INCREASE CAPITAL 


The North American Title Guar- 
anty Company which was recently in- 
corporated is organized and is 
functioning. The company has opened 
spacious quarters at No. 8 West 40th 
Street, New York, in the 
“mid-eity” section between Grand 
Central and Pennsylvania Stations. 

Its board of directors and stockholders 
have recently voted and it has been ap- 
proved by the Insurance Department to 
increase the capital stock of the com- 
pany from $150,000 to $1,000,000, in 
order to bring its capital structure into 
conformity with the plan and scope of 
the company. 

The resolution provides that the 
capital stock be increased from 1,500 
shares of the par value of $100 each to 
10,000 shares of the same par value 
which are to be offered to subscribers at 
$125 per share on the same basis as 
the original stockholders. 

The chairman of the board of this 
company is United States Senator Hon. 
Edward I. Edwards of New Jersey. 
William E. Walter is president and 


now 


convenient 


general manager, who was _ formerly 
president of the National Bank of 


American in Paterson, New Jersey. Hon. 
George C. Van Tuyl, Jr., is vice pres- 
ident. He was the former superintend- 
ent of banking in New York. The other 
officials are the Hon. Carl Sherman, 





of the Division, was presented with a 
beautiful watch by Lueius Teter, 
president of the Chicago Trust Com- 
pany, for having completed his tenth 
vear of service to the organization 
Mr. Teter is the one at the extreme left 
of the picture. 


* * 


vice president, former attorney general 
of New York; John F. MeCabe, treas- 
urer, and J. DeMund Van Dien, secre- 
tary. 





WILLIAM E. WALTER 


In addition to these gentlemen, there 
are such well-known men as the Hon. 
Frederick W. Kavanaugh, vice pres- 
ident of the Murray Hill Trust Com- 
pany, and a director in a number of 
other banks; Walter B. Adams, assis- 
tant treasurer of E. H. Rollins & Sons, 
bankers; Russell R. Whitman, publisher 
of the New York Commercial, and a 
number of others prominently connected 
with real estate, architectural, banking, 
insurance and building interests, con- 
nected with the company. 
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BLAINE HEADS FIDELITY 
TRUST OF NEW YORK 


Samuel S. Conover, executive chair- 
man of the board of directors of the 
Fidelity Trust Company of New York, 
announced that at the January meeting 
of the board of directors of that com- 
pany James G. Blaine 
its president. 

Mr. Conover also stated that the three 
chief executive officers of the Fidelity 
Trust Company, after Mr. Blaine’s 
election, would be Samuel S. Conover, 
executive chairman of the board of 
directors; John T. Sproull, chairman of 
the executive committee, and James G, 
Blaine, president. 

Mr. Blaine, who is well-known in 
financial circles, was born in New York 
City in 1888, and graduated from Har- 
vard College in 1911. He lived in 
Providence, Rhode Island, from 1911 to 
1917, where he engaged in the 
insurance and_ investment 
While there he served two terms in the 
Providence city council and was active 
in state polities. 

After the war, Mr. Blaine 
vice president of the Liberty National 
Bank of New York which later merged 
with the New York Trust 
From 1920 to 1924 he eastern 
treasurer of the Republican national 
committee, and until recently was chair- 
man of the committee on _ national 
affairs of the National Republican Club. 

Mr. Blaine is a son of the late James 
G. Blaine and the late Mary Nevins 
Bull, and a grandson of James G. 
Blaine who was Secretary of State un- 
der Presidents Garfield and Harrison, 
and the Republican candidate for the 
presidency in 1884. 


was elected 


was 
business. 


became 


Company. 
was 


F. A. A. MAKING 
DESERVED GROWTH 


The real service rendered by the 
Financial Advertisers Association  to- 
gether with the energy of Gus Hander- 
son, the new president, has resulted in 
an enthusiastic membership campaign. 

As an illustration as to how this is 
working out, Preston Reed, secretary, 
reports that Bob Mathies, of the De- 
positors State Bank of Chicago, 
brought in 31 new members. Grove B. 
Biwer of the Rochester Trust and Safe 
Deposit Company of Rochester, New 
York, is getting new members there. 
Milton Fitzgerald of the American Na- 
tional Bank and Rose Seorgie of the 
State-Planters Bank and Trust Com; 
pany of Richmond, Virginia, are work- 
ing that city. H. J. Bernard of the 
Second National Bank of Houston, 
Texas, has secured new members there. 

Thomas J. Kiphart of the Fifth- 
Third Union Trust Company, Cincin- 
nati, and J. M. Rountree of the First 
National Bank, Tampa, Florida; J. A. 












ug 


poem 


= 


{ 











Offers These Services to 
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The New York Trust Company 


Banks, Corporations and Individuals 


commercial banking facili- 

ties, and a highly developed 
credit information service available 
to customers— 


AYA ODERN, comprehensive 
M 
vA 


Foreign credit information, current 
data on foreign markets and trade 
opportunities, and other special con- 
veniences for those engaged in foreign 
trade— 


Exceptional facilities for the admin= 
istration of personal and corporate 
trusts, developed through long ex- 


perience covering the entire field of 


—_ 


<HALION ARS 
ATIONAR 


Yi 
my 


“J 
i] 


cll 


KC « 


‘ 


KK 
ere) 


eee 


ae 
— 


wee 


i) 


vl 


impression 


Thousands who never see your 
bank form their impressions from 
the kind of checks you use. 

Checks should show consider- 
ation for the safety of depositors. 
They should be good-looking. 
Easy to write upon. And should 
feel substantial and durable when 


EN 


a 


trust service. 


The New York Trust Company 


Capital, Surplus and Undivided Profits $31,000,000 


100 Broadway 
57th St. & Fifth Ave. 


Little of the Terre Haute Trust Com- 


pany, Terre Haute, Indiana; Charles 
H. MeMahon of the First National 
Bank of Detroit; J. K. Weens of the 


City National Bank and R. E. Gettys 
of the Fidelity Trust Company of 
Marshfield, Tennessee; A. R. Cooley 
of the Mutual Bank and Trust Com- 
pany of Hartford, Connecticut, and W. 
M. Edmunds of the First National Bank 
of Grand Forks, North Dakota, have 
all been heard from. 

Since Dee. 15, 60 new members have 
been secured. 


J. P. MORGAN AND 
COMPANY HAS THREE 
NEW PARTNERS 


In the announcement by J. P. Mor- 
gan & Co. that Francis Dwight Bartow, 
Arthur Marvin Anderson and William 
Ewing had been admitted as general 
partners in the firm, a precedent is 
changed. This is the first 
when the Morgan firm has elevated to 
partnership men who have moved up 
through the ranks. Heretofore each 
partner admitted has been sought on 
the outside; always an industrial or 
financial leader of renown. 

Each man admitted to partnership 
this year has been connected with the 
New York office of J. P. Morgan for 
some years. 


oecasion 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when 





40th St. & Madison Ave. 


NATIONAL BANK OF 
REPUBLIC HAS NEW 
VICE PRESIDENT 














RAYMOND F. McNALLY 


The National Bank of the Republic 
in Chieago announces that Raymond F. 
MeNally was elected a vice president 
and director at the annual meeting in 
January. He was formerly vice pres- 
ident and cashier of the National Bank 
of Commerce in St.’ Louis. 


handled. 


National Safety Paper fulfills 


all of these qualifications. 


Ask your lithographer. 


George La Monte & Son 


Founded 1871 
61 Broadway, New York 


NATIONAL BANK OF 
COMMERCE OF NEW 
YORK EXPANDS 


In his address as chairman of the 
board of directors of the National Bank 
of Commerce of New York, James S. 
Alexander gave the following interest- 
ing information about this bank: 

“Because of the importance of the 
banking and business center being 
developed in the Forty-second street 
district and the consequent desirability 
of making our facilities available there, 
an office will be opened about May 1 
on Madison avenue, between Thirty- 
ninth and Fortieth streets. 

“The foreign business of the bank 
shows a gratifying inerease in volume 
and in profit. On December 18, 1926, 
our office formerly maintained at Copen- 
hagen was transferred to Berlin. 

“The services of our trust department 
are being increasingly availed of by the 
customers, and other friends of the 
bank, and this department continues its 
healthy growth. 

“The number of stockholders is 6,534, 
the average holding being about 38 
shares.” 

A. G. Brown, president of the First 
National Bank at Greencastle, Indiana, 
has been elected chairman of the pro- 
tective organization committee of the 
Indiana Bankers Association. 
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OUTSTANDING CINCINNATI 
BANKS CONSOLIDATE 





JITH the beginning of 1927 a new 
and important banking institution 
in Cineinnati, Ohio entered the financial 
world. This new bank, the Fifth-Third- 
Union Trust Company, is the result of 
a consolidation of the Fifth-Third Na- 
tional Bank and the Union Trust Com- 
pany. 

Formal action to effect the merger 
was taken in the closing days of 1926 
by the directors of the two institutions. 
As a result of the combination the new 
bank has a capital of $5,000,000; sur- 
plus and undivided profits of more than 
$6,000,000 and total resources in excess 
of $90,000,000. 

This, the formation of 


largest 


Cincinnati's 
bank, is the crowning achieve- 
Charles A. Hinsch, formerly 
president of both banks, who is now 
president of the united institution. 

The 
largest banking corporations outside ot 
New York City. 

The united bank operates under an 
Ohio banking charter, with membership 
in the Federal Reserve System. 


ment of 


combination makes one of the 





Speaking 








Personally 


AM inclined to agree with 
you, Mr. Banker, that plans 
for new savings business are 
often ‘“‘successful” at a cost 
that takes most of the profit 
out of the accounts they secure. 


Indeed I go farther than 
that. To my mind no savings 
plan is a safe investment that 
merely promises new depos- 
itors and does not provide 
definitely for subsequent de- 
posits. 


I have no new or startling 
theories on the subject but I 
think I can help any bank se- 
cure a greater than average 
number of frequent and steady 
depositors at a lower than 
average production cost. 


Shall we exchange views on 
the subject? 


Vice President 
THE BANKETTE COMPANY 
Bankers Bldg., 73 Water St. 
Boston, Mass. 





Readers will confer a favor 


The merger was accomplished without 
any change in the personnel of directors, 














CHARLES A. HINSCH 
President, Fifth-Third Union Trust Co., 
Cincinnati 


officers or employes. The only import- 
ant change is the surrendering of the 
national bank charter held by the Fifth- 


Third, although the united bank remains 


a member of the Federal Reserve 
System. 
As part of the new organization, 


two new corporations have been organ- 
ized to undertake certain functions 
formerly conducted by the constituent 
banks. 

A securities company, known as. the 
Fifth-Third-Union Company, with an 
authorized capital of $500,000, conducts 
the bond and investment business hereto- 
fore handled by both banks. 

A third corporation, to be known as 
The Fifth-Third-Union Safe Deposit 
Company, with an authorized capital 
of $500,000, is to operate the safe de- 
posit business of the bank and its 
branches. 

All officers of both banks hold similar 
positions with the merged bank. These 
officers are: vice president Edward A. 
Seiter, Monte J. Goble, Louis G. Pochat, 
Charles T. Perin, Lewis E. Van Ausdol, 
Louis E. Miller, Edward Senior, Charles 
H. Deppe, Edward F. Romer and Edgar 
Stark. 

Charles H. Shields is the cashier and 
the assistant cashiers are Samuel Me- 
Farland, Edward A. Vosmer, G. William 
Gale, William B. Huesing, Harry Nagel, 
Louis C. George, Gus G. Hampson, 
Claude E. Ford, Charles N. Evans, W. 
Carroll Shanks and Frank Acomb. 


William L. Thede is secretary and 
William E. Gray, treasurer. Assistant 
secretaries are Frank J. Loewe, Joseph 
C. Lohrey, Henry J. Mergler and Will- 
iam B. Thesing. Harry J. Plogstedt is 
branch supervisor and James DPD, 
Chambers is the active executive in 
charge of the new securities corporation, 

The Stockyards National Bank of 
Chieago reports the following promo- 
tions: S. T. Kiddo, chairman; F. H. 
Prince and O. T. Henkle, directors; 
Charles N. Stanton, prestlent; H. 1 
Tiffany, vice president. The Stockyards 
Trust and reports S. T, 
Kiddo, chairman; H. E. 
O. T. Henkle, directors; J. T. Mangan, 
vice president; R. M. Zehr, 


Savings 
Poronto and 


cashier. 





The organization of the Peoples 
Securities Company has been authorized 
by the directors of the Peoples Trust 
and Savings Bank of Chicago. Capital 
and surplus will be $125,000. The stock 
will be held in trust for the benefit of 
the bank’s stockholders. 


GUARANTY TRUST SHOWS 
REMARKABLE GROWTH 


The statement of condition of the 
Guaranty Trust Company of New York 
as of December 31, 1926, shows deposits 
of $604,960,206.73, a gain of $93,852,- 
$02.74 since the last published state- 
ment as of November 15. 
are $739,834,965.19, an inerease of 
$100,937 ,932.31; undivided profits are 


Resourees 








ARTHUR A. MILLER 
Vice President, Guaranty Trust Company, 
New York 


$5,958,981.13, a gain of $756,411.49. 
Since December 31, 1925, the surplus 
was increased from $15,000,000 to $20,- 
000,000 and the total amount of surplus 
and undivided profits increased from 
$21,884,933.80 to $25,958,981.13, a gain 
of $4,074,047.33. Deposits increased 
$57 ,602,454.21, and resources increased 
$60,227,038.68 during the year. 
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THOMAS W. FARWELL 
JOINS CHEMICAL NATIONAL 


The Chemical National Bank of New 
York recently announced the appoint- 
ment of Thomas W. Farwell as manager 














THOMAS W. FARWELL 


of its Chieago office with rooms in the 
Illinois Merehants Bank building. Mr. 
Farwell is district manager for the 
territory west of Chicago and north of 
the southern states, including the state 
of Michigan. 

He began his banking career in 1914 
with the Merchants Trust Company ot 
Chicago. In 1917 he enlisted and joined 
the 131st infantry. 

He went to France with the 130th 
infantry as first lieutenant and was in 
service in France a year. 

When he returned, he joined the 
Merchants Trust Company again and 
went through various departments, 
finally being appointed as field repre- 
sentative for the states of Michigan and 
Indiana. This has been his work for 
the last two and a half years. 

Now, as district manager for the 
Chemical National of New York, he has 
those banking and commercial accounts 
loeated in this territory under his direct 
charge. His task, of course, includes 
the securing of new accounts but much 
of his time is employed in the servicing 
of accounts already with the bank. 
These include several large corporations, 
such as several of the meat packers in 
Chieago. 

One of the services includes a private 
wire to New York with connections in 
Detroit, Cleveland and Buffalo. This 
private wire service is free to Chemical 


National ecustomers. There is also 
private wire service to St. Louis, 
Kansas City, Memphis and New 
Orleans. 


Mr. Farwell has his own operator 
and this wire service is of very definite 
value to his customers. 
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Alfred H. Swayne 
Chairman— Vice President, General 
Motors Corporation. 
Curtis C. Cooper 
President 
Albert L. Deane 
Vice President 
Pierre S. duPont 


Chairman, General Motors Corpofation 


and E. I. duPont de Nemours & Co. 


Lammot duPont 
Finance _ Committee, General Motors 


Corporation. 











GENERAL MOTORS 
ACCEPTANCE CORPORATION 


Executive Offices: 
250 West 57th Street, New York City 


fo E obligations of this institution are selected as appro- 
priate and sound mediums for short term investment by a 
large banking clientele. They may be obtained in convenient 
denominations and suitable maturities. 


DIRECTORS 


O. H. P. LaFarge 
General Motors Corporation 

Seward Prosser 
Chairman, Bankers Trust Company, 
New York 


J ohn J. Raskob 


Chairman, Finance Committee, General 
Motors Corporation 
Alfred P. Sloan, Jr. 
President, General Motors Corporation 
John J. Schumann, Jr. 
Vice President 
Donald M. Spaidal 
Vice President 











NATIONAL CITY BANK 
LARGEST IN WORLD 
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TI. HE board of directors of the Na- 
tional City Bank of New York in 
December recommended that at the 
annual meeting of shareholders held 
January 11, 1927, action be taken to 
authorize the increase of the capital of 
the bank by $25,000,000 and the increase 
of the capital and surplus of the Na- 
tional City Company by the same 
amount. 
In his letter to shareholders, Charles 
EK. Mitehell the president said in part: 
“After such increases, the capital of 
the bank will be $75,000,000 and its 
surplus $50,000,000, with undivided 
profits of upwards of $15,000,000; 
while the eapital of the National City 
Company will be $25,000,000, and its 
surplus $25,000,000, with substantial 
undivided profits. The earning power of 
the bank and its allied institutions, in- 
cluding the National City Company, 
gives promise that the present rate of 
dividends, equivalent to $20 per share 
on the eapital stoek of the bank, ean be 
maintained on the larger eapital. The 
proposed capital inerease will be im- 
mediately profitable to shareholders, as 
will doubtless be evidenced by the usual 
active market for subscription rights. 
Public announcement was also made 
of the proposal for the taking over by 
the National City Bank of New York 
of the branches of the International 


Banking Corporation throughout the 
world. The “I B C”, as the organiza- 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


tion is generally known through the Far 
East, where the largest number of its 
offices has been located, was founded in 
1901 to specialize in Asiatie business, 








CHARLES E. MITCHELL 
President, The National City Bank of New York 


and its capital and surplus and un- 
divided profits total $15,000,000. The 
stock is owned entirely by the National 
City Bank of New York. It is the only 
American bank operating branches 
throughout the Orient. 
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Following is a list giving the present 


location of all domestic and foreign 
branch offices of the International Bank- 


ing Corporation: 


CHINA JAPAN 
Canton Kobe 
Dairen Osaka 
Hankow Tokio 


Harbin 
Hongkong 


Peking 


Yokohama 


PHILIPPINE ISLANDS 


Shanghai Cebu 
Tientsin Manila 
ENGLAND SPAIN 


Barcelona 
Madrid 


London 


INDIA 
Rombay 
Calcutta 
Rangoon 


STRAITS SETTLEMENTS 


Singapore 


UNITED STATES 
JAVA New York (head office) 
Batavia San Francisco 


Services of the two consolidated in- 





BANKERS VISIT MONTANA 
COPPER MINE 


stitutions supplement one another. By 
the 


is expected that 


making a complete unit of two 
the 


facilities of both for aiding in the de- 


organizations, it 


velopment of American import and ex- 
port trade will be further increased. 
The National City Bank is now said 
to be the world. 
Its nearest rival is the Midland Bank 
of London with a total capitalizaion of 
$130,000,000. Next comes Lloyd’s Bank 
of London with $129,000,000. 
Bank 


Westminster 


the largest bank in 


The next 
$125,000,000. 
Bank, 


is Barelay’s with 
Next is the 


$99,000,000. 


with 




















HIS group, recently gathered at 

Butte, Montana, for the sale of the 
Chicago, Milwaukee and St. Paul Rail- 
way, tried the life of the miners at the 
Leonard mine of the Anaconda Copper 
Company for a few hours. 

They are left to right sitting: Pierpont 
V. Davis, vice president of National 
City Company; Guy Cary, counsel for 
Milwaukee 
Judge H. H. Field, general counsel for 
Jerome J. Hanauer, 
president, Kuhn Loeb & Company; W. 
A. W. 


of Puget Sound mortgages. 


bondholders committee ; 


receivers ; vice 
Stewart, representing trustees 
Second row: J. Carlos Ryan, son of 


John D. Ryan, chairman of the board 
of the Anaconda Copper Mining Com- 








pany; F. H. Ecker, vice president of 
Metropolitan Life Insurance Company; 
Herbert Lundahl, master in chancery at 
sale. 

Back row: 
senting the Guarantee Trust Company ; 
Robert T. Swaine, for Kuhn 
Loeb & Company, the 
road; Chauncey Berrien, general super- 
intendent of mines for the Anaconda 
Copper Company (back of Mr. Swaine) ; 
Ralph Shaw, special counsel the 
receivers; Donald C. Swatland, attorney 
for the reorganization 
Charles Kelley, son of Chas. J. Kelley, 
president of Metals Bank; EK. M. 
Morris, assistant manager of 


E. S. Sunderland, repre- 


eounsel 
purchaser of 


for 


committee; 


general 
mines for Anaconda company. 


CONVENTION DATES 





American Bankers Association 
Executive Council spring meeting, 
May 2-5, 1927 at Hot Springs, Ark 


State Conventions 


ALABAMA 
May 19-20-21... (tentative)... .. 
CALIFORNIA 
May 18-19-20-21 ............. Del Monte 
FLORIDA 
April 14-15-16. . (tentative)... .. Sarasota 
GEORGIA 
May 16-17-18. . (tentative)....... Atlanta 
KENTUCKY 
SO oo oss Re ie Louisville 
LOUISIANA 
April 19-20..... (tentative)....... 
MISSISSIPPI 
WO SPOS, ees wise ea cien 
MISSOURI 
cca” fe hae TROT ee ee 


NORTH CAROLINA 
| ee 


SOUTH CAROLINA 
May 5-6 or June 22-23. (tentative). . 


TENNESSEE 


Pinehurst 


Chattanooga 


EI Paso 


ZOLLER PRESIDENT OF 
ROCHESTER MERGER 


The Merchants Bank and the Union 
Trust Company of Rochester, New 
York, have planned a merger, the new 











FREDERICK W. ZOLLER 


bank to be known as the Union Trust 
Company. The new institution will 
have resources of about $50,000,000. 
The present Merchants Bank will be 
known as the Merchants Braneh of the 
Union Trust Company, and this office 
will be kept in operation. 
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You wouldn’t risk a guess! 
Train your employees to the BLUE BOOK habit too 


How much trouble you save by a 
quick glance into your Rand MCNally 
Bankers Directory! Make sure your 
employees fully appreciate this. 
They are secure beyond question 
when they rely upon the Blue Book. 

Twice a year this standard bank- 
ing reference is completely and 
honestly brought up to date, with 
a painstaking care that costs added 
thousands of dollars. It is pub- 
lished and distributed every March 
and September, closer to the date 
of its information than any other 
similar publication. 

In the majority of banks the 
country over, law firms, leading 
corporations and business houses 
of all kinds, you will find this 
directory subscribed for because it 
is the most reliable in the banking 
field. If you are not now using it, 
we shall be glad to supply complete 
details, as well as full information 
about Rand M€Nally’s bank ser- 
vice—no obligation on your part. 

Here is part of the daily service 
the Bankers Directory gives you. 


RAND MSNALLY & GoMPANY 


Map Headquarters 


Dept. N-1 
270 Madison Avenue, New York 


San Francisco 


536 S. Clark Street, Chicago 
Washington 


Largest Publishers of Banking Publications in the World 
Official Numbering Agent, American Bankers Association 


ESTABLISHED 1856 


Banks by states, with statements, 
officers and correspondents; foreign 
banks; bank directors; bonded attor- 
neys; commercial laws of all states, 
condensed for easy reference ; Federal 
Reserve System; postal rates; bank- 
ers’ associations; Numerical System 
Bank Transit Map; examiners; 
clearing houses; foreign currency; 
interest rates by states; Farm Loan 
System; joint stock land banks; etc. 






Los Angeles 
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Make use of this | 





complete bank service | 





*The Bankers Monthly—The Mag- 
azine for Bank Executives. Covers 
every phase of bank management and 
development, with helpful discussions 
of current financial and economic sub- 
jects. $5 a year; single copies 50c. 
Send for introductory copy, free. 


*The Bankers Service Bulletin—A 
monthly magazine devoted to the 
problems of bank routine operation, 
equipment and supplies. Gives latest 
buying information. 


*The Bankers Service’ Guide—How 
and Where to Buy. A conveniently 
indexed and permanently useful refer- 
ence book. Cloth bound, $1 postpaid. 


Key to the Numerical System of 
the A. B. A.—Official publication of 
the American Bankers’ Association. 
Printed every other year, with regular 
six month supplements. 578 pages 
and introduction. Cloth bound, $2.50 
postpaid. ; 


Banking and Business Ethics—An 
elementary maztual of banking, written 
by W. E. Borden, practical banker, 
and Cyrus Lauron Hooper, well known 
educator. $1.35 postpaid. 


How Banks Increase Their Business 
—Just out. By G. Prather Knapp. 
A sound, informative discussion, based 
on years of experience in every phase 
of banking operation. Invaluable for 
bank and trust company executives. 
326 pages, cloth, $5.00 postpaid. 


Maps for Bankers—Maps and atlases 
of every kind and description for use 
in bank development, distribution 
among customers and informational 
use inside bank, etc. 


*Advertising in these publications 
as well as in the Bankers Directory 
(Blue Book) reaches a responsive and 
responsible list of interested readers and 
buyers. Write for rate card. Member 
Audit Bureau of Circulations, Financial 
Advertisers Association, National Pub- 
lishers Association. 


HAVE YOUR SECRETARY MAIL THIS 


PLL ee ee ahhh ddd Dat 


Rand MONally & Company, Dept. N-1 
536 S. Clark Street, Chicago 

Please send complete information about the following checked (x) 
for your attention: 
( ) Bankers Directory ( 
( ) Bankers Monthly ( 
( ) Bankers Service Bulletin ( 
( ) Bankers Service Guide ( 


) Key to A. B. A. System 

) Banking and Business Ethics 

) How Banks Increase Their Business 
) Maps for Bankers 
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ITALY CONFIDENT OF FUTURE 


What the Italians have done to balance the budget 


and stabilize industry 


By ROMOLO ANGELONE 


Commercial Attaché, Royal Italian Embassy, Washington, D. C. 


” order to follow intelligently the re- 
cent industrial and 

development of Italy, it is pertinent to 
be acquainted with the most important 
characteristics of the broader aspects 
of the economic situation of the country. 


commercial 


The outstanding feature of Italy’s 
tn] . 

national economy is a rather heavy 

pressure of population upon rather 


limited natural resourees. In faet, she 
has an area of approximately 76,600,- 
000 acres and a population of more than 
40,000,000, with a density of about 350 
inhabitants square mile. 

Of labor, Italy possesses a marked 
abundance. This substantial 
effect on the social and moral conditions 
of the people, accentuating the main 
characteristics -of the Italian race: 
frugality, determination, and industry. 

Furthermore such a situation offers 
the best explanation of justification for 
the realistic policies adopted by the 
Fascist government in dealing with the 
economic problems of the nation arising 
from the World’s War and its effects. 

On account of her peculiar economic 
dependence upon other countries, Italy 
was bound to suffer more heavily from 
the confusion brought about by the war 
and post-war difficulties. This may ex- 
plain the necessity for the adoption of a 
rigid policy of economic and frugal 
consumption of foreign goods, so as to 
promote domestie production. 

If, therefore, the standard of living 
of the Italian population has not de- 
creased but has, on the contrary, slight- 
ly improved during recent years, this 
was mainly due to the rapid and satis- 
factory development of several indus- 
tries, especially textiles, automobile, 


per 


has a 





shipbuilding, electric, and rubber in- 
dustries. The lack of adequate capital 
has brought about an increase in the 
efficiency of labor and productive or- 


ganization so as to meet the ever- 


7ITH ITALY offering 
Americans an oppor- 
tunity to the 
profits from financing her 


share in 


institutions, this specially 
prepared review will be of 
real help to BANKERS 
MONTHLY readers. Romolo 
Angelone gives a brief and 
clear outline of the policies 


of his country’s new gov- 


ernment. 


increasing international competition as 
a result of the continuous expansion of 
Italy’s participation in the world’s 
trade. 


The New Labor Legislation 


It was, however, necessary to attain 
a more satisfactory relationship be- 
tween capital and labor, and this was 
brought about by the enactment of the 
new labor legislation, by which legal 
status is granted to collective bargain- 
ing. This labor legislation represents 
the corner-stone of the new Fascist or 
Corporative State, upon class 
collaboration and constant 


based 
having a 


view to satisfy and protect the national 
interest. 

The main characteristics of 
legislation are the following: 

1. All strikers and lookouts are declared 
illegal. 

2. All labor disputes arising in agri 
cultural or industrial occupations, are de- 
ferred for settlement to special labor 
courts, whose decision is final among the 
members of all occupations and trade 
(agricultural, industrial, intellectual). A 
number of guilds are organized to repre- 
sent the moral and material interest of 
employers, technical and managerial staff, 
and workers, for there is one guild for 
each eategory and for each trade or oe- 
cupation in each district. 

3. Each association of the single guilds 
is combined in a federation, representing 
the interest of each industry as a whole. 

4. The apex of the pyramid of guild 
organization is formed by the corporations 
which unite the guild organizations formed 
by the several factors of production (em- 
ployers, manual workers, artists, and pro- 
fessional workers) for a given branch of 
production. These corporations are es- 
tablished by the new ministry of guilds 
or corporations. They are considered as 
organs of the state administration and 
their expenses are defrayed by the state. 
These bodies act as organs of conciliation 
in disputes which may arise between their 
several member associations. They pro- 
mote and subsidize all initiatives emanat- 
ing from the guilds in order to coordinate 
and improve production. They open em- 
ployment bureaus where needed. 

5. These guilds are linked up with the 
other bodies recently created for social 
and moral purposes, such as the National 
After Work Recreation Organization, the 
National Work for Maternity and Infancy, 
the National Organization of the Balilla 
(a body somewhat similar in purpose to 
the boy scouts). The guilds are required 
to contribute out of their funds to the 
upkeep of these special activities which 
complete, in the social field, the produe- 
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tion of the moral and material interest of 
the Italian labor. 

This law is now being enforced. The 
results so far obtained fully justify the 
measure which represents an important 
factor in the present industrial situation 
of the country offering a good expla- 
nation for the satisfactory state of 
activity notwithstanding the gradual 
development of the deflationary policy 
adopted by the government by which 
the international value of the lira has 
experienced a substantial recovery since 
last summer. 

The, Financial Situation 

When the Fascist administration went 
into power, the following two aspects 
of the Italian financial problem were of 
primary importance: 

1. Necessity of balancing the budget. 

2. Reduction of paper circulation with- 
in safe bounds. 

After a little more 
of actual 


than two years 
management of the state 
affairs by the present administration, 
the first condition was fully realized. 
During the fiscal year 1924-1925 the 
Italian budget was balaneed. In 1925- 
1926, there was a substantial surplus. 
The gradual but steady improvement 
of the Italian budget situation is shown 
in the following table: 


(In millions of lire) 


Fiseal years Deficit Surplus 
1919-20 10208 8 8 }=— hee 
1920-21 ae time 
1921-22 - ree 
1922-23 a —ti‘é‘ NG 
1923-24 oo =—Sst=<ité‘“ié«“ et 
ae 417 
1925-26 jj — ..... 2,268 
1926-27 (estimates).... 365 


These figures represent all state ex- 
penditures, including those for public 
services, which have separate accounts, 
but the financial results of which are 
shown in the state budget. The expend- 
itures for the reconstruction of the ter- 
ritories invaded by the enemy during 
the war are also included in the treas- 
ury accounts, in the form of treasury 
notes, to be refunded in 25 years. 

With reference to the receipts on 
reparations account, it is to be noted 
that the Italian government, in order 
to cooperate in the reconstruction of 
Europe, has willingly granted a long 
moratorium, or accepted substantial re- 
dactions in the amount due on repara- 
tion account from Austria, Hungary 
and Bulgaria, as determined by the 
various treaties of peace. 

The reparations to be received by 
Germany will be administered by an 
autonomous office, the Cassa Depositi e 
Prestiti, which will take over all pay- 
ments aceruing to Italy on account of 
the Dawes plan and provides for all 
disbursements due to the United States 
and Great Britian for the war debts. 
Under this plan the service of the ex- 
ternal debt will be fully met out of 
Teparation receipts and will not weigh 
on the general budget. 
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Westminster Bank Limited 


AN ENGLISH BANK preserving an English tradition 
throughout a system of over 900 branch offices s, and 
represented in every banking town in the world. 
Vast resources combined with nearly a century’s 
accumulated experience equip it for the vom ig 
istic service it places at its customers’ disposal. 


Authorised Gapital: $165,000,000 
\$5=f£ 1) 


New York Representative 


C. M. PARKER, 68 
HEAD OFFICE: 41 LOTHBURY, 


WILLIAM STREET 


LONDON, E.C.2 
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Therefore, the Italian budget sit- 
uation can be considered as satisfactory. 
It rests upon sound policies which as- 
sure a favorable equilibrium between 


income and expenditures during the 
future years. Together with the im- 


provement in the  state’s financial con- 
dition, there has been noticed a gradual 
betterment in the situation of local 
bodies (provinces and municipalities), 
which are administered independently 
of the national government, for they 
derive their incomes from special re- 
sources and taxes. 

The budgetary surpluses of the past 
two vears were applied toward redue- 
tion of the internal indebtedness of the 
Kingdom, which on October 31, 1926, 
aggregated 85,185,000,000 lire, as com- 
pared with 91,536,000,000 lire on De- 
cember 31, 1925, and 95,286,000,000 lire 
on June 30, 1923. 

Converting the Italian 
into gold lire at the 


internal debt 
rate of one gold lire 
to six paper lire (the wholesale price 
index number for July, 1926 was 677, 
the year 1913 being taken as basis of 
100), we obtain a total of less than 15 
billions of gold lire, a figure not much 
higher than the pre-war debt, which 
stood at 12,478 millions of gold lire. 

At the end of 1913, the total Italian 
paper circulation reached 2,732,800,000 
lire; the peak of the inflationary move- 
ment, which started about 1916 and 


developed very rapidly in the years fol- 
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lowing the war, reached in 1921, 
total paper circulation 
21,745,900,000 lire. 
the movement 


was 
when the 
amounted to 
that date, 


Since 
was one of a 
gradual but continuous contraction. 
On July 31, 1926, the total was 20,419, 
000,000 lire and on August 30 last, it 
was 20,226 millions. 


The Littorio Loan 


Another measure of a constructive 
character was recently adopted in order 
to strengthen the position of the treas- 
ury, mainly with reference to the rela- 
tionship between the consolidated and 
short-term public debt. I refer to the 
floating of the National Littorio Loan, 
five per cent. 

Before considering the nature and the 
details of this operation, it is worth 
while to remember that a peculiar as- 
pect in the financial situation of the 
treasuries of the various European 
nations during the post-war period is 
represented by the often and substan- 
tial variations in the eash balances held 
in the state treasuries as a result of the 
periodic maturities and the 
floating of new series of treasury bonds 
in order to meet current expenditures. 


foreed 


variations in the eash 
account could not fail to have an im- 
mediate effect upon the volume and 
velocity of paper circulation which was 
nervously inereased or decreased, caus- 
ing all the well-known unfavorable 


The abnormal 
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MEMBERS OF THE LONDON BANKERS CLEARING HOUSE 


GOVERNING OFFICE - MANCHESTER 


Total Assets 


1925 


($5 to the £) 


12) $192.467,663 


189 Branches in London, Lancashire, Yorkshire, Cheshire, 
Derbyshire, Staffordshire and North Wales 
COMMERCIAL CREDITS ARRANGED 
The Bank is prepared to act as Agents 
for American Banks on agreed terms 


Foreign Depts. { 


effects upon the economical situation 
and social structure of the country. 

The Littorio loan tries to correct such 
a dangerous situation by providing for 
the conversion of the short-term debt 
into the new consolidated loan. It is 
to be noted further, that the purpose 
of such a loan is twofold, for, on one 
end, it represents the consolidation of 
the pre-existent short-term debt into a 
consolidated debt, and on the other, it 
represents a purely financial operation 
in order to obtain new subscriptions in 
cash, and while the first operation is 
obligatory, the second is fully left to 
the willingness of the inventor in 
general. 

The very fact that, during the first 
two weeks of the floating campaign, the 
Italian public subscribed more than two 
billion: lire in cash to the new loan, 
clearly shows the confidence of the 
Italian people in the government’s 
financial stability. 

In the Littorio loan will be consol- 
idated about twenty-two billion lire of 
treasury bonds, of which little more 
than sixteen billion represent one-year 
bonds, more than one billion and one 
half of five-year bonds, four billion of 
seven-year bonds, and if desired by the 
possessors, the nine-year treasury bonds 
can be converted. 

It is to be noted further, that the 
benefit which the treasury will derive 
from such a conversion will not result 
in any hardship for those investors who 
had intention to ask for the reimburse- 
ment of the bond at its maturity be- 
cause they can receive a liberal loan on 
the face value of the new bonds. 

This financial operation of the Lit- 
torio loan represents, after all, the only 
course to be followed, especially when 
one remembers the firm determination 
of the Italian government in pursuing 
the deflationary policy adopted last 
September and which would not make 
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advisable an increase in the paper cir- 
culation in the very time when the move- 
ment for a gradual re-valuation was in 
full development. 

The foregoing summary which sets 
forth the policy persistently and 
methodically followed by the Italian 
government, fully explains the substan- 
tial progress made toward economic 
normaley and fully justifies the recovery 
recently experienced by the lira in the 


International exchange markets. 


ITALY INCREASING 
WATER POWER 
DEVELOPMENT 


“What Italy lacks in mineral re- 
sources is made up by its facilities for 
the generation of cheap hydroelectric 
power,” says Norris B. Henrotin of J. 
A. Sisto and Company. 

The capital invested in water power 
developments in Italy has increased 
from 507,000,000 lire in 1914 to 6,470,- 
000,000 lire in 1925, and the horsepower 
has increased in the same time from 
1,350,000 to 3,250,000. It would re- 
quire over 10,000,000 tons of coal to 
generate this electric current. In this 
respect Italy might properly be com- 
pared with California, and we all know 
the great progress made in California 
in this field during the past decade. 


Not only has the French government 
repaid for the first time in three years 
the bank of France the 2,000,000,000 
franes due at the end of the year, but 
also has improved its financial position 
to such an extent that it was able to 
refund an additional billion since that 
time. 

The government’s debt to the Bank 
of France, which was 38,500,000,000 
frances when Poincare took over the 
portfolio of finance has been reduced 


to 36,500,000,000 tranes, which — the 
government can not exeeed without a 
special law covering the emergeney, 

Evidence of the sound financial con. 
dition of the Dominican Republic is to 
be found in an announcement recently 
made that outstanding bonds of $20, 
000,000, which represent a customs loan 
sold in New York in 1908, will be paid 
31 years in advance of the authorized 
maturity. This announcement came 
from the Guaranty Trust Company of 
New York. 


Before the World War foreign cap- 
ital investments in Esthonia amounted 
to about 80,000,000,000 gold rubles, 
equal to about $40,000,000,000. These 
investments were in paper mills, veneer 
factories, engineering works, cement 
plants, ship building and textile mills. 
As a result of war and revolutions, 
these investments have dwindled to 
about one-fourth. 

The economic section of the League 
of Nations recently called a Bankers 
Conference to be held at Geneva, 
Switzerland to discuss ways and means 
for improving international commercial 
practice, bankers checks and accept- 
ances. The committee is made up of 
leading banks in England, continental 
Europe, and America. 


HOW STOCKHOLDERS GET 
BUSINESS 
(Continued from page 17) 
as possible because that widens the field 
of future bank development. 

The president of the bank presides 
at all meetings of the advisory: board. 
Other bank officers that attend these 
meetings are: The chairman of the 
hoard, vice president, and trust officers. 

Attendance at these meetings is un- 
usually good for its members have such 
a keen interest in our institution that 
if they are in the city they always plan 
on being with us. 

At each meeting we report the general 
rate of interest on loans. We also pre- 
sent an earning statement. We have an 
audited statement once a month to show 
the earnings and these bank salesmen 
are always interested in this. 

We discuss primarily ways and 
means of developing the business of the 
bank. Every opportunity is given to 
all members to make suggestions and 
most of these suggestions are valuable. 

As an illustration of policies that 
have a direct bearing on new business 
and which are first passed upon by the 
advisory board and later by the board 
of directors, I might mention a recent 
one which involved the increasing of our 
interest rate on savings. 

This was not a direct increase in the 
basie rate, but rather a schedule of in- 
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ereases to encourage larger savings ac- 
counts as well as to attract new ones. 
The policy may best be explained in the 
following way: 

A savings depositor is interested 
primarily in safety; secondarily in the 
interest return on his money; next in 
the convenient location of the bank: 
and lastly the convenient hours the 
bank is open. 


We have tried to make a practical 
combination of all of 
publicity constantly 
fact. 


and 
emphasizes 


these our 


this 


It is my opinion, from our experience, 
that one or two factors alone will not 
produce the results that the combina- 
tion will. After you have obtained the 
combination it is necessary to present it 
in the best way and we have found that 
personal salesmanship plus personal 
letters, plus judicious distribution of 
printed literature is the ideal plan to 
follow. 


By following these general policies, 
we have been able to increase our sav- 
ings $260,000 in a year which amounts 
to a 25 per cent increase. 


When our bank was organized, we 
chose the name “Security” in order to 
help put over the idea that our bank is 
a safe place to leave valuables. We chose 
the most convenient location available 
in the heart of the St. Louis business 
district and we adopted the plan of 
keeping open all day from nine in the 
morning until five in the afternoon. To 
provide the additional inducement of 
higher interest we have worked out a 
schedule as follows: We pay three pet 
cent compounded semi-yearly as the 
basic rate. We pay one-half per cent 
extra on December 31 of each year to 
all savings accounts up to $500. 


We pay one per cent extra interest 
December 31 to all savings accounts 
over $500 on that amount that is in 
excess of the first $500. 


By this plan, a savings account with 
a balance of $900 will receive interest 
at the rate of three per cent on June 30 
and on December 31. In addition, at 
the close of the year, we pay one-half 
per cent on $500 and one per cent on 
$400. If the account is closed any time 
after July 1, and before December 31, 
only three per cent is credited up to 
July 1, and no extra interest is paid on 
any account that is not on the books 
December 31. 


_ The stockholders’ advisory board plan 
8 to be highly recommended to any 
bank and I am sure that most bankers 
will be surprised to discover that there 
are many potential salesmen on the 
stockholders’ list. I know of no plan 


to develop these men better than the one 
I have deseribed here. 
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#1 The Midland Bank offers exceptional facilities for the transaction |% 


¢| of banking business of every description. 
2| affiliations it operates 2,250 branches in Great 
Northern Ireland, and has agents and correspondents in all parts 
of the world. The Bank has offices in the Atlantic Liners 
Aquitania, Berengaria and Mauretania, and a foreign branch office 


Together with its 
Britain and 


5 at 196 Piccadilly, London, specially equipped for the use and . |% 
¢ convenience of visitors in London. 


| MIDLAND 


¢ LIMITED 


BANK {| 


¢ HEAD OFFICE: 5 THREADNEEDLE STREET, LONDON, E.C.2 


¢ Affiliated Banks: 


Belfast Banking Co. Ltd., Northern Ireland; The 


Clydesdale Bank Ltd., and North of Scotland Bank Ltd., Scotland. 
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MORE PASSENGERS FOR 
RAILROADS 


(Continued from page 19) 
replacement of local way freight trains 
with motor trueks operating on the 
highways. In addition, the operation of 
express schedules has been facilitated by 
the elimination of interference to fast 
freight and passenger trains which was 
formerly caused by the 
sluggish local freight trains. 

Now the handling of 1. ¢. 1. freight is 
carried on by trucks operating on 33 
distinct routes. Approximately 1,000 
miles of railway lines are thus paralleled. 
Nearly 500 railway stations are served. 
The motor trucks are driven approx- 
imately 2,600 miles a day. 


necessarily 


It is estimated that approximately 
2,000 daily freight train miles have been 
eliminated as a result of taking off 34 
way freight trains. The trucks handle 
approximately 650 tons of local.freight 
in 24 hours. 

The Pennsylvania does not own the 
motor trucks but contracts with trucking 
companies. Most of the trucks are of 
five-ton capacity although some are two- 
ton trucks. A few are three and a half 
ton size. Also three tractors and nine 
trailers are used. 

The plan of operation is_ this: 
Freight is loaded at transfer points into 
cars consigned to designated zone sta- 
tions in the territory served by the 
trucks. The railroad cars are then made 
up into local freight trains which drop 
the cars at the zone stations. The freight 
is transferred to the motor trucks which 
then proceed over their routes and make 
deliveries at the smaller stations, at the 
same time picking up outbound freight 
for transfer to through cars at the next 
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zone terminal. 

As an outstanding example of the 
advantage of the use of motor trucks at 
terminal transfer points, consider the 
saving at Baltimore. It formerly re- 
quired from oné to two days to transfer 
l. e. 1. freight at this station. Now the 
interchange is carried out in from one 
to two hours. 

The importance to our country’s 
common earriers of this new economy 
may be summarized as follows: 

1. Greater efficiency and economy in 

operation 

2. Clearing the rails of the slowest 

moving form of traffie, thus in- 

creasing their capacity for faster 
trains 
3. Elimination of eross-overs required 
in the movement of local freights to 
reach stations on both sides of the 
tracks, thus also helping to speed 
up the general traffic movement 
4. An approximate reduction of 50 
per cent in loss and damage on 
package freight earried by trucks 
as compared with its former move- 
ment by rail due to less complicated 
handling 
Expedited service resulting in 
increased business and _ greater 
satisfaction to patrons 


i 


inter- 
terminal 


faster 
freight in 


6. Cheaper and much 
change of 
districts 
. Elimination of 
traffic lines. 
The operation of the trucks is 
controlled by the superintendents of 
the respective division through the 
agents at stations along the routes. 
These trucks are now operated on sched- 
ules. However, there is flexibility and 


losses on 


slow 





EXPORT TRADE INCREASED 
(Continued from page 16) 
pretext, or falls 
obligations in another, 
bureau often called in to 
assist in straightening out the matter. 
Our efforts in this line have been em- 
inently successful. In a number of 
outstanding and unusual cases our men 


short of meeting its 


one Way or 


officers are 


have even been authorized to receive the 
documents from the local bank, take 
control of the jeopardized goods, and 
dispose of them in the open market as 
advantageously as possible, thus saving 
the American firm from what 
have been heavy losses. 


would 


The bureau is in no sense a collection 
agency and if matters have reached the 
courts our men cannot, of course, inter- 
fere. In numerous instances, however, 
we have helped American firms to avoid 
litigation and to solve difficult problems 
successfully by discreet negotiations. 
Our representatives have been able te 
arrange 
eases of 


for equitable arbitrations in 
mere differences of opinion. 
Where litigation is unavoidable, they 
supply lists of foreign attorneys. 
How, exactly, does the bureau get 
the information and how is it able to 
keep so closely in touch with such 
manifold developments? The bureau 
has nearly 50 foreign offices all over the 
world. At the head of these offices in 
the field are practical experts following 
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conditions in the various countries to 
which they are accredited. 
These 


specific 


men have other experts on 
branches of 
It is the primary function 


representatives to 


commodities or 
economies. 
of these promote 
American trade. 

To this end they report on every- 
thing under the sun related directly or 
indirectly to foreign trade. They 
render practically any service to the 
Visiting American 
firms and they reach by letter a vast 
number of inquirers in the United 
States. They keep the bureau promptly 
informed by letter, report and eable- 
gram of developments in their coun- 
tries and of specific opportunities which 


representatives of 


arise for the sale of American goods. 

In addition to the services of its own 
field representatives, the bureau enjoys 
the cooperation of the many consular 
offices of the Department of State, 
amounting to nearly 500. 

The bureau in Washington is made 
up of technical and commodity divisions 
composed also of experts in their vari- 
ous lines, whose duty it is to inform 
American inter- 
ests of foreign economic conditions and 
to broadeast the specifie opportunities 
to the manufacturers and exporters of 
the goods desired. Throughout the 
country, in 51 cities, the bureau has 
district and cooperative offices for the 


business and financial 








Cash and Due from Banks... 


Acceptances .. 





Other Securities and Advances 


Customers’ Liability a/c Acceptances and Letters 


of Credit 


LIABILITIES 


Subscribed Capital and Surplus... .. . $15,250,000.00 


Capital and Surplus paid in . 
Undivided Profits . 
Due to Banks and Customers 


Acceptances and Letters of Credit Outstanding 
Reserve for Taxes, Dividends, etc... .. 


PAUL M. WARBURG 
Chairman 


INTERNATIONAL 
ACCEPTANCE BANK 


INCORPORATED 


Condensed Statement, December 31, 1926 


RESOURCES 
Stockholders’ Uncalled Liability. . 


Bankers’ Acceptances and Call ‘Loans Secured by 


U. S. Government Securities ___. 


.. .$5,000,000.00 
$11,076,476.67 


10,965,459.92 
11,495,726. 16 
19,777,785.68 


52,306,631.97 
$105,622,080.40 


$10,250,000.00 
3,902,703.49 
35,876,466.00 
55,200,008.38 
392,902.53 
$105,622,080.40 





F. ABBOT GOODHUE 
President 





52 Cedar Street, New York 





distribution of this information and for 
American bus. 
iness men interested in the foreign field, 
By this close-knit, effective organ- 
ization, the able to give 


the direct assistance of 


bureau is 
effeetive aid which is unrivaled. 


THE BANKERS MONTHLY 
ROUND TABLE 


(Continued from page 6) 
recent letter from W. W. Potts, treas- 
urer of the Federal Title and Trust Co. 
of Beaver Falls, Pa. Quoting: 

“Depending on THE Bankers 
MontTHLy and the plans you furnish 
from month to month, a rough plan for 
our new building was worked out and 
given to our architect. And from the 
ideas we secured from your publication, 
we gave him the plan we later on put 
into effect. 

“T do not know that our banking room 
would interest vou to any extent, but 
we believe we should make our acknowl- 
edgment of the assistance and the benefit 
that we derived from our subseription.” 


Going hand in hand with this was the 
statement of Horace G. Cook, Jr., of 
Wilkes-Barre, Pa., wrote, “Your 
magazine is of particular interest to an 
architect and bank director, and is the 
best magazine for that combination that 
I have seen as I fill both capacities.” 


who 


* . * * 


But, not alone is the “Buildings and 
Improvements” department helpful. 
Take for example H. M. Hart, vice 
president of the City National Bank of 
San Antonio, who in writing for in- 
formation on home budgets, added: 

“We take this opportunity of stating, 
in all sincerity, that we find THe 
BANKERS MONTHLY an extremely in- 
teresting publication. We find in it 
many helpful ideas.” 


* * * . 


More Help for Readers 


HE Bankers SECRETARY is pro- 
gressing beyond our most sanguine 
expectations. 

When we inauguarated this feature 
of THE Bankers MonTHLY we had in 
mind simply an extension to all readers 
of a service that a few had already 
created for themselves. 

Bankers were writing us every now 
and then, outlining their needs for this 
or that service or supply. We were 
trying to help them, by telling ‘them 
things we knew or putting them in touch 
with people we knew, whichever they 
preferred. 

We thought that other readers would 
perhaps be interested and that the re 
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BANKERS 


CLASSIFIED 
ADVERTISEMENTS 


Advertisements will be accepted under this 
heading at FIVE CENTS per word, signa- 
tures, address, name and heading to be 
counted. Send cash with your order. 
Answers addressed care of the BANKERS 
MONTHLY will be forwarded promptly. 


WILL BUY USED POSTAGE 
STAMPS—1U. S. 


Want Current Used $2.00 and $5.00 Stamps 
GOOD PRICES PAID 
Also interested in 19th Century U.S. prior 1880—stamps 
on or off envelopes. Look thru your old files—it may be 
worth while. 
WM. A. MARKERT 
Box 101, NorthEnd - Detroit, Mich. 


TENTS 


PA 
Bankers and Attorneys having clients who 
wish to patent inventions are invited to write 
for particulars and terms. 
WATSON E. COLEMAN, Patent 
C. 


Lawyer, 
724-9th St., Washington, D. 


6*-12 ti. 





PRINTING 
Omaha Printing Company, 13th and Farnam 
Sts. Omaha, U. S. A. Lithographers, Embossers, 
Stationers, Office VGllaen 7*-12 ti. 


Financial and Accounting Executive 
Certified Public Accountant (Pennsylvania) 
age 38, married, had experience as bank 
executive, auditing of banks and broad business 
experience; desires to make connection with 
bank as auditor or other executive capacity. 
Ohio or Indiana location preferred. 

Address, BANKERS MONTHLY, Box 1025, 536 
S. Clark St., Chicago, Tl 2*-1 ti. 
SOUTHERN REPRESENTATIVE 
Capable energetic Trust Company executive 
would connect with Eastern banking house as 
Southern representative. Southern born, well 
qualified for new business and public relations 
work; clean record, references to please. Person 
al interview desired Address Box 850, care 
BANKERS MONTHLY, 536 So. Clark St., Chicago, 
Illinois 2*-3 ti. 


“Stro 


Colored 
Tubular Coin Wrappers 
Heavy Weight—Best Quality 








Write for Catalog 


The C.L.DOWNEY CO. 


941-943 CLARK ST. 
CINCINNATI, OHIO. 


Cornell & Company 


CERTIFIED PUBLIC ACCOUNTANTS 


at York 
ington, D. C. 
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Salt Lake City 
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Marietta 
Tulsa 


HECO ENVELOPE COMPANY, 
CHICAGO, ILL. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when 
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sult might be a dozen letters a month, 
which would establish contact between 
bankers who needed good service and 
organizations who eould serve good 
banks. 

In six months THE BANKERS SECRE- 
TARY has handled 2,916 letters and 
the quantity of each week’s mail is still 
above the previous week’s. 

We are happy to say that this mass 
of correspondence results in ‘business 
—and business. Inquiries are 
handled without the slightest partiality 
toward our own advertisers because 
—though perhaps we ought not to admit 
it in print—THeE BANKERS SECRETARY 
exists for the sole purpose of serving 
readers just as THE BANKERS MONTHLY 
exists for the sole purpose of gaining 
readers,’ holding them, and increasing 
their efficieney as bankers. 


good 


We have nothing but reader interest 
to offer advertisers—that and a policy 
of telling bankers what we think will 
interest them, irrespective of whether 
or not there is business in it for some 
one besides the banker. 

THe BANKERS SECRETARY seems to be 
improving our position in that partie- 
ular so we are going to improve THE 
BANKERS SeECRETARY—thus: 

Besides reporting on things and 
services, we will now advise on plans 
of putting things and services into 
practical use in banking. 

The reader’s question will be wel- 
comed and promptly answered what- 
ever it relates to, if our information, 
our files, our study of banking methods, 
or our contact with other students of 
banking methods includes the answer. 

Plans for a building or an addition 

Plans for a new department 

Plans for a new funetional and eo- 
ordination chart 

Plans for improved accounting 

Plans for a central customer file 

Plans for a new business drive 

Plans for a complete year’s publicity 

Plans for a service charge 

Plans for employes welfare activity 

Ete., ete., ete., ete. 

We don’t know all there is to know 
We may not know 
all that the inquirer knows. But we 
may know things he does not know and 
we probably will know sources of re- 
search and information unknown to him. 
Then again, we may be in the position 
of the nigger who was asked to change 
a twenty—but it only takes a stamp or 
a posteard to find out. 
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Manufacturers are re- 
quested to send their 
latest catalogs, adver- 
tising matter, and all 
other data to “The 
Bankers’ Secretary.” 


latest information: 


OC Advertising, Mass Plan 


O Advertising, Window Display 
OArchitects and Builders 
OBankers’ Chests 

OBinders, Loose Leaf 
-jBoxes, Safety Deposit 








mental 

OBurglar Alarms 
OCertificates, Stock and Bond 
ODesigners, Interior 
OFurniture, Bank 

CHouse Organs, Bank 





2916 LETTERS 
in 6 Months 


—Was Yours Among Them? 


INCE The Bankers’ Secretary Service was inaugurated in 

August, 2916 letters have been written to supply readers 

of The Bankers Monthly and The Bankers Service Bulletin, 

with information about articles or services they are contemplating 

buying. This service is available to you, as a reader of The 

Bankers Monthly, without obligation. Have you taken advan- 
tage of it? 


‘numerated below are items about which there is new informa- 
tion you should have. Blank spaces are also provided for you 
to fill in the names of other articles or services about which you 
wish information. 


Simply make a few marks below, and from the fund of data at 
the disposal of The Bankers’ Secretary, you will be given unpreju- 
diced information that will not only save you time but may save 
you money. 


All correspondence will be held strictly 
confidential if you prefer. Just indi- 
cate your preference under “Remarks.” 


Clip and Mail This for New Information You Should Know About 


“THE BANKERS’ SECRETARY,” Banking Publications Department 
Rand McNally & Company, 536 South Clark St., Chicago. 


Checked below are items I am interested in buying and about which I wish you to give me the 


OLedgers, Loose Leaf OForms, Ledger 


OAdvertising, Personal Solicitation (Letters, Facsimile ONovelties, Advertising 


OLithographing OPersonal Solicitation (New Ac- 
CLock Inspection, Time count) 

O Machines, Coin-Counting O Posters 

C) Machines, Coin-Sorting ORacks, Mechanical Posting 
ODoors, Vault OSafe Deposit Boxes 








OBronze, Architectural and Orna- (Envelopes, Filing . OSafes 


OEquipment, Filing OSavings Banks, Pocket 
COEquipment, Vault OService, Statistical 
OFiles, Signature OTablets, Bronze 
OFixtures, Bank O Vault Doors 

OFloors OVault Designing 
OForms, Bank C1 Woodwork 


This List Changes Each Month 


Also please send me information about— 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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